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Profits in Children’s Shoes 


A Challenge of Opportunity for Prestige, 
Profit and Pleasurable Service 


HE writer has been challenged 
by a certain shoe man. Not to 
a duel, but to a demonstration 
of methods. This shoe man put it 
this way: “If you are so darned 
smart, and know so much about the 
shoe business, why don’t you start a 
shoe store and try out some of your 
fine theories? You talk a lot about 
children’s shoes and tell us that 
there is money in them, now 
prove to me that you know 
your stuff.” 

Well, that is putting it up 
to ‘a writing man—cold 
turkey. May be this shoe 
man is right. Perhaps we 
fellows who write for the 
RECORDER do indulge .in some 
fine theories. But we do get 
around quite a bit and see a 
lot. When a man travels sev- 
eral thousand miles and sees 
many hundreds of shoe stores 
he is apt to form some con- 
clusions. Add to that some 
thirty years of intimate rela- 
tions with the shoe trade, and 
the wonderfully interesting 
experience of handling the 
expenditure of some millions 
of dollars in advertising, and 
a man is apt to get some ideas 
very firmly lodged in his 
head. 

One of those ideas is that 
there is money in selling chil- 
dren’s shoes. That idea finds 


“Bunnies” with tin 


By R. L. Prather 


solid backing among a lot of very 
successful shoe merchants all over 
the country. It is a pity that so 
many shoe men have sold themselves 
the thought that children’s shoes are 
unprofitable, a source of worry and 
disappointment, and a thing to be 
avoided as the danger spot in a shoe 
store. Wrong ideas are usually the 
most persistent. 





This is the “Princess Mary” box, an exact copy 
of one which was sent to Her Royal Highness by 


the Ideal Baby Shoe Co. of Danvers, Mass. 
box is of pale pink silk, with edges be-frilled by 
dainty lace—there is a dainty floral motif on the 
center top. And inside there is a pair of old kid 
ankle straps—a pair each of pale blue 

soft soles and real hand-made 


pair of white kid moccasins 


For novelty a pair of white kid “high-throat” 
ears projecting from the 
vamp and two little twinkling glass eyes 


The 


id button 
lace booties and a 


It has been the experience of this 
writer that when a man has sold 
himself thoroughly on a thing he is 
hard to convince otherwise. One 
thing sure, I am not going to start 
a shoe store just to prove out some 
of my “fine theories.” But I am 
going to put some things squarely 
up to the gentleman who disputes 
my ideas and theories. We will dis- 
cuss this matter seriously, 
good naturedly, and with a 
desire to bring out the best of 
it. Following questions are 
asked and answers requested 
in order that a general dis- 
cussion may ensue: 

Q: If a shoe store does 
not sell children’s shoes, will 
it not as a very natural con- 
sequence, lose the trade of 
mothers? If a mother is 
compelled to go to another 
store to buy shoes for her 
children, will she not buy her 
own shoes in that store? 

Q. If this applies to 
mothers, will it not apply also 
to fathers? 

Q. If a boy, just verging 
onto manhood, say the age of 
15 years, a big, husky boy, 
one day wearing boy’s shoes 
and the next day stepping 
into men’s has become accus- 
tomed to buying in a certain 
store will he change to an- 
other easily? To make that 
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question a little more emphatic, 
suppose that a boy has been brought 
into a store for years by his mother 
to buy shoes. He reaches an age 
where he feels competent to buy for 
himself. Are the chances not about 
ten to one that he will continue to 
patronize the store that he knows 
and likes? The habits of buying 
are more pronounced in the male 
than in the female. 


IF a little girl has become 

e accustomed to having her 

shoes fitted in a certain store, will 

she not continue to buy there when 

she graduates out of the junior de- 

partment and into the women’s de- 
partment? 

Q. Is the children’s department a 
natural feeder for the grown up part 
of the store? 

Q. Does a child remember kind- 
ness and courtesy and resent the 
other side of the shield? 

Q. When a woman, perhaps a 
stranger in town, enters a store and 
is told at the door that no children’s 
shoes are carried, will her reaction 
be pleasant or unpleasant? Does 
the: mother like apartment houses 
that display signs proclaiming: “No 
children or dogs!” 

Q. Is it not a fact that some of 
the most prosperous shoe stores of 
the nation sell shoes to the third and 
even the fourth generation? Surely 
those stores did not “leap a gap” 
and sell grown ups only. 


IS it not a fact that stores 
e catering for exclusive trade, 
perhaps specializing on women’s 
ultra styles, at high prices, have the 
hardest competition? Do women who 
buy that class of footwear remain 
loyal to any one store or do they 
“shop around” and hunt for a new 
novelty every time they buy? Is that 
exclusive trade really as profitable 
and satisfactory as the good, solid, 
dependable family trade that con- 
tinues to buy all of its shoes at the 
old stand by? 

Q. Is it not true that a one-sided 
store, carrying only men’s, or only 
women’s, has a more limited field 
and constricted patronage? 

Q. Is not the specialty shop al- 
ready sadly overdone? Is not the 
competition becoming so keen that 
there is but little profit in it any 
more? 

Q. Which, after all, presents the 
greatest possibility, the widest mar- 
ket, men’s, women’s, and children’s, 
or men’s alone, or women’s alone? 

Q. Which sells the most in pairs 
if not in dollars? 

Q. Have you read the figures on 
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production and consumption of 
shoes? Do you know that there are 
more pairs of children’s shoes made 
than any other? 

Q. And, finally, ask yourself this 
old one, one that has agitated the 
minds of fathers and mothers for 
centuries—Who wears out the most 
shoes? 

Now for some more “fine theo- 
ries.” Shoot them as full of holes 
as you can. The shooting seems to 


Big Books vs. Pair Volume 


Here is a case wherein the mer- 
chant declared against children’s 
shoes and intimated his readiness 
to throw them out of his store. 
Upon being questioned rather 
closely he admitted that: he sel- 
dom put a child’s shoe in his win- 
dow display, that he had not ad- 
vertised children’s shoes in his 
newspaper for many months. His 
clerks were utterly indifferent to 
the little trade. They were look- 
ing for “big books.” It took as 
long to make a small sale as a 
big one. They were not going to 
bother with the kids when there 
were women ready to buy shoes 
at $12 and up. And, there you 
have it. Theories will not help 
that case much. It will require 
some hard-headed thinking and 
application. 

If a man is determined to throw 
away, deliberately, one of his 
best assets, there is very little 
that can be done about it. 

However, we are hoping that 
we may arouse some interest in 
this matter and the purpose of 
this article is deliberately to pro- 
voke discussion. Come on, gen- 








tlemen, let’s have an argument. 

















be especially good when aimed at 
this subject. 

If there is no room in the store 
for children’s shoes, if you have 
reached capacity and cannot crowd 
in another pair, how about a bal- 
cony? If your ceiling is high this 
may be done with a little clever con- 
triving by a skillful architect. 


F a balcony is impossible, if ad- 

joining property cannot be ob- 
tained, there is always that untested 
theory—a branch store in the sub- 
urbs for children’s shoes. 

There is some very serious think- 
ing going on just now among a 
class of exceedingly smart mer- 
chants concerning that very theory 
—suburban stores. One man has in 
mind a chain of children’s stores. 

One of the largest operators on 
the Pacific Coast has just opened the 
most wonderful juvenile department 
as a guarantee of his faith in the 
children’s shoe business. 

Another big man is contemplating 
devoting an entire floor in a very 
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high priced location, to the exclu- 
sive use of children’s shoes. 

Are these men crazy with the 
heat? Do you think they are play- 
ing marbles or carrying on a shoe 
business? 


ERE are a few facts to shoot at. 

In almost every instance where 
the claim is made that children’s 
shoes are not a paying business, 
there is something wrong with the 
mental attitude or the method of 
merchandising. The shoes are not 
right, the advertising is at fault, the 
styles and quality are bad, the ser- 
vice is faulty, or the merchant sim- 
ply refuses to see the great oppor- 
tunity before him. Nothing can be 
done in a case like the latter. “A 
man convinced against his will is 
of the same opinion still.” No use 
of argument there. 








Harry G. Johansen 
Johansen Bros. Shoe Co. 


Harry Johansen Heads Ass’n 


St. Louis.—At the regular meet- 
ing of the St. Louis Shoe Manufac- 
turers and Wholesalers Association, 
held on March 26, the following offi- 
cers-.and directors were elected — 
president, Harry G. Johansen of 
Johansen Bros. Shoe Co.; first vice- 
president, H. G. Stribling, Peters 
Branch of the International Shoe 
Co.; second vice-president, H. F. 
Taylor of the Boyd-Welsh Shoe Co.; 
secretary-treasurer, F. A. Mahler. 
Directors—J. T. Pedigo, Pedigo- 
Weber Shoe Co.; Paul Jaminson, 
Friedman-Shelby Shoe Co. branch of 
the International Shoe Co.; C. L. 
Drake, Central Shoe Co., and Norman 
McDonald, of Johnson, Stephens & 
Shinkle Shoe Co. 

The joint association has charge 
of the attractive St. Louis Pageant 
each year; two style shows are pre- 
sented showing advanced styles in 
footwear for the occasion, in their 
relation to the advance fashions in 
apparel. Each year, the spirit of co- 
operation among the makers and 
sellers of shoes has developed a 
broadening market. Committees will 
be appointed at a later date. 
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Oh Yes, We Are Collegiate 


When Girls Call for Boys’ Shoes for “Dog” Give "Em 


Boy Last Front Measurement and 


Pump Last Backs 


66 AVE you a C’llegiate shoe?” 
H Such is the question one 
may hear in any shoe store 
in the land nowadays, provided he 
“listens in” attentively. If the re- 
tail shoe merchant does not happen 
to have a model that looks like any 
of the above boyish specimens, he 
brings forth triumphantly from its 
carton a regulation boy’s shoes. 
The young woman examines it 
closely—for low heel measurements 
—for a “doggy” last—for perfora- 
tions and punchings, for broad, al- 
most square, semi-soft toes—and 
then asks—“Are these the real 
C’llege?” On being assured that 
“Them’s ums—” she usually decides 
to try a fitting on a pair of these 
“Brother Bill’s kicks.” It may be 


that she thinks they are not “doggy” 
enough. But if the flapper is con- 
vinced that there is sufficient “snap” 
to the shoes, the sale is easily made. 

This new footwear trend started 
first in the West—it is now sweep- 


ing the country over. It is the 
other extreme from the “dizzy” 
three-inch heel height taste. It is 


a continuation of the sports’ idea. 
Sometimes rubber soles are asked 
for—when the “doggy” lasts are 
specified. Sometimes the inquirer 
asks for “Red Rubber” soles and 
sometimes for “Crepe Rubber.” 

We have in mind a merchant in a 
big city who has devoted one entire 
window to these C’llege shoes. He 
has featured hosiery with them, too 
—not of fancy stripes, as one might 


think, but plain colors—of parchment 
shade, perhaps—to match the main 
part of the shoe. He believes that 
these “boyish” shoes are the logical 
leading sport shoes. With one of the 
leading. women’s colleges of the 
country rehearsing for a_ play, 
“Clothes Make the Man,” the princi- 
pals in which are garbed in mannish 
attire, from boyish “bob” to boyishly 
clad feet, it is entirely natural that 
the re-adaptation of the “C’llege 
craze” should be emphasized in boys’ 
shoes for girls. 

In the boys-shoes-for-girls range 
is a variety of combinations—parch- 
ment down to reddish tan—there 
are punched kiltie tongues of alli- 
gator—or ostrich—or calf or kid. 
There are shoes made entirely of 


[CONTINUED ON PAGE 66] 





4d BOOT AND SHOE 








_ 


“SS etnneecenammsneringy spy te 
— 








Size four and size eight 


Equal in every respect in quality of materials and workmanship—yet the 
customer kicks because five dollars is asked for the boys’ shoes while the 


men’s shoes sell for ten dollars. 


In the background we see price levels for 


boys’ shoes in different parts of the country 


f YHERE is no more effective 
method of illustrating a truth 
than by comparison. If you 

wish to demonstrate a thing to a 

man, show him an actual compari- 

son. Suppose a man complains to 
you that children’s shoes are too 
high in price. 

Take a pair of men’s shoes and a 
pair of boys’ shoes and place them 
side by side. Then ask him: “Do 
you complain of the price of this 
small shoe simply because it is 
small? Is it not greater than one- 
half as large as the man’s shoe? 
Then, should it not be worth at least 
half as much? What do you pay for 
your shoes, mister? Ten dollars? 
All right; then five dollars is not too 
much to pay for a shoe just one- 
half as large.” (See photo of rela- 
tive size of size 4 and size 8.) 

You can go further in the illus- 
tration by pointing out to the man 
a few of the actual facts in the 
making of shoes. Take him right 
into your confidence and tell him the 
things he does not know, or has not 
considered. Say to him: “This shoe 
for a small boy was made exactly as 


your own shoe was made. The same 
leather expert selected the leather. 
The same designer made the pat- 
tern. The same cutter with his pat- 
terns and knife cut the vamp and 
the other parts. It took him just 
as long to do the job as it did to 
cut the parts that went into your 
shoes. It required just the same 
time and machinery to sew that 
little shoe together. The same time 
was consumed in putting that shoe 
into the hands of the retail dealer. 


VERY process of manufacturing 
that went into your shoe also 
went into the shoe for the boy. It is 
true that there is a little bit less 
stock used; that is the only differ- 
ence. But that is a minor matter in 
the making of shoes. It is the labor 
that makes shoes cost more and more 
money. The shoe worker is getting 
the highest wage ever known to the 
trade. There is no discrimination 
between big or little shoes. The 
payment is based on cases, or dozens 
of pairs.” 
You may go still further and ap- 
peal to the man’s sense of fair play 
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Answering 


the Public’s 
Kick— 


On Prices 
of Boys’ 
Shoes 


and parental pride. You may say to 
him: “Do you remember your own 
boyhood? Do you recall that you 
were often times ashamed of the 
shoes your father provided for you? 
Did you not vow that you would 
have better shoes when you grew 
up? And have you not fulfilled that 
vow? Think a moment, mister. 
Your little boy is beginning to take 
pride in his personal appearance. 
He wants to be well dressed. He 
wants to look like his daddy. He is 
proud of you. You are his hero. 
Should he not have that desire grati- 
fied? Why compel the boy to wear 
a poor, cheap, shabby shoe? He is 
entitled to just as nice looking shoes 
as his father wears.” 

Then appeal to his humanity. 
Tell him a few facts concerning the 
proper fitting of shoes. Here is a 
good line: “Do you want to cripple 
your boy for life? Do you realize, 
now, just how important good feet 
are to you in your walk of life? 
Have you not felt the handicap of 
badly fitted, poorly constructed 
shoes? How many corns and bun- 
ions have you? If you have escaped, 
it is because some shoe man has 
been kind to you or else you have 
been extraordinarily wise in the se- 
lection of your shoes. Will you con- 
demn your boy to a life of tortured 
feet just to save a few pennies? 
Think of it, mister. A poor shoe is 
a poor investment. A wrongly con- 
structed shoe never fits well. The 
cheaper the shoe the worse the fit. 
Put the right kind of shoes on your 
boy and make him a fine, healthy, 
robust man when he grows up.” 


HEN add the solar plexus punch 

by giving him this to think over: 
“You complain of the price asked 
for a good shoe for your boy. You 
complain that he wears out too many 
pairs. You hunt around for cheaper 
and cheaper shoes. And every time 


[CONTINUED ON PAGE 128] 
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By Dan Hickey 


‘s OR every friend I have 
F among the kids I figure I 
have two among grown-ups,” 
Wesley Barry, freckled-faced juve- 
nile screen star, told a Boot & SHOR 
RECORDER representative during a 
recent vaudeville engagement in 
Brockton, Mass. Barry was dis- 
cussing his drawing power, whether 
or not he plays chiefly to children, 
when he made this _ statement. 
Going into detail on the question he 
said, “I would not say that I really 
play to the children because children 
make up the afternoon audiences at 
theatres whereas it is from the 
night audiences composed.of grown- 
ups that the theatre owner derives 
his profit. For this reason I could 
not play entirely to the children but 
I do feel that by pleasing a child in 
the afternoon I am given an oppor- 
tunity to please his mother and 
father at night.” 

If there is logic in the young 
actor’s contention it is reasonable 
that a retail shoe dealer through 
serving juvenile trade is enabled to 
receive the patronage of the parents 
of the children. 

Wesley Barry played he was a 
shoemaker while in Brockton. He 
accepted the invitation of Treasurer 
William E. Doyle of Doyle Shoe Co. 
to visit the concern’s factory and 
witness the manufacture of shoes. 
A special pair of tan calf college 
blucher oxfords were made for the 


Freckle Wes’ Helps 
Make Brockton Shoes 


[mes cae go} <a ER 


young actor in about four 
hours and he helped put the 
finishing touches on them, 
holding them up to the 
brushing machine. 

It was Barry’s first visit 
to a shoe factory. He was 
interested in the machines, 
operations and help and 
especially so in the fine ox- 
fords he received. They 
made such a hit with him 
that before he departed he 
left orders for other shoes 
for stage appearances. 

“Wes” is a regular fellow. 
He is now 19 and rather 
resents the fact that most 
people still regard him as a 
boy because of the boy roles 
he played in many moving pictures. 
His foot now demands an 8 D shoe. 
When the RECORDER man sought out 
his freckled objective the latter was 
deep in Morpheus’ grasp in his hotel 
bed. It took more than one loud 
knock on the door to rouse him and 
it was a sleepy “Hello” which 
sounded from within in answer. 
Before long the youthful cinema hero 
was in earnest conversation, pictures 
and shoes being chief topics of dis- 
cussion. 


“C1 AY, I remember my first pair of 

patent leathers,” he said. “It 
was when they put me into my first 
Tuxedo that I got them. Yow bet 










I was tickled with them. I’m 
mighty proud of my new Brockton 
shoes, too. But I have a pair of 
shoes I have worn in my act for 
four years that I’d hate to part with. 
I know them, you see, know what I 
can do along the acrobatic line with 
them. It sure would be tough to 
break in another pair. I have 
heard of the movement to awaken 
shoe consciousness in men. Of 
course, that doesn’t include stage 
folks. We have to be particular of 
our shoes anyway, and there has 
been shoe consciousness among us 
for years. People are quick to 
notice what actors wear either on 
the stage or screen.” 
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Keep Kids Kurious 


SHOE man remarked recently that children 
were having about as much to say in the selec- 
tion of their shoes as their mothers or fathers. It 
is truly an age of precocity. Children are gradu- 
ating from high school at the unheard of age of 
twelve and fourteen. The advance in learning has 
given the world almost a new race of children. 
They are advanced far beyond their years and 
physique—mentally. 
Therefore, it behooves a shoe merchant to think 
of new ways of getting the interest of the younger 
generation. For the very small ones, toys, dolls 


and baloons may have an appeal, but the next size 
is apt to be more “hard boiled” and interested in 
the more sophisticated things. 

There is a certain age when boys become inter- 
ested in scout work and all the things pertaining 
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thereto. At that same age, or perhaps a year or 
two earlier, girls take to camp fire doings. Within 
a few years, however, both sexes are apt to grow 
out of that phase and take up with some of the 
more grown up fads. Music, art, literature, athlet- 
ics, many are the things that youth will interest 
himself, and herself in. 

A close study of the trend of youthful minds 
will be worth while now. If you can find out what 
the youngsters are thinking of, planning, enthus- 
iastic over, you have advanced to a good position 
strategically. It may be that you have a boy or 
girl of your own. Sit down with them and find 
out something of the tendency of their minds. Too 


‘many merchants think they are too busy to give 


their children any attention. That seems to be 
delegated to the mother or the teachers. But those 
same children may unfold a new vision to you, Mr. 
Busy Merchant. And when you do get on the trail 
of the vagrant thoughts of youth, follow through 
and win them by doing the obvious thing. 

Boys who are interested in athletics are going 
to be interested in the store that shows an interest 
in athletics. Girls who are going in for domestic 
science will be charmed by a store that offers 
prizes for the best batch of home made cookies. 
Study these things and get into the light with ways 
and means of interest to the lads and lassies. 


Too Many Shoe Stocks 


VERY sane person knows that there is some- 

thing wrong with the shoe business. All 
booster talk, high optimism, pollyanna glad-glad 
stuff to the contrary notwithstanding. 

There is something wrong and we may as well 
face the facts and quit kidding ourselves about it. 
In a journey of several thousand miles and inter- 
views with more than half a thousand shoe mer- 
chants, a man will have that fact borne in on him, 
unmistakably. 

When 75 per cent of those merchants tell one 
that. business is not right, that men’s shoes are 
stagnant, that there is very little life or pep to the 
business, one must be convinced. It is true that 
sales of certain types of women’s shoes have been 
active in certain sections of the country. But gen- 
eral business is off, badly off. Special sales, in- 
tended to stimulate business and bring in some 
ready money have for the most part failed of their 
purpose. 

Even the specialty shops that cater for the me- 
dium and low-priced volume are complaining. So- 
called cut-rate stores are among the loudest in as- 
serting that business is rotten. 

Traveling salesmen who speak plainly tell us 
that business is off to an alarming degree. 

All of the above may sound like the wailing of 
a hopeless pessimist, but facts are facts, and we 
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are trying to deal in stern truths in this article. 
There is no profit in blinding ourselves to the real 
conditions. Let us cast aside all pretense and face 
things as they are, not as we would hope to have 
them. 

What is the answer? What is the matter? 
whither are we drifting? 

We have asked those questions of many shoe 
merchants and traveling men in the past months. 
And the answers net about as follows: 

Too many shoe stocks. Too many new stores 
being opened. Too many inexperienced men get- 
ting into the business. Too easy to get a line of 
credit. Too much scrambling for volume at the 
expense of profitable merchandising. Too many 
large manufacturers eager to increase shipments 
at the risk of great financial loss. 

One exceptionally competent shoe merchant said: 
“I could open two or three branch stores tomor- 
row if I wanted to take the chance. I am offered 
almost my. own terms as to credit, long time dat- 
ing, liberal discounts, even capital if needed. But 
I have refused to be tempted. I am doing fairly 
well in this little store and I have no desire to add 
to my worries and responsibilities.” 

It has come to the time when almost any person 
who can rent a little hole in the wall and put up a 
few shelves can get a stock of shoes and a liberal 
line of credit. 

The RECORDER has touched on this recently and 
again repeats that it is a matter for serious con- 
sideration. The incompetent, uninformed, often- 
times utterly ignorant persons who are entering 
the shoe business out- 
number the capable, 
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web of laziness, inefficiency, intemperance, waste- 
fulness, lack of courage, and a very well-defined 
case of plain damfoolism. The most successful 
men of the world are those who have taken their 
bitter dose standing up, smiling. You never heard 
of Charlie Schwab spinning a hard luck story. No 
one ever imagined such men as Edison, Ford, Bush, 
Carnegie or any of that lot of self-made captains 
of industry complaining that they never had a 
chance. Such men make their own chances and 
take them. 
* 1” * 

Some stores need soap and water, paint and 
varnish more than anything else. A shoe store 
with a dirty face is just as repugnant to women 
as a kitchen that has not been scrubbed for a fort- 
night. 


* * * 


Good Shoes Are Salable 


HE shoes you own are the shoes you must sell. 

Then why fall out with them and lose faith in 
them? Sell them with confidence. You are the 
style authority in your town if you are the right 
kind of a merchant. Keep faith with yourself. Do 
not be stampeded by idle rumors. All this talk 
about some styles passing out suddenly is the bunk. 
Few women pin much faith on the unsupported 
opinion of ONE fashion writer. 

The shoes you own are good shoes. Sell them 
as such. Fear and doubt will bring you a 
loss if you permit it to drive you into un- 
wise cutting or sacrifice of good shoes at this 
stage of the game. 

* 7K * 











experienced shoe men 
by a large majority. 


HE field man re- 


Uninterrupted Prosperity? No! ! ports this one: 


Standing Up 


to It 


LONG time ago 

some hard-boiled 
fellow gave utterance 
to this hard-boiled ex- 
pression: “The aver- 
age man with a hard 
luck story needs a 
good, swift kick in the 
pants.” That is about 
75 per cent true. The 
average hard luck in- 
dividual has only him- 
self to blame for his 
misfortune. Investi- 
gate his woeful tale 
and you will find un- 
derneath it a tangled 





Charles W. Barron, the financial expert, 
told Bruce Barton and the Red Book Maga- 
zine was the medium for the following: 


“There will not be a century of uninter- 
rupted goods times because the universe is 
not arranged on that basis,” he said. “What 
is taking place on this earth is a great ex- 
periment in the development of human char- 
acter. The Creator is not interested in 
money or markets, but in more enduring men. 

“Such men are not developed when every- 
thing is easy. They never come out of coun- 
tries where the sun shines every day. Trials 
develop them; problems develop them; suf- 
fering develops them. As long as the pres- 
ent Divine plans continue to operate, we shall 
continue to have enough setbacks to keep the 
race from growing altogether soft.” 

“It is the men who ‘stand like a beaten 
anvil’ who have done the big things. But 
men can’t stand like beaten anvils if they’re 
made of French pastry. Or are wrapped up 
always in the gentle softness of prosperity.” 












Calling attention to 
the RECORDER’S pro- 
posed publicity for 
shoes and the free 
mat service, he was 
staggered by the state- 
ment that it could not 
be done. The mer- 
chant said that news- 
papers would not print 
anything like that un- 
less a big ad accom- 
panied it. Right at 
that moment other 
shoe men were actual- 
ly doing it. When a 
man says a thing can- 
not be done that set- 
tles it as far as he is 
concerned. It cannot, 
and never will be done, 
in his case. 
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Keeping F aith With Children 














MILLION dollar idea—a shoe 
A store catering especially to 
the needs of children, and 
thereby winning the patronage of 


their parents as well—that is the 
conclusion of Mr. Robinson, head of 


the chain of Robinson shoe stores, 
which in the aggregate are worth a 
million dollars or more. 

When Mr. Robinson started in the 
retail shoe business, twenty-five 
years ago, he visioned a big shoe 


April 3, 1926 


An 
Inter- 
esting 

Story of 
How a 

Big Bus- 

iness in Little 

Folks’ Footwear 

Was Built 


store to meet the needs of the entire 
family. At the time, his capital was 
of a very modest amount, he was 
unknown as a merchandiser, having 
been for eleven years an employee 
of one of the great Kansas City 
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department stores, and his capital 
consisted more of ideas than of 
either cash or credit. 

But ideas he had, sound ideas, as 
evidenced by the fact that his orig- 
inal little retail store has developed 
into four great-shoe emporiums, two 
in Kansas City, Mo., one on the 
Kansas side of the river, and one in 
St. Joseph, Mo. 


R. ROBINSON knew even at 

this time (and this was his 
chief capital stock) that the very 
heart and center of every family is 
the children thereof; and that the 
children of that day would be the 
parents of today, 

He realized that to make his vision 
a reality, he must cater ‘especially to 
the children. Growing feet needed 
perfect fitting, and children’s play 
required the sturdiest of shoes. 

So. Mr. Robinson cooperated with 
orthopedic specialists to give the 
children perfect fitting shoes, and 
stocked only the best qualities the 
market afforded. 

But that was just a beginning for 
Robinson. Having found that chil- 
dren were restless and cross when 
taken from their play to have shoes 
fitted, he met the situation with an 
innovation in the shoe industry— 
the installation of a fully equipped 
play room in his store. 

The plan met with instantaneous 
success, and from then on getting 
proper shoes became a pleasure in- 
stead of a trial to mothers and 
children alike. Later, when traffic 
conditions made it inconvenient for 
mothers to bring their children to 
the downtown store, the Robinson 
Shoe Company installed a store with 
play room and all in the Country 
Club Plaza. 

“If the children could not come to 
Robinson’s, Robinson’s would go to 
the children,” especially to the 
thousands in the exclusive residence 
sections of Kansas City, was the 
thought behind the establishment of 
this suburban branch shoe store. 
And, underlying all of these things 
was the almost passionate ideal to 
“Keep Faith With the Children.” 


VER and ever the idea has been 

built and developed, upward and 
upward, and Mr. Robinson has in- 
stilled into all of his employees the 
tremendous importance of serving 
the children, “of keeping faith with 
the children.” 

Today, one third of the entire 
volume of business transacted is in 
children’s shoes, and at least an- 
other third is from parents who 
would perhaps buy for themselves 








BOOT AND SHOE RECORDER 


elsewhere were it not for the chil- 
dren, who may best be served at 
Robinson’s—the children themselves 
will tell you so. 

“Rather than to say that the par- 
ents bring their children here,’’ de- 
clares Mr. Robinson with a smile, 
“it would be much more true, and to 
the point, to say that the children 
bring their parents here.” 

“That may sound unusual, yet it 
is the rock-bottom truth. The 
youngsters know when they are well- 
treated, unusually well-treated, and 
they naturally desire to come back 
to the store which has made a high- 
ly favorable impression upon their 
youthful minds. 

“The fact that we fit out the 
youngsters in durable, sensible, per- 
fectly-fitting footwear naturally 
makes the proper impression upon 
the parents, and of course that is 
the main thing to be considered. 
But—the impression we make upon 
the youngsters is vital, too, and that’s 
what brings them—and their par- 





A third of the Robinson 
Shoe Company’s business is 
done on children’s shoes and 
another third, it is figured 
comes from parents whose 
children bring them into the 
stores. The idea back of the 
business is to bring the chil- 
dren into the stores first,— 
the parents naturally follow. 





ents—back to Robinson’s store, again 
and again. 

“In three of our stores, this one, 
the Country Club Store, and the one 
on the Kansas side, we have estab- 
lished play rooms for the entertain- 
ment of the children, while their 
mothers are fitting out one of the 
other youngsters with shoes, or while 
mothers are waiting their turn to be 
waited upon. 

“In this store the play room is at 
the extreme western end of the chil- 
dren’s department, which is situated 
upon the second floor. 

“Here we have for the entertain- 
ment of the youngsters a rocking- 
boat, large enough to entertain a 
score or more at a time, a. merry-go- 
round, and a sliding board, where 
the youngsters climb to the top at 
the rear and slide down to the bot- 
tom—all safe amusements, and just 
what children like to do, plenty of 
exercise, and the ‘thrill that comes 
once in a lifetime’—with no danger 
of injury. 

“In this store (the original Robin- 
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son Shoe Store at Tenth and Main 
Streets) I have seen as many as 75 
youngsters entertaining themselves 
at one time in the play room, and 
the way they were romping, laugh- 
ing, mingling and enjoying them- 
selves, one would get the impression 
that there were a thousand of them. 
The fact that at orie time 75 youngs- 
ters were amusing themselves in our 
play room indicated, naturally, that 
there were a large number of moth- 
ers in another section of the room 
supervising the fitting of shoes upon 
another bunch of youngsters who 
were willing to behave themselves 
quite decorously for a few minutes 
during the trial (to them) of being 
fitted, knowing that as soon as the 
ordeal was over, they could go back 
to the merry-go-round and the rock- 
ing boat, or the shoot-the-shoots, and 
have a high old time until their 
mothers had fitted out the other 
youngsters in the family, and were 
ready to leave our store. 


¢¢ AND another thing—once a 

youngster has patronized our 
children’s shoe department, been 
fitted out with a pair of durable, 
sensible shoes and (more important 
to the youngster) spent an hour or so 
in our play room—then we have no 
doubts about his coming back to our 
store for the next pair. 

“It isn’t even necessary for the 
parents to feel that way about it— 
the children will make their prefer- 
ence known in very unmistakable 
terms—and so, as I have said, the 
children will lead the parents back 
to our store, almost every time. 

“Just as it is said that the way 
to a man’s heart is through his 
stomach, the way to a child’s favor 
is through the manner in which he is 
pleased, amused or entertained. 

“Knowing this, from careful 
study of child nature, extending over 
a quarter of a century, in develop- 
ing my business to its present pro- 
portions, from an almost infinitesimal 
start, to its present proportions, I 
have continually studied, experi- 
mented and explored the possibilities 
in the matter of making a strong and 
indelible impression upon the minds 
of children, in order to predispose 
them in favor of the Robinson Shoe 
stores. 


6éQ'0 it is a fixed policy, and has 

been for years, to give each 
child some sort of a prize, bearing 
our store publicity, with each pair of 
shoes sold to children. The cost of 
this prize is not normally allowed to 
exceed five cents, and this is charged 
off to advertising, since we do not 


[CONTINUED ON PAGE 65] 
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Greatest Play-Time 
Season Ahead 





ASTS are universally 
foot-fitting in this 
— One type of ox- 
ord in tan, but for dress 
— new pattern is ~ 
Aprons in color 

best bet. 
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Shoes Have Tongues—and Talk 


A Series of Bed-time Stories for Your Local 
Newspaper, or Publicity 


Story No. 1—Soles. 


ITTLE Tommie’s mother was 

[| netving him to get undressed 

for bed. As she unlaced his 
shoes she said: 

“If your shoes could talk they 
might tell some stories about little 
boys who abuse them very sadly.” 

Tommie replied: “My shoes have 
tongues, why can’t they talk?” 

“Oh, shoes cannot talk. They 
have no life. Only things that have 
life can talk,” said his mother as 
she buttoned up his sleeping gar- 
ment. 

Tommie went to bed thinking 
about those shoes and_ their 
tongues. When his mother kissed 
him good night and turned off the 
light he lay for a long time saying 
to himself: “Why can’t a shoe talk 
if it has a tongue?” 

Suddenly he heard a little piping 
voice down near the foot of the 
bed. It seemed to be saying: “I 
can talk, too. I can talk.” 

Tommie was a little bit fright- 
ened, because he had never heard 
such a squeaky little voice, and in 
the dark it sounded more squeaky. 
He put his head under the cover. 
But he felt a little thump on the 
bed and the little squeaky voice 
closer, saying: “I can, too, talk; I 
can too!” 

Suddenly he thought of the shoes 
and their tongues. This must be his 
shoe making this funny, little 


squeaky speech. He peeped out from 
under the cover and, sure enough, 
there sat one of his shoes on the 
foot of the bed. Tommie could see 
it just as plain. The dim light 
from the hall showed it sitting 
there waving its tongue in the air 
and saying: “I can, too! I can talk!” 

Presently Tommie found his own 
voice and said timidly: “Good eve- 
ning, Mr. Shoe. Did you wish to 
talk to me?” 

“Indeed I do wish to talk to you.” 
The shoe seemed to be quite upset 
and angry. “People who say that 
I can’t talk don’t know much. I can, 
too. I can talk!” The little voice 
now arose almost to a scream. 

“Well, go ahead and talk,” said 
Tommie, willing to do anything to 
quiet the angry little shoe. 

“Well, it makes me angry to hear 
people say I can’t talk.” The shoe 
was still angry, but the voice was 
not quite so shrill and squeaky. “I 
can talk and I can tell you some- 


thing you don’t know, too. I am 
quite a person, I tell you. I come 
from all over the world. I come 


from almost every country in the 
world. I come from India, and 
Spain, and Ireland, and South 
America, and Java, and all sorts of 
places.” 

Tommie had heard his mother 
reading about those countries to 
his older brothers and sisters and 
once his Uncle Tom, for whom he 


was named, had been to India. He 
was much interested in what the 
shoe had said. He wanted to know 
more about the countries this shoe 
came from. 

“Oh, please tell me about India,” 
he pleaded. “And about Ireland, 
and Java. Our Mary comes from 
Ireland and I want to know all 
about the fairies. Did you ever see 
a fairy?” 

“One thing at a time,” said the 
shoe with dignity. “I can’t talk 
about a lot of things at once. If 
you will be a good boy I will tell 
you about my soles. They came 
from South America.” 

“My soles came from South 
America,” the shoe repeated sol- 
emnly. “They used to be hides on 
the back of a great big animal 
called a steer. The steer lived on 
the Pampas.” 

“What are Pampas?” interrupted 
Tommie. 

“Ask your mother,” said the 
shoe. “I can’t be bothered with 
geography. These soles were once 
hides on the back of an animal 
called a steer. Every time you in- 
terrupt me I have to repeat in order 
to get my tongue straight. If you 
interrupt again I will not talk.” 

Tommie promised that he would 
be silent. So the shoe went on. 

“Then the hide was made into 
sole leather in America. And then 
a man took a big, big knife and 
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cut them up into pieces and made 
soles out of them. They are tough 
and strong. They have to be for 
bad little boys scuff them and kick 
them against everything.” The 
shoe looked at Tommie with all its 
eyes. “Bad little boys abuse shoes 
horribly,” it went on. 

“Tell me about how the man cut 
the sole leather,” cried Tommie, but 
the shoe drew its tongue down in- 
side itself and would not reply. 
Now it was angry and would not 
talk any more, thought Tommie. Too 
bad he had forgotten and inter- 
rupted. 

A faint little voice, squeaky and 
far off, down at the foot of the bed, 
on the floor, said: “If-you are a 
good boy, and don’t abuse me to- 
morrow, maybe I will tell you to- 
morrow night.” 

And next thing it was morning. 


Story No. 2—Rubber Heels. 


HEN Tommie’s mother helped 

him to get undressed she no- 
ticed the little shoe with its poor little 
tongue all torn. She said: “I shall 
have to mend this shoe, Tommie. 
How can you be so bad to your 
shoes? Now, hop into bed and I 
will take this shoe down stairs and 









For daintiness in footwear noth- 
ing can compare with the first foot- 
coverings. Tell the world precisely 
that, and of the gift possibilities in 
beautiful silk, wool and fur bootees 
and soft soles. 

Here is an old stunt that has 
held good for many years. Give 


sew up the torn place in its 
tongue.” 

Tommie felt pretty badly about 
it and when his mother ‘turned off 
the light he lay for a long time 
thinking. He was a bad little boy 
but he was going to be good after 
this. 

A thump and a squeak and the 
first shoe was sitting on the foot 
of the bed at Tommie’s feet. 

“While your mother is mending 
my brother’s tongue I’ll tell you 
about my heel,” it said. “But, 
first, did you ask your mother about 
Para?” 

“Yes, and it’s in a far off place 
down in South America,” answered 
Tommie. “Mother says it is ever 
so many thousands of miles away.” 


“Didn’t I tell you my heel was a 
great traveler? Well, my heel was 
once the sap in a tree. A rubber 
tree. A man came and made a cut 
in the side of the tree. The sap 
ran out into a bucket. Then the man 
took it and cooked it over a fire. 
The sap got thick like candy when 
you cook it. Then the man put a 
stick into the thick mass and rolled 
and rolled it up and made a big 
ball. Then he took the ball, like a 


rubber ball, Tommie, and carried 


Gift Shoes 


Watch 
Write the 
fond parents and offer them a pair 
of little shoes for that wonderful 
child and see how they will love 
you. Then when those shoes are 


baby its first pair of shoes. 
the notices of births. 
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it to a big, big boat. It was put 
down in the boat and rode away off 
to the United States. It was sent 
to a rubber factory and made into 
a heel. I can’t tell you much about 
that. It was cut out like the sole 
was and put in a very hot place. 
When it was baked a long time it 
was called a rubber heel.” 

“Why do heels have to be rub- 
ber?” asked Tommie. 

“They don’t have to be. Some 
heels are made of leather, just like 
my soles, but heels of rubber are 
better for boys. They don’t scar 
mother’s floors and.make a racket 
when boys run and stamp.” The 
shoe was growing tired. Its eyes 
were winking and blinking. 

“Heels are funny, Tommie. Your 
first pair of shoes, my tiny little 
brother, did not have any heels. 
You were just learning to walk. 
Then, when you could walk, the 
shoe man said you could wear 
spring heels. That means a little 
heel like a wedge. Then you got me 
and I have rubber heels, my 
brother and me. But, you must get 


to sleep.” 
Thump! And the shoe was on 
the floor. Morning came before 


Tommie was sure whether he was 
awake or not. 


The complete set of stories, eight in 
number, with the complete shoes—we 
have told only one here and there to 
show you the style. If you want them 
all, write the Editor 


about worn out suggest to the 
mother that she have them gilded 
and so preserved as a_ keepsake. 
It will work out that you will have 
the trade of that mother and her 
child as long as you deserve it. 
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Party Footwear Must 
Have Style All 
the While 
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ROWING girls want we 
lop-sided patterns . 

and all of the new features O 

of adult footwear. Boys ‘* 
are calling for “doggy” fe) 
footwear in the new blond 

calf leathers. Hosiery must 

be in same class as shoes. 
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A New Department 
in Every Smart 




















» 
FTEN growing girls’ 
e O lasts are bought by 
O grown-up ladies—as a re- — 
Ad sult the gore adjustment 
O step-in has become a major 
oo feature of growing girls’ 
. footwear in parchment and 
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Best & Co. 


Fifth Awenae at 35th St.—N.Y 
Pow Pain Beach anol 


EASTER 
FOOTWEAR 
For YOUNG 


Climbin® Up the Ladder 
To and Womanhood, 


AND every step ot 

the way. eir 
Shoes” are a matter of 
pride—as wellasa 
real responsibility—to 
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modish shoe tor girls'made of ‘soft, 
pliable, grain leather sturdily built.to , 
wedr_and wear, that’s. Rambler.” ” 


I@has therfamous’ Plastic features which 
will bless your child.with normal, healthy, ® 
feet in later life. 

At $5.50; in sizes"1's!;to"2;and $6.50, in 
sizes 24 to 8, our profit in “Rambler” d 
must come from the new. friends it_ makes i 
t for.our.Children’s Shop. ; 


Stockings illustrated abrvtare anew 
‘smpertation of finest soft cotton in as- 
‘sorted colors iwith wide range of fancy 
tops. Sizes 6 10%... splendid value 
‘at 85 coms. 
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dren’s advertising two things are 

noted. First, the absence of 
“nursery stuff” written by over- 
enthusiastic copy writers, and second, 
a real, sound attempt to catch the 
eye and interest of children them- 
selves through the medium of the 
gift. 

From eight years on a lively in- 
terest in matters of adornment 
seems to be one of the attributes of 
girls. In boys a general inquisitive- 
ness is apparent, and the merchants 
to a great extent are beginning to 
capitalize on this. 

Yes, reading is one of the best 
things youth does. Dime novel sales 


[: a country-wide survey of chil- 


of years gone by testify to the fact 
that this is nothing new. Perhaps 
with the decline in their sale the 
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reading is being done in the 
newspapers. : 

There’s a thought in that. 

One merchant offers pencil 
boxes, another writing paper pads, 
still another features the X-ray ma- 
chine with the child looking into it 
at his own feet. | 

Size of Advertisements—The size 
of individual ads is on the increase. 
A good average size is about two 
columns by seven inches deep. 

It takes on an average of 100 
words to explain the importance of 
fitting children’s feet correctly and 
the length to which the store goes 
in caring for the natural, healthful 
growth of young feet. There is 
nothing spectacular about the sale 
of children’s shoes, and merchants 
realizing this devote their minds to 
the steady constructive side of the 
business of fitting correctly and fur- 
nishing pleasing and stylish pat- 
terns. 


_ Advertising 
w,— to Children 


Results of a Study of What 
Merchants Are Doing to 


Interest Children 


What merchants say in their ad- 
vertising: 

Hammel’s says: “Come in and have 
our foot specialist examine their 
feet, have them fitted properly with 
proper’ shoes.” 

The Brunson’ Bootery says: 
“Priced so you'll find them a marked 
economy.” 

F. E. Ballou Co. says: “For the 
young folks, the kind that look, fit 
and wear.” 

The Blyn Shoe says: “You can’t 
prevent an active youngster from 
running and romping—from kicking 
and scuffing. But you can put a shoe 
on his foot that is a bit easier on 
your purse.” 

Dalsimer says: “Smart fall styles 
for big boys.” 

Kratt Bros. says: “Little men and 
big. Every little man likes to con- 
sider himself ‘big’—in fact, thinks 
he is.” 


Beamans Cash 


says: “Where 
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Rings Loud.” 

Phelan’s says: “Fifty years of 
Fair Dealing.” 

Grossman’s says: “Competent 
salespeople insure perfect fit.” 

Kinney Shoes says: “Easy to wear 
but hard to wear out.” 

Monroe Boot Shop says: “Courtesy 
is our policy always.” 


ORWOOD SHOE SHOP says: 
“Boys’ and girls’ sturdy and 
dressy footwear.” 

Kepler’s Shoe Store says: “Made 
in the latest styles and of tough 
wearing leathers that will please the 
youngsters as well as the parents.” 

Hubert’s says: “If they come from 
Hubert’s they’re good.” - 

Fyfe’s says: “For more than half 
a century Fyfe’s has been fitting 
shoes to the young daughters of De- 
troit’s best families.” 

Hallahan’s says: “There isn’t a 
detail in which the foot health of 
the child who wears them hasn’t 
been given the most thorough con- 
sideration.” 

Modern Shoe Store says: “Our 
goal is always to give complete satis- 
faction and superlative value.” 

Tom Murray’s Shoes, Inc., says: 
“The foot of the head of the class— 
wears Murray’s.” 

Lyon’s Shoe Store says: “Where 
quality is higher than the price.” 

Cummins & Frawley says ::The 
home of cheerful service.” 


Royer’s says: “The better shoes 
and hosiery, too.” 

Frank Brothers says: “Safeguard 
the growing feet by giving them re- 
liable shoes.” ' 

Hahn’s of Baltimore, Md., place 
emphasis on the plan of giving pencil 
boxes to children. At the top of ad 
the roving eye attracted by illustra- 
tion of children hits an impelling 
thought in the line “Pencil Boxes 
Free with Each Purchase.” 

Wm. Eastwood & Son Co. of 
Rochester take the center of their 
ad for a special display without 
weakening the rest. Ingenious use 
of space is important. 

Dobson-Sills of Greensboro, N. C., 
offer free pencil and tablets for the 
youngsters’ eye. Tempus fugit! 
Proper consideration of the child’s 
mind is the development of a busi- 
ness. 


CHIRO’S of New Orleans offers 

a souvenir with every shoe pur- 
chase in the children’s department. 
That is the type of child-interest that 
is becoming more apparent in chil- 
dren’s advertising. A “first step” 
in the right direction. 

Dalsimer of Philadelphia show 
their X-ray machine with a child 
looking into it. The psychology of 
imagining one’s self in a similar 
situation is drawn upon to offer a 
stimulant to the child’s emotions. 

Abbott’s of Passaic, N. J., in a 
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movie thriller. In the form of a 
movie reel, a complete story of the 
effect of shoes on the growing foot. 
A convincing way of demonstrating 
an idea. 


James M. Beck Is Dead 


BostoN—James M. Beck of New- 
ton Highlands, Mass., treasurer and 
director of the Kistler Leather Co., 
this city, died suddenly from heart 
trouble on March 23 at his place of 
business, 319-321 A Street. 

Mr. Beck had been associated 
with the Kistler organization for the 
past 45 years. He had been located 
principally in Boston for the past 
35 years. 

He was a member of many Ma- 
sonic bodies, the Chamber of Com- 
merce, Boston City Club, and a di- 
rector of the Newton South Co- 
Operative Bank and other organiza- 
tions. 

He is survived by his widow, a 
daughter, a son, Edwin Floyd Beck 
of Needham, assistant treasurer of 
the Kistler Leather Co., two broth- 
ers and a sister. 


Harrison Shoe Co. Moves 


BosTton.—The Harrison Shoe Co., 
who have been located in the Albany 
Building, for 20 years, has moved its 
Boston office to the Brilliant Build- 
ing, Room 808, 186 Lincoln Street. 








the following mixture: 


3 tablespoons pure olive oil 


HE best, most economical and safest way 
to clean satin shoes made from satins is 


1 quart high grade benzine or similar cleaner 


How to Clean Satin Shoes 


By E. ©. Garbe, J. Einstein, Inc., N. Y. 


and weaken it. 


Do not use wire brushes; they cut face of satin 


Do not use art gum, as it rubs off face of satin 
and puts an artificial sheen on it. 
The majority of prepared cleaners contain car- 









To this can be added with safety one tablespoon 
liquid ammonia, to produce a more intense cleaner. 
For shoes made from colored satin, cut down olive 
oil to one-half tablespoon. Other ingredients as 
stated. Shake this cleanser before using, as am- 
monia settles to bottom. 

This cleaner can be prepared by yourself. 
Brush satins with medium soft bristle brush, 
then rub with clean rag moistened with above 
cleaner; rub hard if necessary. Start cleaning at 
quarter. This will bring out depth of black and 
luster that is in satin. Rubbing satin with dry 
woolen rag after benzine has evaporated, which it 
does very quickly, will increase luster. Rub with, 
not against satin. 





bon tetrachloride. This ingredient can become 
dangerous unless acid -intensity is kept very low. 
Carbon tetrachloride affects rubber compound 
used in backing much quicker than benzine and 
olive oil. The olive oil prevents benzine from 
affecting to any pérceptible extent rubber com- 
pound composed of the proper ingredients. 
Caution against using cleaners containing carbon 
tetrachloride. 

Cleaners containing black dye do not clean; 
they merely cover dirt and grime. Although 
benzine evaporates very quickly, enough of the 
olive oil remains to impregnate the yarn and re- 
tard the action of injurious cleaners which may 
be applied later. 
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Se. of Adult Sizes 


On the Borderline 























EPTILE leathers are 
bone 7 ee 
lar in this upper-juvenile 
range of sizes as trimmings 
and in all-over patterns. 
Crepe soles will be a major 
issue in advance season 
juvenile footwear. 
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boom started with girls 
demanding boys’ footwear 
—now with pump fitting 
backs and boy measurement 
fronts a new cycle of style 
approaches. More perfora- 
tion and pinking on boys’ 

shoes. 


HE “Collegiate” shoe 


Style and Color Become 
of Major Importance ,@ 
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THE INQUIRY 


I am thinking of buying the store of which I have been manager for five 
years. 





THE ANSWER 


NE of the first questions to 
(jeri is whether the city 

and the surrounding territory 
will provide the patronage that will 
furnish a satisfactory volume of 
business to a shoe merchant who 
conducts the kind of shoe store the 
people like, and supplies them with 
the sort of shoes and store service 
that satisfies them. 

There seems to be no doubt, in 
your case, that your trading aréa 
offers every opportunity for success 
to a capable shoe merchant. Your 
city is not large, but it stands in the 
midst of a not inconsiderable terri- 
tory whose population provides 
enough prospective, or at least pos- 
sible customers, to. give you the 
chance to build up a nice business. 
Your section of country is notably 
prosperous. No one who travels 
through your district can fail to be 
impressed with the signs of pros- 
perity evident in nearly every com- 
munity for many miles on all sides 
of you. That most of these com- 
munities within a radius of twenty 
or thirty miles are rather small, is 
a good reason to expect that you can 
succeed in drawing much of their 
trade to your store if you go about 
it in the right way. It appears that 
you may well regard this sizable 
area surrounding your town as your 
special stamping ground that would 
offer a worth-while opportunity to 
any up-to-date shoe merchant. 

A second consideration that justi- 
fies thought is the question of the 
present or possible competition in 
the territory which you propose to 
cultivate to yield the desired volume 
of business for your store. 

In regard to this, also, you find 
yourself in a fortunate position, 
with nothing formidable to expect 
from local competitors. It is quite 
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TELL- U-HOW== 


A new Boot and Shoe Recorder depart- 
ment in which will be found the solu- 
tion of merchandising problems sub- 
mitted by merchants to O. K. Johnson, 
Associate Editor of Merchandising Prac- 


tice 


natural, of course, to expect that 
your type of territory will give 
quite a bit of business to the big 
mail-order houses. But the mail- 
order house is not a serious compet- 
itor to fear, if you are disposed to 
meet this sort of competition in a 
reasonable way. The fact that this 
competition does exist, in a degree, 
may somewhat modify your mer- 
chandising and advertising policy. 

Now you can turn your thoughts 
to the inside of the business and try 
to discover exactly what the situa- 
tion is in your store. 

The fact that so few records have 
been kept, and especially the fact 
that you have no available inventory 
figures that mean anything, make it 
impossible to do. much more than 
surmise and do a little estimating, 
so far as this Department of Mer- 
chandising Practice is concerned. 


HESE facts appear to be fixed, 
though rather approximately, it 
is true: 

Your merchandise in stock on 
January first, at cost, was about 
$11,634. This figure appears by 
subtracting from your total assets 
of that date the items of fixtures, 
cash and accounts receivable. 

Your sales at retail price were 
about $18,250. What the value of 
sales at cost may have been it is 
difficult to tell. But if the mark-up 
has been about 33 1-3 per cent, as is 
rather indicated by the figures of 
certain recent purchases which you 
have made, it is probable that your 
sales amount to about $12,170 at 
cost. 

It is only possible to assume that 
your stock on the first of January 
may represent about your average 
inventory during the year 1925. 

Think for a moment of the ques- 
tion of turnover. If your average 
inventory was $11,634, and your 
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What advice and counsel can you offer?—From a Michigan Store. 








sales $12,170, then your turnover for 
the year was only a tiny fraction 
more than one. 


OME comment on this is neces- 
S sary.. The first thing to say is 
that the stock-turn is too low. A 
stock-turn of one never gets a store 
anything or anywhere. It is a fairly 
safe supposition that, if your store 
maintained adequate stock and ac- 
counting records, you would discover 
that the business, on a turnover of 
one, was actually done at a net loss. 
In fact, if the experiences of other 
stores mean anything, you may 
accept it as a fact that, until the 
turnover is brought up to about 1%, 
there is no net profit at all. And 
no shoe merchant should be satisfied 
until his turnover has gone above 2. 
That is when he begins to make 
some real profit. 

A practical deduction from your 
turnover figure is that your stock is 
much too large for the volume of 
business your store does. It seems 
probable that if you would reduce 
the amount of stock by some three 
or four thousand dollars’ worth, at 
cost, making your inventory about 
$8,000, you would have got it 
about right. The way to do this is 
to close out as soon as you can all 
old and undesirable stock and 
broken lots, greatly reduce the num- 
ber of styles you carry, curtail buy- 
ing as much as possible for a while, 
and then place in force a rigid 
schedule for buying that will keep 
your stock in all departments within 
certain standard limits. 

The lack of stock records must 
make you feel that the question of 
the value of the stock is a difficult 
problem. Of course you will want to 
make very certain about this, and you 
will want to give yourself every pos- 
sible opportunity to decide upon a 
basis of facts. See if the following 
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suggestion has any merit in your 
case. 

Take a complete physical inventory 
of all stock on hand. 

Get a number of sheets of foolscap 
paper and staple them together in 
lots of several sheets each, one lot 
each for men’s shoes, women’s shoes, 
misses and children’s shoes, boys’ 
and youths’ shoes, rubbers, tennis 
goods, hosiery and findings, and any 
other groups of merchandise which 
you carry. 


RAW enough additional lines to 
make eight columns. Mark at 
the top of these columns, beginning 
at the left side, the following head- 
ings: Stock number, number of pairs, 
description, date purchased, cost, 
present retail price, new retail price 
and new cost. 

Begin at the end of your store 
and go completely through your 
stock, making a record of every pair 
of shoes in your store. First make 
a record of the stock number and 
the number of pairs of each style 
as you come to it, and enter the cost 
in the proper column, getting your 
cost figure in each instance from 
your mark on the carton. Write out 
a description that will identify the 
type or style. Fill in your regular 
retail price in column six. If you 
know when a shoe was purchased, or 
can tell from your file of invoices, 
record the fact in column four. 

There is every reason to suppose 
that more or less_ considerable 
accumulations of stock, some of it 
getting old, are to be found in your 
store. It is difficult to imagine 
otherwise, in view of the fact that 
your store has kept no system of 
records which would regularly bring 
to your attention the fact of such 
accumulations of stock as they lin- 
gered on your shelves. For this rea- 
son, columns seven and eight are pro- 
vided. As you look at each stock 
number, consider its age, condition, 
appearance and its style value in the 
light of the fashions of.the spring 
of 1926, and then mark down in 
column seven the price at which you 
think you can sell out the stock read- 
ily. Be sure to make this price low 
enough so that you are convinced the 
customers in your store will look 
upon this item as a good value and 
a desirable purchase. Remember, 
each of the items in stock is not 
worth a cent on the shelves and is 
not going to be worth a cent to you 
until it is sold. Column seven rec- 
ords the price at which you feel sure 
you can sell it. 


Now, for column eight. Enter in 


this column a sum approximately 


equal to 65 per cent of the new re- 
tail price appearing in column seven. 
For if you are going to sell an item 
at the price appearing in column 
seven, and if you want to make a 
profit on the goods you sell, you see 
that you cannot afford to pay for any 
particular item of accumulated stock 
more than the figure that appears in 
column eight. In other words, if you 
are going to reduce the retail price 
in order to clear out accumulated 
stock, you will have to reduce the 
cost in proportion if you are to make 
any profit on selling. 

It is probable that you will want 
to make such reductions in retail 
price and in cost, in all cases where 
shoes have been in stock for six 
months or longer. Indeed, you are 
likely to find some instances of stock 
that has already depreciated some- 
what in value although bought less 
than six months ago. But where 
stock is new and fresh and undepre- 
ciated in value, you will probably 
want to enter the original retail price 
and the original cost in the respec- 
tive columns for new retail price and 
new cost. 

Now, then, add up columns seven 
and eight. Strike a total by depart- 
ments. Then draw off a summary, 
on a separate sheet, in which you 
enter these totals by departments, 
and add them for a grand total in 
each of the two columns. These final 
figures in column eight will repre- 
sent what you think you can afford 
to pay for the merchandise stock, 
and the figures in column seven will 
tell you the amount you will have to 
get for all this merchandise when 
you sell it, if you want to get out 
of the business enough money to pay 
for merchandise and for all expenses 
and give you a reasonable net profit. 

It will occur, to you to consider 
other matters in your effort to reach 
a conclusion as to the price you can 
afford to pay for the business. Take 
the item of fixtures. You have an 
entry of $500 for this item in your 
statement of Jan. 1. Does this fig- 
ure represent what was paid for the 
fixtures or what you think they are 
worth today? Were they bought five 
years ago, or longer? You want to 
be sure to write off an amount of 
annual depreciation on fixtures so 
that you will not pay more than they 
are worth. In the case of fixtures, 
depreciation is often rapid. Certain- 
ly their value has entirely disap- 
peared in a ten-year period, and that 
means 10 per cent depreciation an- 
nually. If they have been in use for 
five years, their value is not over 50 
per cent of their original cost. If 
they have been in use for ten years, 
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their value is no more than nominal. 
For the sake of keeping a store up 
to date and making the proper im- 
pression on the people who come into 
the store, fixtures should usually be 
replaced every ten years, if not 
oftener. 

Consider, also, the question of ac- 
counts receivable. It is often the ex- 
perience that when a store changes 
proprietors some of the accounts re- 
ceivable are never collected. A reduc- 
tion to cover such probable losses 
should be made, as well as a reduc- 
tion to cover the investment of in- 
terest on capital tied up in outstand- 
ing accounts. 


THER factors entering into this 

question of how much to pay for 

this business when you buy it do not 

appear in any of the figures which 

you have submitted for examination 
by this department, 

There is one problem of store 
management that you must not over- 
look. It is extremely important. It 
is imperative that your store have a 
system of stock and sales records. 
Without it any shoe merchant is 
sailing an almost uncharted sea, 
where he is likely at any moment to 
strike unexpectedly upon hidden 
rocks. Many stores fail and many 
others do an insignificant amount of 
business, because the proprietors 
have no records which keep them 
posted as to just where they stand, 
and, therefore, difficulties spring 
upon them unawares or disaster 
overtakes them. On the other hand, 
you will agree that no harm ever 
came to the proprietor of a business 
because he knew too much about his 
business. 

Every shoe merchant doing as 
much as eight or ten thousand dol- 
lars’ worth of business really needs 
to have a system of records covering 
the following details: 

1. Sales Ticket, providing the orig- 
inal record of each transaction, giv- 
ing certain information such as the 
stock number, size, width and price 
of every pair sold, the department 
in which the sale is made, date of 
sale, amount of money received if 
the customer pays cash, or an indi- 
cation of a C.O:D. or charge if the 
transaction is not for cash, and the 
name and address of a customer in 
the case of a C.O.D. or charge trans- 
action, or if the goods are paid for 
but are to be sent. An exchange or 
refund ticket is also required, to be 
used in recording the return of mer- 
chandise that has been sold for cash 
or sent out C.0.D., together with a 
Credit Slip or Ticket to be made out 
when goods that have been charged 


[CONTINUED ON PAGE 66] 
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Jumping After Juvenile Trade 










Here are two views of the 
Ruby Shoe Shop for Juveniles in 
the Women’s City Club Building, 
Detroit. The shelves form a vil- 
lage street, the gables and chim- 
neys adding to the illusion. 











Park Avenue, in the Women’s 
City Club Building, Detroit, Mich., 
is unique in many ways. It is the 
only exclusive shoe store in the city 
catering entirely to juvenile trade. 
Its interior appearance is different 
to that of any other shoe store in 
the world. 

The Shop for Juveniles is the out- 
come of the original juvenile shoe 
department in the main store at 
1529 Washington Boulevard, and the 
efforts of Clyde E. Hornung, who 
has the new shop in charge. Mr. 
Hornung’s experience dates back a 
quarter of a century and his hobby 
has always been correct fitting of 
children’s footwear. His first con- 
nection with the shoe trade was in 
the children’s shoe department and 
he has stuck to the juveniles ever 
since, for the past five years having 
charge of the Alfred J. Ruby, Inc., 
juvenile department. 

A large business in juvenile foot- 
wear has been built up on the 


HE Ruby Shoe Shop for Juve- 
niles recently opened at 2114 


Ruby’s 
Foot Muscle Developer shoe for in- 
fants learning to walk is one of the 
specialties developed by Mr. Hor- 
nung, having flexible soles with 
proper toe room and ankle support. 


proper fitting of shoes. 


For larger children combination 
lasts are featured strongly. 
Following the policy of the orig- 
inal Ruby establishment, only high 
grade lines are carried in stock. 
The clientele of the store is to be 
found among the better classes and 
it is not an unusual thing to have 
whole families of children fitted 
with footwear at the same time. 
Everything in footwear that is de- 
manded by these wealthy customers 


Ruby of 
Detroit Has 
New Store 
Catering to 

the Children 


Exclusively 





is to be found, even to riding boots 
and sports footwear. Among the 
latter were seen carmel pony ox- 
fords with lizard trim, white buck 
with alligator trim, and _ similar 
combinations. 

The photographs accompanying 
this description do not do justice to 
the brilliant coloring of the novel 
features of this store, as these can- 
not be reproduced in black and 
white. The store plan is similar to 
other shoe stores in the seating ar- 
rangement, beautiful upholstered 
seats running the length of the 
store, the usual type of fitting stool 
being in use. 

The design of the interior is orig- 
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inal with Alfred J. Ruby and repre- 
sents a court with buildings on all 
sides. The tops of the shelving are 
sloping roofs, with the cartons on 
the shelving representing the sides 
of the buildings. Here and there in 
these sides show cases are placed, 
representing windows in the walls. 
On one side a huge stone chimney is 
represented and hides an unsightly 
column in the store. Behind the 
shelving at this side, with entrance 
at either side of the chimney, is the 
stock room and offices. 

The roofs are all gaily shingled 
and painted orange, black and green, 
and are broken with gable windows, 
dormer windows, towers, minarets, 
steeples, weather vanes and chim- 
neys. A black cat is posed against 
a full moon at one point, owls sit on 


a weather vane at another, and over 
the entrance to the store a Dutch 
windmill with its sweeping arms 
going round affords interest to the 
juvenile customers. A church bell 
chimes out occasionally to attract 
the attention of the youngsters. 


LTOGETHER the interior of this 
new juvenile store is one that 
will delight the eye of the youngsters 
as well as ‘please the artistic tastes of 
the parents. The shelving and fix- 
tures are finished in gray, with 
Dutch blue trimmings, this being 
further adorned with orange strip- 
ing. The settees and fitting stools 
are upholstered in blue plush. The 
floor is covered with a green carpet 
having a design in black. The ceil- 
ing is finished in blue and is studded 
with bright gold stars. 


Keeping Faith With 


advertise our children’s departments 
in any other way, except in the case 
of a big special sale, or something 
of a similar nature. 


66 HIS cost, considered as adver- 

tising, is not exorbitant by any 
means, and as a method of holding 
the loyalty of thousands of youngs- 
ters, it is more effective than all the 
advertising imaginable. 

“Just to show you the pains I have 
gone to, at times, to choose premiums 
which would interest the children 
keenly, I will relate the ‘episode of 
the roller skates,’ which came almost 
upsetting the market in these things. 

“Some years ago, when the roller- 
skate craze first hit the youngsters 
of Kansas City, and the kids were 
utilizing the sidewalks, streets, and 
even the drawing room floors for the 
carrying on of their newly discovered 
form of sport, I came to the conclu- 
sion that a pair of roller skates 
would be a fine premium for the 
youngsters, and would make them 
remember our store for years to 
come. 

“And yet, obviously, it would be 
impossible to give a pair of roller 
skates in lieu of a five-cent premium, 
because of their cost. However, at’ 
last I connected up with a dealer 
who offered to sell me roller skates, 
in large quantities, at 21 cents per 
pair. Of course, I did not intend to 
give a pair outright with every 
pair of children’s shoes sold, but 
arranged to give a ticket with each 
pair of shoes, which ticket could be 


[CONTINUED FROM PAGE 51] - 


presented at a certain department of 
our store, with 15 cents in cash, and 
the youngster could go home, not 
only with the new shoes, but with a 
fine pair of roller skates, which had 
cost him only 15 cents. Thus we 
took the loss of six cents on each 
pair, charged it up to advertising, 
made business for ourselves, and 
created amusement, lasting amuse- 
ment, for the child. 

“I ordered 1000 pairs of roller 
skates the first crack out of the box, 
to the amazement of the dealer, but 
when my total of orders for a very 
limited period had mounted to 
10,000 pairs, I expect he was sorry 
he had not asked me thirty or forty 
cents a pair, instead of 21. At any 
rate. the idea was a crackerjack in 
its appeal to the youngsters, and 
in a short time ten thousand of them 
were cutting capers on the side- 
walks, having a high old time, and 
thinking kindly thoughts of the 
Robinson Shoe Store, which was 
exactly what we desired. 


“ OST of the employees are 
women, for the simple rea- 
son that women are fitted tempera- 
mentally to deal with small children, 
since every good woman is a mother 
at heart and understands children 
reasonably well. Then she is spe- 
cially trained to understand her 
work, to fit shoes scientifically. 
“When not engaged in fitting 


shoes, these girl employees watch 
over the youngsters who are engaged 
in having a high old time in the play 
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Show cases are used in place of 
the usual window fittings. The 
front of the store is in one continu- 
ous line without vestible entrance. 
The cases are of the all-glass variety 
except that the tops, being above 
eye level, are heavily ornamented to 
give them a pleasing finish. Glass 
shelves in these cases afford ample 
display space and do not obstruct 
the light to any extent. There is an 
added benefit from the fact that the 
display can be seen by the customer 
from the interior of the store as 
well as from outside. 

There is an entrance from the 
club building corridors as well as 
from the street and this is found to 
be of considerable value, as women 
attending the various club functions 
find it convenient to shop for the 
children in the same building. 


Children 


department, and act as nurses or 
supervisors, keeping the youngsters 
in good humor, directing their play, 
and maintaining the spirit of 
harmony. 


‘‘T OR the special benefit of the 

South Side youngsters, we es- 
tablished a suburban store at the 
Country Club Plaza—if the young- 
sters in the exclusive residence sec- 
tions couldn’t always conveniently 
come to us, we could go to them— 
and we did go to them. 

“The fact that we were getting 
lots of business from the Kansas side 
—Kansas City, Kansas, a town of 
over 100,000 population—induced us 
to establish our store over there. 

“The only store out of our four 
without a children’s play room is the 
one in St. Joseph, Mo. 

“It sounds almost like a fairy 
story, this true narrative of the de- 
velopment of a million dollar busi- 
ness, in twenty-five years, from the 
development, mainly, of a _ single 
idea, that of giving adequate service 
to thousands of children, in the main 
neglected heretofore. Read_ the 
‘motto’ which is displayed in our 
children’s departments—that’s half 
the story. 

“We hereby convey all rights, 
privileges and playthings to 
the well-beloved children of 
Kansas City, to have and to 
hold until they are big enough 
to buy shoes on the main floor 
and bring their children up- 
stairs.” 
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[CONTINUED FROM PAGE 63] 


are returned. These tickets consti- 
tute a complete record of transac- 
tions with customers. 

2. Order Book, in which are filed 
duplicates of all orders given to the 
factories, with complete information 
about every purchase. 

8. Record of incoming shipments, 
in which book are entered the rec- 
ords of all shipments arriving in the 
store. Details 2 and 3, with the in- 
voice file, give a complete record of 
merchandise transactions with the 
houses from which you buy your 
shoes. 

4. Stock Record, preferably a per- 
petual inventory, but at least a rec- 
ord which gives monthly summaries 
of the facts about merchandise in 
stock, received from factory, on or- 
der, sold, etc. 

5. Record of the daily sales of 
each stock number by pairs, sum- 
marizing the history of the day’s 
business as told by the sales tickets. 

6. Monthly record of stock and 
sales summarizing the history of 
each stock number month by month 
and season by season. 

Other things are implied in this 
system, such as the departmentizing 
of your business and the adoption of 


a scheme of stock numbering. But 
all these details of system are neces- 
sary to the man who wants to have 
an accurate knowledge of his busi- 
ness at all times and who feels that 
he must have it under genuine con- 
trol. Other items of system are not 
so essential, but are very desirable; 
such as a record of daily and month- 
ly sales by prices and by sizes. 

As you read this, it all sounds like 
a much more formidable sort of sys- 
tem than it really is. It is the acme 
of simplicity. It will not work it- 
self, of course; it does take regular 
attention and care. But it is so sim- 
ple that, in a business like yours, it 
is probable that almost any high 
school boy or girl could do all the 
necessary work to keep the system 
down to date, by devoting one or two 
evenings a week to it. And you could 
probably get this sort of work done 
in this way at a cost of perhaps 50 
cents an hour. Even if done in the 
store, the cost would be very mod- 
erate. And nothing you could buy 
or do, no investment you could make 
for any other purpose, would be so 
profitable and so effective in helping 
to make your business successful 
and expanding. 





Yes, We Are Collegiate 
[CONTINUED FROM PAGE 43] 


ostrich skin; there are wing tips and 
saddles—oh, such “doggy” trims. 
There is calf in the new sauterne 
and bois de rose shades, with its 
“snap” interpreted in an alligator 
trim; the white buck, and calf 
models are “doggified” with light 
shades of tan calf or kid, or patent 
leather. The cobra, the water snake 
and other reptile skins combine 
cleverly with plain leathers to give 
just the right degree of “boy” 
smartness to the new shoes for the 
flapper’s feet. 

The retail shoe merchant who does 
not present a few of these new 
“boys-shoes-for-girls” lasts and pat- 
terns is missing a “good bet” sales- 
wise. But, if perchance before your 
new arrivals on this number have 
come in, you should happen to hear 
a sweet voice say “Have you the 
C’llege?” or a similar request, just 
“trot out” your regulation boys’ 
shoes and watch her give ’em “the 
approving once over.” 





Congratulations, Lee! 





Lee Langston 


From cowboy to president is the 
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ly known through his activities in 
retail association development. 

High honor has come to Lee. He 
started in with the Beacon Shoe 
Company as store manager at Fort 
Worth, fifteen years ago and has 
been climbing the ladder ever since. 
The past year he was general store 
manager of the Beacon Shoe Com- 
pany. 

On March 25 he was elected to 
the directorship and the presidency 
of the Beacon Shoe Company of 
Manchester, N. H. He has shown 
an exceptional increase in volume 
every month over the correspond- 
ing month of the previous year 
without exception for a period of 
fifteen months. His keen business 
judgment and loyalty to the organi- 
zation has given him this place on 
the top of the ladder. He is now 
looking for further locations to in- 
crease the number of stores. 

At this same meeting of the di- 
rectors of the Beacon Shoe Com- 
pany E. A. Straw was elected to 
directorship and secretary of the 
company. Hovey E. Slayton of 
Manchester, N. H., is treasurer. 


Credit. Managers Strong for 
No Compromises 


BostoN—The Credit Managers’ 
Council met last week and de- 
clared most emphatically against 
the compromise policy. There was 
a large attendance. In the absence 
of Chairman Charles Bourget, Vice- 
Chairman W. A. Weeks presided. 
Thomas F. Anderson, secretary, 
made a report, of which the high 
light was the action taken at the 
recent annual meeting of the New 
England Shoe Wholesalers’ Associa- 
tion, recommending to its members 
that they countenance no liquida- 
tion of indebtedness less than 100 
cents on the dollar, other than 
through bankruptcy, or through an 
assignment to a chosen representa- 
tive of the creditors, followed by 
a public sale of the assets. This 
was in accord with a similar reso- 
lution adopted by the National Boot 
and Shoe Manufacturers’ Associa- 
tion some time ago, which associa- 
tion, Secretary Anderson stated, had 
taken the initiative in this matter, 
and under its National Secretary—J. 
Dudley Smith, has given this move- 
ment a nation-wide impetus. 

Mr. Smith then told what his 
association has been doing along 


story we might tell of L. E. Langs- the non-compromise settlement pol- 
ton of Fort Worth, Texas, national- 


icy. 
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THE QUALITY SHOE MARKET OF AMERICA 


THE CAHILL SHOE CoO. THE ROTH SHOE MFG. CO. 
THE HOLTERS CoO. THE SHEIFFLE SHOE CoO. 


THE THE VAL DUTTENHOFER 
CHARLES MEIS SHOE Co. SONS Co. 


THE 
THE KRIPPENDORF-DITTMANN 
Co. 
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STANLEY DUTTENHOFER 
SHOE CoO. 
THE 


THE JULIAN & KOKENGE CoO. VOLLMAN-LAWRENCE CoO. 
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It’s the “Call Trade’’ Customer that gets the Best Service 
Are You One? 














You know that your “Call Trade” customers get the very best 
service that your store can offer. Their patronage is regular; 
the salesperson they call for is able to give them an exact fit 
in their favorite style; their credit is good—all in all, you spare 
no pains in making it well worth their while to trade with you. 
For theirs is the patronage that you most value. 











Be a “‘call trade’’ customer when you buy 











And in your own buying it is easy to be a “call customer” with 
all the advantages that go with the position. By concentrating 
| 44 your purchases among a few manufacturers—say, one for each 
| grade of shoe carried—you do a “call trade” with each one. It 

is just human nature to give better service to the man who orders 

in hundreds than to the man who orders in dozens. Getting 
4% shoes from many manufacturers and playing one salesman 
nf! against another may save a few nickels today. But it loses 
dollars tomorrow. For the man whose account means most to 
the manufacturer is the man who gets the most from him. Any 
manufacturer will do more to hold a steady $5,000 customer 
than he will to hold an occasional $500 customer. 
















More turnover; less leftover 






Then, too, concentrated buying means more turnover. You 
cannot stock a multitude of lines and expect them all to sell. 
There are always bound to be pattern duplications. What 

always happens when you have many different makes of shoes 

is that most of your sales are in a few makes and the rest have 

to be dumped overboard in a clearance, where you spend good 
i money advertising your mistakes. If you buy everybody’s shoes 
ae you will be left with somebody’s mistakes. Buying from a few 
manufacturers—and from manufacturers whose shoes you feel 
most certain will be salable—is a sure method of getting more 
turnover during the season and having less leftovers when the 
season ends. 



















Pick out a few and stick to them 





So pick out a few manufacturers and stick to them. 
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Use the “‘Five Cent Check’’ plan on your hosiery sales 


One of the largest retail shoe stores in the United States 
is using a novel and effective method of increasing 
hosiery sales through hosiery suggestions from shoe 
salespeople. This store formerly paid shoe salespeople 
monthly commissions on hosiery sold to customers 
whom the shoe salesperson brought to the hosiery de- 
partment. Now the store is using a variation of this 
idea and getting even better results. 


The present plan is the “five cent check” plan. For 
every customer whom the shoe salesperson brings to 
the hosiery counter, the shoe salesperson is given a five 
cent check, whether or not a hosiery sale is made. The 
advantage of this plan is that the salesperson takes no 
chances—his nickel is good for every customer instead 
of for every sale. In the second place, he has in his 
pocket concrete evidence of the fact that it pays him to 
sell hosiery—he does not wait until the end of the month 


for his reward. 


The store in question reports a noticeable increase in 
hosiery sales with the five cent check plan—so much so 
that the nickel “premium” is practically negligible. A 
good plan for this store—an equally good plan for you. 


Note: The writers of this series are not pulling merchandising suggestions 
out of the air. They are in close touch with one of the country’s four largest 
shoe stores, and what they say is based on the actual experience of this store 
which has generously offered to co-operate with them. In this series we 
shall try to give detailed, specific information about selling ideas and methods 
that have met the test of experience. 
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ATTRACTIVE? 


Just as a picture can be spoiled by an inexperienced artist, 
so can a stylish shoe be made unattractive by poor designing. 


“Cahill’s Catchy Creations’’ are carefully and artistically 
designed to appeal quickly to the dainty fancies so wonder- 
fully displayed in charming costumes as worn by stylish 


a women today. 
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A SPARKLING FRENCH TIE 
FOR LATE SPRINGTIME 


SALESMEN Shown in the latest shades of 
Kidskin, with delightful trim- 


ee ee 
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Hl 

H Tom CAHILL Rosert CAHILL 

Ai) i gua H. F. Stevenson mings. The lasts and heel are 
B. W. McKrown 9 PO canagga in perfect harmony with styles 
R. J. Patrick Suenee. Gates. of today. 


: Georce SCHUETTE 
CHARLEY AUER 


THE CAHILL SHOE CO. 


Designers CINCINNATI Makers 


Harry CaniLyi 
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DEPENDABLE 
| Styles 


KD, beautiful styles 
always made according to the highest 
standards of quality shoemaking carry a 
most satisfactory selling record with 
hundreds of merchants who are building 
a sound and substantial business. 


The Krippendorf-Dittmann Co. 





“The Teddie Tie” 


New and popular theo tie Cincinnati, Chio 

effect. Made - harmon- 

izing colors, or in patent " P 
and satin with contrasting Style Quality Service 
applique. 








“The Titian” 





“The Roma Tie” In white and popular 
In Patent Leather, cut- colors with harmonizing 
out vamp with ornamented trimming. Also in patent 
lace. Coral last, medium with contrasting applique 
heel. or imitation stitching. 


cers 
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15 STYLES ALWAYS 
IN STOCK 
Write for our “FOOT REST” 
catalog. A few exclusive 
agencies still open 





THE VOLLMAN, LAWRENCE CO. 
CINCINNATI! 


“FOOT REST SHOES” 


are America’s most 


STYLISH, CORRECTIVE, 
FEMININE FOOTWEAR ‘ 





FOOT REST 


The ALTHEA 


ec AFTER careful consideration and study “Foot 
Rest” Shoes were designed and built with a view to 
eliminate many of the undesirable features found in 


ordinary shoes. 


g The combination lasts are so constructed as to allow 
ample foot-spread, thus insuring the utmost comfort 





while either walking or resting. 


The LADY CONSTANCE 


q The heel seat is narrow enough to prevent slipping, 


Tue soft leather, combination removable assuring snug fitting, shapely ankles. 


“R L C” pad built in the shoe on top of the regu- 
lar arch, acts as an extra support for the longi- 
tudinal arch and gently massages the foot in the 
process of walking, thereby supplying correct 
blood circulation and tending to prevent and cure 
callouses or corns and the outside of the toe 


q The “tempered” shank holds the foot firmly in place 
and gives plenty of support to weak or fallen arches. 


joints. 


q| The cupped heel seat of the “R L C” leather 
pad makes a soft pocket in to which the heel 
seats, eliminating sore or blistered heels. 





“FOOT REST” from the rising to ae setting of the sun 


THE VOLLMAN LAWRENCE CO. 


CINCINNATI 
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"The Geneva The Doreen 
| stage No. 1109. A simple, distinguished one- 
eet AF en __ 18/8 Fan iy —- strap, showing the simplicity of the 
sauterne kid inlay in the quarter for season’s smartest footwear. With 16/8 
added distinction. AA-C. 4.65 Net heel. In patent. AA-C. 84.60 Net 
1 ” : hi ‘f > **Doreen”’ black satin. 
No. 15. The ‘‘Geneva’’ in genuine white No. 1110. The ‘‘Doreen’’ in bl ‘in 
kid. AA-C. 85.15 Net AA-C, 84.60 Net 





The Tampa 
No. 32. A pump with leather-bow effect. 
The *“‘Tampa is shown in patent with 
sauterne kid inlay. AA-C. $4.10 Net 


The Darling 
No. 30. An aristocratic pump, built on 
a stage last, styled with all the sim 
plicity of the season’s most expensive 
footwear. In patent with Kaffor kid 
trim. 18/8 Spanish heel. 
AA-C, 84.25 Net 
No. 33. The ‘Darling’ model in genu- 
ine white kid. 18/8 Spanish heel. 
The Sandra AA-C. $4.65 Net 
No. 12. A pump with high, 19/8 Span- 
ish heel. The ‘Sandra’ is trimmed 
with Kaffor kid. AA-C. 84.65 Net 






The Gimpy 
A Very Outstanding Pattern 


No. 10. A beaded gore model with open- No 31 

work front, built on stage last. With last The 

fashionable, high, 19/8 Spanish heel. y 
85.00 


The Dena 
A one-strap built on a stage 


*“Dena’’ is in patent with 


- the strap and trimming in sauterne kid 
In patent colt. AA-C. Net —a very successful treatment of the 


No. 14. The ‘“‘Gimpy’’ model in genu- two-tone effects now so popular. 18/% 
ine white kid. AA-C, 85.50 Net Spanish heel. AA-C, 84.25 Net 


THE HOLTERS COMPANY 


Branch of The United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 


Minneapolis Office: 
723 Boston Block 


HOLTERS “xs 
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Divide 56 by 72 
—and Flexridge 
is the answer 





on shoes—but they also have more 
places to spend it. In one mid-western 
city of 56,000, there are 72 stores where 
shoes are sold. Obviously the merchant who 
only gets his “average” share of the trade 
is not going to the bank often with his profits. 


F's today have more money to spend 


That’s why you have to carry a shoe that 
will enable you to beat the law of averages. 
And such a shoe is The Flexridge Shoe. 
More than a style shoe—more than a feature 
shoe—it is the style shoe with a feature— 
the shoe that every Tom, Dick or Harry 
can’t show. 


A Fifth Avenue touch to every pattern 
—a Broadway effect in every line. Yet also 
a friend to the foot—so flexible that not a 
bone or muscle is crowded, but with an in- 
visible shank to hold the arch in place and 
provide rigidity at the one spot where rigid 
support is desirable. 


Let us give you the names of merchants 
who are finding in The Flexridge Shoe a 
way to get more than their mathematical 
share of the shoe trade in their towns. We 
can show you how to do it, too. Write. 


THE DUTTENHOFER BRANCH 


of the United States Shoe Company 
Sixth and Sycamore Sts., Cincinnati, Ohio 





but not holes. 





Heels, Hosiery and Holes—tThe pear-shaped, narrow-topped heel of 
The Flexridge Shoe fits snugly without binding or slipping, and frees the 


hosiery from hole-making friction. Heels and hosiery with Flexridge— 











“Flexible where you want it 
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—Rigid where you need it’’ 
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T’S a commonplace in advertising 
girls’ shoes to say that they are 
“just like mother’s.” 


Scheiffle shoes, from the point of 
view of graceful lines and correct 
styling, well merit this description. 
And in another important respect 
this “junior” footwear has “senior” 
qualities. 


For Scheiffle shoes for girls are 
backed with an extensive In-Stock 
department as fine as the In-Stock 
departments of those United States 
Shoe Company branches making 


The In-Stock Service, too, is 


‘‘Just Like Mother’s’’ 


shoes for women. There is a wide 
assortment of quick-moving, always- 
in-demand models with hurry-up 
service that starts the shoes in your 
direction the day your order arrives. 


We illustrate here two of our In- 
Stock Scheiffle models, from which 
you can get an idea of the smartness 
typical of the entire line. Shoes that 
any girl will be happy to wear—that 
any mother will be happy to buy 
for her. And the In-Stock service 
means more shoes sold at the original 
mark-up; less shoes left when the 
season ends. 


The Scheiffle Shoe Company 


Branch of The United States Shoe Company 


980 Northampton Street, 





No. 360 In Stock 


The Evelyn—Patent step-in pump, light edge, 
Goodyear welt construction, gray kid quarter 
line, 10/8 wood covered heel. Sizes 2% to 8, 
Wi8ths BA-Os Pelee oo ccccccccccccccces $4.15 


No. M360—This model is the ‘‘Evelyn’’ made 
over misses’ 605 last with 6/8 heel and rubber 
top piece in sizes 11% to 2, widths B, 0, D; 
PETD  cccccccccccccccccccsccccccescece $3.15 


Buffalo, N. Y. 





No. 367 In Stock 
The Marie—A dainty patent one-stra 


with 
cleverly placed cut-outs; made over 6 stra 
last, 10 3 heel with rubber top piece. Sizes 2 
to 8, widths AA-D; price 83. 
No. M367—As above, except made over 123 
misses’ last, 6/8 heel with rubber top piece. 


eee eens eeeeeee 


Sizes 11 to 2, widths B-D; price...... 10 
No. '—As above except with spring heel. 
Children’s sizes 8% to 11, widths B, C, D; 
BUISD cccccccccccccceccceeccesceseoees .75 
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te of the examples of Cincinnati’s service to 
the shoe merchant is our “In-Stock” depart- 
ment. 











We have what you want when you want it ... and 
we get it to you quick. 


This new CRESCENT ARCH CORRECTIVE 
3-STRAP is now ready—on the floor waiting to 
go out the same day your order is received. 


Fill in, tear out and mail coupon today—you will 
receive a well-styled, appealing slipper that will 
FIT and WEAR and SATISFY. 


At the same time we will send you our latest In- 
Stock Catalog showing many other B. W. ( Busi- 
ness Woman) and Band-Grip styles. 


HROTH SHOE”AG. 


“ CINCINNATI « 
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America’s social leaders 
are always dressed up 


ARE YOU SELLING THOSE IN YOUR TOWN? 





“Bernice”? button pump, in blonde kid, patent trim. 105 
last, McKay, 16/8 wood covered Louis heel. Made in all 
other combinations. 


Every community in this country has its 
social leaders. They are students of 
fashion and usually set the style pace 
wherever they may live, for they are, to- 
day, “dressed up” more than ever. 


Follow carefully the footwear-needs of 


this stylish element in your town, and you 
will increase your business. Sell these 
social leaders shoes that are designed 
especially for them—shoes that have an 
established reputation for consistent sala- 
bility. 


THE STANLEY DUTTENHOFER SHOE CO., CINCINNAT) 


“salable to the last pair” 
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IDEAS founded America. Ideas won the War 
of the Revolution. 


Ideas have built American commercial su- 
premacy. 


An IDEA today is establishing regular cus- 
tomers and loyal friends for the shoe merchant. 


If you prefer such customers to uncertain 
chance “shoppers”—let this IDEA work for 


Read the page following— 





The Mode 
A popular Foot Saver pattern featured 
in magazines read by women in more 
than four and a half million homes of 
America. Estimated actual readers 8 
to 10 million monthly. 


Carried In Stock. Ready to Ship. 


Widths AAA to D. Sizes 4 to 10. 
Model No. 377—Patent Leather with 
Black Ooze Inlay. 
Model No. 378—Black Vici Kid — 
Black Ooze Inlay. 
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Foot Saver Shoes are built on an [DEA—the 
idea of a shoe that supports the arch and directs 
the natural movement of the foot with ease and 
grace. 








Through a tremendous volume of advertising, 
covering every community in the country, the 
Foot Saver Idea is being SOLD to the women 
of America. 













The result is that these millions of women who 
appreciate the idea of comfort, beauty and 
grace back of the Foot Saver Shoe are not 
merely “shoppers” when they go to buy foot- 
wear. 










They are steady customers and true friends of 
the Foot Saver Dealer—they seek out his store 


to get the shoes they desire and can get nowhere 
else. 


These Foot Saver selling messages go directly 
EVERY MONTH to more than 4% million 
American families—people with the money to 
buy what they want when they want it. 


These families include FOUR out of every SIX 
of the leading people of your community—the 
very people who are or should be your cus- 
tomers. 






















The Foot Saver franchise, with the valuable 
Foot Saver Idea back of it and working for the 
dealer, is open in a few territories. Write TO- 
DAY for full details of the Foot Saver propo- 
sition. 













THE JULIAN & KOKENGE COMPANY 


Makers of the famous J & K 
Arch Fitting Shoes for Women 


East Fourth Street 


CINCINNATI OHIO 
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SNAP up these 
six snappy novelties 
—they’re hot out of 
the works! Just in 
and ready to go right 
out on your order. 


BUT— 


youve got to act 
quick, for these Kids 


are rarin’ to travel! 

















6 Numbers—3 Patterns 


High Grade Imt. Turn McKays 
IMMEDIATE DELIVERY 
$3.35—$3.85 


No. 3569—French Grey Kid Pump with Grey Lizard 
front trim as shown. 17/8 full-breasted heel, Grey 
I Se I ic ovedaeew ccs 00%s0seseegs $3.85 
No. 3559—Bright Blonde Kid One Strap with matched 
strip Lizard trimming as shown. 16/8 full-breasted 
heel, Blonde lined. B, 34/8; C, 3/8............-6- $3.85 
No. 3555—Same, 14/8 Cuban heel.................- $3.85 
No. 4328—French Grey Kid Pump with 16/8 full- 
breasted Grey Lizard covered heel and Grey Lizard 
edge trim. Grey lined. A, 4/8; B, 3424/8; C, 3/8..... $3.35 
No. 4367—Same pattern in Parchment Kid with 
Blonde Lizard 16/8 full-breasted heel and trim, Blonde 
2 Ue Bs POS GL IES 6 okie vcvneseseudeees $3.35 
No. 4368—Same, Parchment, 14/8 Cuban heel....... $3.35 


The CHARLES MEIS SHOE COMPANY 


CINCINNATI 





A Shoe for EVERY SHELF in your store 
COMPLETE CATALOG ISSUED EVERY MONTH 
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astel Shades. .... 


are the surest sellers in style shoes 


LUXOR has proved a factor in popularizing pastel 
shades because in these mellow calf leathers of 
faultless finish each shade is presented in the full- 
ness of its charm. 


We commend to you LUXOR LEATHERS in 


Pearl Grey Blonde 
Crystal Grey Sauterne 
Opal Grey Sand 
Camel Bamboo 
Carmel ivory 
Cedarwood Paris 
Parchment 


Color uniformity is a dependable feature of 
LUXOR LEATHERS—a point to bear in mind 
when ordering shoes. 


Samples of Pastel shades will be sent on request 
Write for booklet 


“The Story of Leather” 
It’s Free 


The OHIO LEATHER COMPANY 


GIRARD +<OHIO 
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THE BACKBONE 
OF YOUR BUSINESS 


Just as a bridge is no stronger than its 
foundation, so is a shoe no more de- 
pendable than the sole upon which it 
rests. 


It is the sole of the shoe that gets the 
brunt of the wear. It is the sole of the 
shoe by which people largely judge it 
when they buy a second pair. It is the 
sole of the shoe by which it either stands 


or falls. 


It takes good leather to make a good 
sole. And because good soles are the 
very backbone of the shoe business, it is 
easy to understand why most of the 
good shoes produced today contain 
some one of our tannages. 


“Company” leather is quality leather 
and has been recognized as such for 
generations. 


THE UNITED STATES LEATHER COMPANY 
NEW YORK CHICAGO CINCINNATI ST. LOUIS RICHMOND 


THE UNITED STATES LEATHER CO. OF MASS. 


Selling Agents: 
McAdoo & Allen A. J. & J. R. Cook 
Philadelphia San Francisco 


Nothing takes the place of 


LEATHER 
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aof CSashioned - 
los ta by ap Soe a $ 


UALITY CALFSKIN SHOES 
at popular Prices 


“Play the Winners” 


HE easy way to win is to play the winners. 
Every Freeman-Beddow Fashion Bilt style is 
a winner. 


Anticipating the young men’s wants is our job, 
and making them so good that they keep re- 
turning for more is another part of it. Keeping 
every style in stock and shipping size up orders 
promptly helps vastly in solving your troubles. 
Send in your orders and ride with the winners. 


"28 


Less 2% 10 Days 


THE “SWANEE” 


Style No. 135—Rueping’s Seminole Calf 
in the New Light Florida Tan Shade. 
Stitched with black thread Semi-Soft 
Box Toe. Calf Lined. A popular and 
high class style. 
Widths A to D ASK FOR OUR CATALOGUE 


In Stock 


THE “RITZY” 


Style No. 155—Rueping’s Blonde 
Sauterne Seminole Calf. Stitched with 
black thread. Semi‘Soft Box Toe. 
One of this season’s biggest styles. 
Sauterne Color is going strong. 
Widths A to D 
In Stock 











FREEMAN~BEDDOW! SHOE MFG.CO. 


“Beloit, Wis. 
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FASHIONED BY FREEMAN 
BUILT BY BEDDOW 


Priced at 
é only 
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Less 2% 10 Days 





THE “BOBCAT” 


Style No. 145—Rueping’s Seminole Calf 
in the New Light Florida Tan Shade. 
Stitched with two rows of white 
harness thread. Semi-‘Soft Box Toe. 
Tu-tone Braided Laces. Calf Lined. 
Widths A to D 
In stock April 2oth. 





ASK FOR OUR CATALOGUE 


THE “RANGER” | 


Style No. 075—Rueping’s Seminole Cai 
in the Light Golden Tan color. Stitcheé 
with six row black thread. Semi-Sof 
Box Toe. Tu-tone Braided Laces 
Calf Lined. 
Widths A to D 
In Stock 


Same style in Black No. 0705 





Mo 


FREEMAN~BEDDOW SHOE MFG.CO. 
“Beloit, Wis. 
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“Footwear for Juveniles” 
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Pattern No. 4850 Silver....... $12.00 Doz. Pr. 
Pattern No. 4849 Gold........ $12.00 Doz. Pr. 








SHOE “JEWELRY” RETAILS — 
PROFITABLY. NEW CHAIN 
“PUMP HOLD” ILLUSTRATED 


HOE ‘“‘Jewelry”’ is expressive. We rather like it. Its 
addition to the parlance of the trade, we believe, 
as a substitute for shoe “ornaments,” will however be 
slow. The ornamentation of shoes has gone on for cen- 
turies. Tombs of Egyptians, closed 3000 years to human 
eyes, reveal evidence of that. The present era has seen 
a development of the art to an unprecedented degree. 
*“‘Dalco” shoe ornaments maintain standards of excellence 
paralleling the capabilities of the American woman to 
purchase that which her happiness demands. 


“DALCO” PUMP HOLDS 


“Pump Holds” were first brought out by us. Sales to date indicate the 
purpose they serve, and how well they do it. Flewibie back 
makes one size fit all. They go om, over the instep, ander the shee. 
te beautiful. A chain pattern illustrated. Many others in stock. 
You can make a pretty profit on this useful novélty. Show them up for 
Baster. Order now! Deliveries parcel post. 


DALRYMPLE-DUDLEY, COMPANY 
HAVERHILL, MASS. 


Shoe Ornament Manufacturers Over Fifty Years 


~ 
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priced to sell in volume— 


Trail-Moc Shoe Co. 


TRAIL-MOC 
MOCCASINS Pomoc 


Flexible 
Bend like birch boughs- 


Work and Sport Shoes 


For The Volume Trade! 


Elk or Retan—Composition or leather’ soles—Full ° 
Goodyear welts—With or without storm welts—And 




















Side Line Salesmen 


We have good short line of these real 
value work and sport shoes for salesmen 
in South and West selling Volume Buy- 
ers and Jobbers. Write now! 











Saco, Maine 
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ahe them Satisfied Customers 


with Kroidor Shoes | 


Thousands of shoe merchants are making profitable use of 


Yrdidoy quick in stock service. 


Quick shipment from conveniently located distributing 
points enables them to work with a very small stock. 


. . < 
The high quality of Yridow footwear assures the 
customers satisfaction. The quick in stock service assures 
profit for the merchant. 














Fast 
Profit 
from 
Quick 
Service 
R551—GLORIA R401—PANSY 
Chrome patent one strap pump. Blonde kid under- 
Chrome patent strap pump. Gray kid trimmed. lay on vamp and quarter. McKay sewed.. Leather 
Close edge Goodyear welt. Leather lined. Combi- lined. Combination last. 
nation last. Childs: 8% to 11—D Width. .$1.85 
Misses: 11144 to 2—D Width. . . $2.85 Misses: 11% to 2—D Width... 2.10 


BeAN-S ror Co. 


Best Shoes for Boys, Girls and Babies 





FACTORIES DISTRIBUTING POINTS 
Annville, Pa. Middletown Pa. Piiiledclphis ae 
Elizabethtown, Pa. Palmyra, Pa. Pittsburgh San Francisco 
Lebanon, Pa. 165 Second Street 
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‘THE MOST COMPLETE “IN STOCK” LINE OF MISSES’, CHILDREN’S ano INFANTS’ TURNS CARRIED BY ANY MANUFACTURER 








TRADE MARK 






A GRADE 
0602—Misses’ and Child’s Patent 
Slashed Strap, Grey Kid, quarter 
and sock lining, silk binding, 
Goodyear — heel, B, C and 
D, 1096 to B.cccccccccce $2.85 
Child’s of ae Spring Heel, A; 
and D, 8% to Il....... $2.. 

C and D, 4 to 8........ aus 
N. B.—These are in stock— 
“Unbranded” only. 


Stock This Popular NEW Number! —— |; 


A popular change from the cut-out quarter style, this. 
shoe will prove one of the best sellers on your shelves. = 
The slashed strap adds just enough novelty to please } 
both misses and their mothers alike. Its wearing quality | 
is consistent with the high standard we have maintained 




















since 1906. And experience will show you that TRET- . 

CO SHOES are always priced in favor of the merchant! ma 

Order samples now. my «Cel 

5 ver 

= Mo: 

the 

Sait 

j mer 
i hav 
i enol 
| , Nat 
| The Robt. E. Tubman Co., Baltimore tien 
| Established 1906 or 3 
| New York Distributors Seas 
| Carrying a Complete Stock of all TRETCO Numbers al 
| I" WM. KELLERS SHOE COMPANY, Inc., 198 Church Street, New York City Styl 
who 
{ When writing to advertisers please mention Boot anp SHOog Recorper for | 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Close Cooperation with Credit Man, Desirable. 
There Are Moral, as Well as Money, Assets. 
For Business Sake, Cheer Up! 


Don’t “Peddle Blues” 


A small retail shoe mer- 
chant, timid and afraid of 
shadows, doubtful of almost 
everything, influenced by 
every breeze that blows, asked 
the “Recorder” man if things 
were as bad in the shoe busi- 
ness as some of the traveling 
men represented it. It seemed 
that this merchant had been 
unfortunate in having the trav- 
elers who “peddle blues” call 
on him in numbers. He said 
that he had quit buying en- 
tirely because he was afraid 
things were going to be worse. 

Now, is that not a sad com- 
mentary on _ salesmanship? 
What can a traveling man be 
thinking of when he goes 
about selling that line? 

For Business Sake Cheer 
Up! 





How to Sell More Men’s 
Shoes 


W. M. Oakman, honorary presi- 
dent of the N. S. T. A., recently 
made a call on National Secretary 
Delany and in course of the con- 
versation the subject of “Selling 
More Men’s Shoes” was laid upon 
the “dissection table” for discussion. 
Said the National Secretary: 

“There should be more types of 
men’s shoes. Retail shoe _ stocks 
have too many heavy, and not 
enough summerweight, shoes. The 
National Shoe Travelers’ Associa- 
tion is particularly interested in the 
movement of ‘summerweight shoes’, 
or a shoe adapted for a particular 
season. It was one of the former 
presidents of the National and the 
present chairman of the N. S. T. A. 
Style Committee, Frank B. King, 
who originated the slogan ‘Shoes 
for the Occasion.’ . 


“Following this line of argument, 
the N. S. T..A. feels that it would 
be unreasonable for salesmen sell- 
ing men’s shoes to push winter 
shoes when summer shoes should be 
to the fore. Association members 
feel that retail shoe merchants 
should convey the idea to their cus- 
tomers that it spoils the entire 
effect of good dressing for a man to 
wear heavy winter shoes with his 
spring and summer suits—that 
heavy soles with a light weight suit 
give to a man a slovenly appearance; 
that the idea of frequent changing 
of footwear, for health reasons, 
should be driven home to the con- 
sumer.” 


Frank J. Weber, N. S.S. A. legis- 
lative chairman. He represents 
Weber Bros. of North Adams 


Hearing on Pullman 
Surcharge 


There is to be a hearing before 
the Senate Inter-State and Foreign 
Commerce Committee at an early 
date on the surcharge on Pullmans. 
The National Shoe Travelers Asso- 
ciation will be represented at this 
hearing by its Legislative Committee 





Don’t Sell the Wrong 
Idea 


This happened in a Western 
shoe store: A traveling sales- 
man was talking to the shoe 
merchant. Each of the pair 
was talking “blues.” From 
their conversation one could 
gather that the whole world 
was “rotten” and that the shoe 
business was particularly pu- 
trid. A man customer was 
seated near, waiting for the 
retail shoe salesman to wait 
on him. This man listened to 
the conversation between the 
two shoe men, traveler and re- 
tail merchant. 

Suddenly, the man arose 
and hurried out. The retail 
merchant halted him at the 
door with the usual query: 
“Did you find what you 
wanted, sir?” The man re- 
plied: “I don’t want any- 
thing. If business is as bad 
as you fellows say it is I 
think I will wait awhile be- 
fore I buy any shoes.” Moral: 
It is easy to sell the wrong 
idea.—R. L. Prather. 














Chairman, Frank J. Weber. Chair- 
man Weber will present the argu- 
ment of the N. S. T. A. that this 
surcharge be removed. 

The various members of the 
National Shoe Travelers Association 
are in communication with their 
Senators and Congressmen asking 
for favorable consideration of the 
elimination of. Pullman surcharge, 
when this matter again comes up for 
discussion in Congress. 


Sell Men’s Shoes with 
Confidence 


Said Mr. Oakman: “The average 
retail shoe merchant selling men’s 
shoes does not put the same confi- 
dence behind his efforts as he does 
in selling women’s shoes. If there 
were the same thought and effort 
used in presenting men’s shoes to 
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44 ¥ / 
Vaster Craftsmen 


Designed to suit 
the fancy of the 
fellow who wants 
j to attract 

{| favorable attention 












"Faithful te the ast* 


Ankle-Fashioned 


REGISTERED U. 8S. PATENT OFFICE 


Our New, DeLuxe 
In-Stock Catalog Is Ready 
Write for It 











s EASTERN STOCK DEPARTMENT 
Nunn-Bush Shoe Co., Inc., 144 Duane St.. New. York City 








No. 4709—$5.60 
The Mogul 


Tan Derby Calf. 
Soft Box. A to D. 


In Stock Now 


| Nung<Bush 


Nunn, BusH & WELDON SHoE Co., MILWAUKEE, WIs. 
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Fred B. Crowley, a member of 


the Grievance Committee of the 
Iowa Shoe Travelers Association 


the public as women’s shoes; if 
windows were trimmed artistically 
—in a word, if the men’s shoes 
business was given more careful and 
confident attention by the retail 
shoe merchant—more pairs would be 
sold. When the house organ of a 
leading department store in any 
city will devote its space to four or 
five pages of women’s style shoes at 
$12 to $25 the pair, and not say a 
word about men’s shoes, it shows 
that there is something lacking in 
men’s footwear merchandising.” 


Men’s High Grades in 
Demand 


All the salesmen for Edwin 
Clapp & Son, Inc., East Weymouth, 
Mass., are in their territories and 
orders are being received at the 
factory. Judging from all reports, 
which are received daily, there is 
an increased demand for shoes of 
the higher grade. Especially is 
this so in the more southerly sec- 
tions, where conditions are rapidly 
improving. 


Kinsey Is Mayer’s “High 
Man’”’ 


John C. Kinsey covers Nebraska 
for the F. Mayer Boot and Shoe 
Company of Milwaukee, Wis. Ru- 
mor has it that John is one of the 
most popular shoe travelers in this 
Commonwealth. He will only mod- 
estly admit that he “works and is 
more than enthusiastic about the 
Mayer line,” but Fred A. Mayer, 
salesmanager, says “John is the high 
man on the Mayer staff.” 
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Fred-Crowley Loses Wife 


Fred B, Crowley, a member of the 
Grievance Committee of the Iowa 
Shoe Travelers’ Association, may or 
may not have a grievance of his own 
just now. But it would seem that 
he has none, for he has told his close 
friend, J. E. William Prescott, sec- 
retary-treasurer of the Iowa Asso- 
ciation, with permission to broad- 
cast the news, that he “will shortly 
lose his wife.” However, the case is 
not nearly so bad as the report may 
sound, without the explanatory 
clause that Mrs. Crowley will leave 
her hubby only temporarily, and 
that he is as much pleased as she is 
over the fact that she is soon to en- 
joy a six months’ European trip. 





John C. Kinsey, who covers Ne- 
braska for the F. Mayer Boot & 
Shoe Co. 


Said the Old Salesman— 


“As I travel about over my terri- 
tory I watch my trade like a hawk. 
If I see signs of falling off in busi- 
ness ethics, or carelessness in daily 
practice, I begin to look around for 
a new customer. And I always tell 
my credit manager the facts in the 
case. One thing that has given me 
warning many times is the personal 
appearance of my customer. If he 
looks too sporty I am afraid of him. 
If he becomes too shabby, I also am 
watchful of his payments to the 
house. When a customer becomes 
grouchy, sullen, impolite, too mean 
to be decent to his help, or insulting 
to the traveling salesmen who enter 
his place, I mark him down at once 
as in some kind of trouble. Either 
his liver is off, his health in bad 
shape, or else he is worrying over 
financial matters. In either case he 





91 


is not fit for business and the house 
should give especial attention to the 
condition of his solvency or insol- 
vency. 

“My advice to youngsters is in- 
variably—Save your house from a 
failure by giving thought to the 
moral, physical, mental condition of 
your customer as well as to his 
financial condition.” 


Chicago Shoe Travelers 
Dine 


The Chicago shoe travelers re- 
cently met for a Saturday noon at 
the LaSalle Hotel. There the glad 
news of the acceptance of the John 
Hancock Insurance Company of the 
N, S: T. A. Group Insurance plan 
was announced. The Chicago boys 
will shortly have the benefit of 
greatly reduced insurance _ rates 
without physical examination. 

Present at the meeting were two 
ex-presidents of the N. S. T. A.— 
George Nichols of Minneapolis and 
Frank B. King of Chicago, as well 
as Charles W. Evans, the present 
N. S. T. A. president. Simon Ru- 
witch, past president of the Chicago 
Shoe Travelers, is chairman of the 
insurance committee of the Chicago 
branch of the N. S. T. A. 


Off to the West Indies 


E. B. Cole of B. E. Cole & Co., is 
on a trip to the West Indies 





Buford McWhirter, one of the 
members of the N.S.T.A. Insur- 
ance Committee. Mr. McWhirter 


the 


is secretary-treasurer of 
’ 


Southwestern Shoe Travelers 

Association and past president 

of the National. He represents 
the Interstate Shoe Co. 
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No. 233 No. 178 No. 26 
Ascot Tan Bois de Rose Pearl Gray 
No. 40 No. 154 oo 
Parchment Caramel Titian 
| none No. 163 
No. 21 oO. 
Golden Brown Sauterne Blue Royale 

No. 81 
No. 31 No. 164 F. B. & C. White 
Opal Gray Blondine Glazed Kid 


AMALGAMATED LEATHER COsS., Inc. 
319 Arch Street, Philadelphia, Pa. 
Factories, Wilmington, Del. 


Ves ( es 
| ( 
| . The Symbol of “CLASS” in KID < 
Ne . cH 
®) PEs G 
¢ ; 
4 your spring styles are made of A 
) F.B.&C. colors, you have the com- (' 
fortable assurance that they will be 
clothed in the fullest perfection of . 
¥ quality and color correctness. oe 
Gi! FB &C COLORS are made by MASTER CRAFTSMEN |f© 
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Harry H. Ripley Is Dead 


Harry H. Ripley, one of the best 
beloved shoe travelers in the country, 
is dead. The end came after a brave 
fight again a severe three weeks’ ill- 
ness of double pneumonia. It was 
thought until the last few days of 
his illness that he would recover, but 
fatal complications caused his death 
on Friday afternoon, March 26. 

Harry H. Ripley was 69 years old. 
He was born at Augusta, Maine, 
March 4, 1857. He had represented 
L. B. Evans’ Sons Co., of Wake- 
field, Mass., for 30 years. His terri- 
tory had been the Southland, but 
recently he devoted his major ac- 
tivities to covering New England and 
sections in and around” Boston. 

Harry H. Ripley started in the 
shoe business as a salesman for the 
old firm of Batchelder & Lincoln, 
Boston; he was later connected with 
J. C. Bennett & Barnard, A. F. Smith 
and Mrs. A. R. King, leaving the 
house to join the L. B. Evans’ Sons 
Co. 

A Public Spirited Man 


Mr. Ripley was a former president 
of the Southern Shoe Travelers’ As- 
sociation, of which association he 
was a charter member. He was also 
a member of the Boston Shoe As- 
sociates. He was a member of the 
Boston City Club, and many other 
civic and fraternal organizations. He 
was a public spirited man in the 
highest sense of the term—always 
constructive as to his suggestions. 
He inspired others by his enthu- 
siasm, helpfulness and geniality. In 
his visits to the trade and at the 
various trade meetings which he at- 
tended he smoothed away many a 
troubled situation. 


A Skilled Yachtsman 


Mr. Ripley was a skilled yachts- 
man. No yacht race of national, or. 
even international consequence, was 
ever sailed in Eastern waters in 
which he was not an active partici- 
pant. 


His Great Sorrow 


Mr. Ripley’s great sorrow came 
during the late war. When the first 
call came for men to rally to the 
colors, he, with true patriotic de- 
votion, bade God-speed to his two 
manly sons who went forth to fight 
the good fight for God and country. 
Harry H. Ripley, Jr., chose the navy, 
and served the flag as ensign at the 
Naval War College, Newport. He is 
now assistant treasurer of the Hood 
Rubber Products Co., Watertown, 
Mass. The other son, Sergeant 
Edward Newell Ripley, joined Bat- 
tery A, 101st Field Artillery and was 








Harry H. Ripley 


sent across seas to France. Through 
his brilliancy and bravery he won 
the rank of lieutenant, but he never 
knew of his promotion. For, before 
his commission as lieutenant was 
handed to him, he had made the su- 
preme sacrifice. 


A Patriotic Man 


Mr. Ripley bore his son’s death 
with great fortitude, yet the future 
pleasures of his life were always 
overshadowed by this great loss. De- 
votion to country was surely one of 
Harry H. Ripley’s strongest charac- 
teristics. 

Mr. Ripley was a Knights Templar 
and a Shriner. The funeral services 
were held at his late home 82, Belt- 
ran Street, Malden, Mass., on Mon- 
day, March 29, at 2.30 p.m. A large 
delegation from the trade attended; 
there were many beautiful floral 
tributes. 

Harry H. Ripley’s passing on has 
left a vacant niche in the hearts of 
a wide circle of friends in this in- 
dustry, which it will never be possi- 
ble to fill, He leaves a widow and 
one son, Harry H. Ripley, Jr., to 
whom the trade, through THE RE- 
CORDER extends its sincere sympathy 
in their great loss. 


Cogswell with A. J. 
Anderson 


C. N. Cogswell, who for the past 
17 years or more represented the 
Wise & Cooper Co., recently joined 
the salesforce of A. J. Anderson, 
Inc., of Amesbury, Mass. Mr. Cogs- 
well will cover the territory from 
Boston to Chicago. He will call on 
the volume buyers. C. N. Cogswell 


is one of the best known and beloved 
salesmen traveling out of “The Hub.” 
His trade always have the welcome 
sign hung out for him, as they like 
his genial manner and merry laugh. 
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Mr. Cogswell’s smile and good na 
ture make him a favorite with his 
large circle of acquaintances. “His 
heart is as big as his physical pro- 
portions,” says one of his brother 
members in the B. S. T. A. 


They Sell Children’s Shoes 


Among the children’s shoe spe- 
cialist shoe salesmen who travel out 
from Boston are C. B. Stewart, C. 
E. Chapman, and George E. Arm- 
strong, who represent the Kreider- 
Creveling Shoe Co. Messrs. Stewart 
and Chapman have represented this 
line of shoes for the little folks ever 
since this firm started. Mr. Arm- 
strong has represented the Kreider- 
Creveling Shoe Co. for about three 
years. All are enthusiastic over the 
new line of footwear—for the kiddies 
—from cradle, up through the school 
ages. They believe in selling hon- 
estly-made children’s shoes—of hon- 
est materials; shoes that combine 
service with style—and always on a 
correct last. 

“Children must have a good fitting 
last—after that, they will stand 
every bit of style that is put into 
shoes for the grown-ups,” say the 
trio. 


Don’t Fear House-to-House 
Canvasser 


These salesmen are very proud of 
their new spring and summer line, 
which is carried in stock in a wide 
variety of colors and patterns. They 
tell their customers not to fear the 
house-to-house canvasser, as_ this 
man is not equipped to give the re- 
quired foot service to the children— 
in the first place, he cannot carry the 
sizes and widths that are necessary 
and when he takes measurements, 
his lack of knowledge of filling the 
requirements of these measurements 
shows that he does not understand 
foot fitting. The House of Kreider- 
Creveling, like all other high-grade 
houses, absolutely refuses to sell the 
house-to-house canvasser, but there 
are frequent appeals made to them, 
says the sales manager. 

C. B. Stewart covers Rhode Island 
and Connecticut; C. E. Chapman, 
Maine, New Hampshire and Vermont 
and George E. Armstrong, New York 
State. 


Hilliard Says White Shoes 
Selling 

Frank Hilliard of the Groveland 

Shoe Co., recently home from a 


western trip, reports a brisk de- 
mand for white shoes. 
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They keep sales rolling 


by LONG DISTANCE 




















ELEPHONE 


IN ATLANTA, GEORGIA, 2 wide-awake auto- 
mobile tire concern worked out a follow- 
up telephone sales campaign. Telephone sales 
are assigned definitely to one employee and 
are his entire work. Fifteen days after the 
visit of each salesman this man gets the 
dealer on the telephone and solicits additional 

business. The telephone sales cost of this new 
business runs extremely low—often as low as 


one-half of one per cent on the total volume of new business secured! 


BonpDs AND BRICKS, ice cream and locomo- 
tives, matches and coal, groceries and flow- 
ers, textiles and real estate—these and 
dozens of other commodities are being 
bought and sold by long distance tele- 
phone. Long distance calls reach customers 
and prospective buyers who otherwise could 
not be reached so cheaply or promptly, 
if at all. They save the strength and 
health, as well as the time, of executives 
and salesmen. A long distance call covers 
hundreds or thousands of miles and gets the 
answer in a small fraction of the time and 
trouble required by any other means of 
communication. 

Ate you and your concern using your 


BELL LONG DISTANCE SERVICE 


IPN 


N 
Sse 
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telephone arm with which to outreach 
distance for business? Are your executives 
in constant contact with their men and 
with important customers? Are you using 
the telephone on the principle of the heap- 
ing measute—to get new business at almost 
negligible expense — new business that 
otherwise would be lost ? 

The Commercial Department of your 
local Bell company will gladly study your 
business and lay out a program of Long 
Distance selling, buying or collections. In 
the meantime you can talk 400 or 4000 
miles just like speaking across the street. 
What far-distant call would you like 
to make, now?..... . » Number, please? 
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Julian & Kokenge Sales- 
men Meet 


Yes, sir! There is nothing like 
a good meal at which to “smooth 
away” the harassing problems of 
the shoe salesman. At least, it is 
easy to see why the recent Julian 
Kokenge convention was so success- 
ful, when we look at the “across” pic- 
ture and note the happy expression 
on the faces of the men around 
the festive board. 

This picture was taken at the 
Sinton Hotel on Friday night, 
March 12, when the salesmen of 
the Julian Kokenge Shoe Company 
assembled for the dinner meeting 
of a three days’ sales convention. 
Thursday, at noon, the salesmen 
met in this room for a luncheon 
and general discussion of their 
problems. 

All salesmen of this prominent 
shoe concern, after their successful 
selling campaign for Easter busi- 
ness, turned their footsteps toward 
Cincinnati for this meeting. Dur- 
ing the course of the all too short 


convention, the men reported that’ 


conditions in their various terri- 
tories were in fine shape and retail 
merchants ready and waiting for 
the visit of the J and K salesmen 
to send in new orders. 


Selling and Production Problems 
Discussed 


At the luncheon Thursday the 
particular problems of the salesmen 
were discussed. Friday night at 
the banquet these problems were 
again discussed and the problems 
of the factory presented and ex- 
plained to. the men so that they re- 
turned te their territories with a 
thorough-knowledge of all the nec- 
essary solutions. 

Seated around the table are the 
following salesmen: G. W. Dyche, 
A. C. Golden, Edward Hood, H. L. 
Lape, Jr., Frank M. Samuels, Hy- 
land Rhoades, H. C. Mayers, H. R. 
Harner, H. B. Sanford, W. T. Mitch- 
ell, L. G. Laurie, Elmer Kokenge and 
Leslie Arens. In addition to these 
are Milton Adler, Richard Stix 
and E. K. Woodrow of the Blaine 
Thompson advertising agency. 
These latter gave brief talks. 


National Council 
Convention in June 


The convention committee of the 
National Council of Traveling 
Salesmen’s Associations has voted 
to hold the annual national con- 
vention of traveling salesmen on 
June 28, 29 and 30 in New York 
City. : 
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“Around the festive board” with the Julian & Kokenge Company’s 
executives and salesmen.—“‘One of the highlights of the best sales 
convention ever,” say the members of the salesforce of the enjoyable 


banquet held at the Hotel Sinton, Cincinnati. 


“The two slogans— 


—As She Thinks, So She Buys,’ and Milton Adler’s forceful state- 
ment, ‘This Business Must Grow’ have resulted in more J. & K. shoes 
selling well,” say the boys 


B. S. T. A. Learns Insur- 
ance Details 


A joint meeting of the Boston 
Shoe Travelers’ Association, South- 
ern Shoe Travelers’ Association, and 
Boston Shoe Associates was held on 
Saturday, March 27, at the Hotel 
Essex, Boston. The findings of the 
N. S. T. A. Insurance Committee, 
Charles W. Morrill, Chairman, were 
made in full. It was explained that 
the insurance committee chose the 
John Hancock Mutual Life Insurance 
Co. to write the N. S. T. A. group 
policies of $1,000 each, for the 
reason that this company made the 
most liberal terms. There is a dis- 
ability and a convertible clause, no 
medical examination is required. The 
cost is far below that of the usual 
insurance policy. Vice-President 
Morrill of the N. S. T. A. and Secre- 
tary Delany were present and entered 
into details with those who wished 
further explanation. 

Fred P. Osgood, special repre- 
sentative of the John Hancock Mu- 
tual Life Insurance Company was 
also present and gave an outline of 
the various angles of the insurance 
features from questions asked. He 
emphasized the fact that every past, 
present and new member of the 
N. S. T. A., irrespective of age; is 
eligible for this group insurance, 
without medical- examination, PRO- 
VIDED THAT THEY PAY AT 
ONCE THEIR DUES FOR 1926. 
the time limit of accepting new mem- 
bers and for the payment of 1926 
dues has almost expired. 


Harry P. Lynch presided at the 
joint meeting in a most efficient 
manner. Everett H. Bradley, Presi- 
dent of the Boston Shoe and Leather 
Fair, talked on the coming event to 
be held at the Mechanics Building, 
July 6-8, and again named the 
traveler-members of the Mospitality 
Committee; National Secretary, T. 
A. Delany; Chairman, Frank L. 
Lord, President of the B. S. T. A.; 
Honorary N. S. T. A. President, W. 
M. Oakman; Lawrence Duffy and 
“Syd” L. Curry. Thomas F. Ander- 
son, Secretary of the New England 
Shoe and Leather Association, stated 
that he knew that the shoe travelers 
were behind President Bradley 100 
per cent in their united efforts: to 
make the Boston Shoe and Leather 
Fair “the best ever.” 

The slogan of the Boston Shoe 
Travelers’ Association is “One Thou- 
sand Members for 1926.” Frank W. 
Lord is president of this association 
—wWilliam Noll is secretary-treas- 
urer. 


Tribute to Harry H. Ripley 


Chairman Harry P. Lynch read 
resolutions on the death of their 
beloved brother traveler, Harry H. 
Ripley. Committees were appointed 
from the B. S. T. A., the Southern 
Shoe Salesmen’s Association and the 
Boston Shoe Associates to each pre- 
pare a set of resolutions. It was 
voted that each association should 
send a floral tribute and that a large 
delegation from each association 
should attend the funeral services 
on Monday, March 29. 
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« 9” Companion 
White nemgonrrs 
“Brown Conquest” awl eqnally popatar, 
camzed : se Upper of unbleached white 
dock with Mack athletic triveroing, ankle patch 
and toe cap. 






Fehex® iawke, 24 pairs to the cae, M snd 
F widths. 














Prices «djs ct to change swithout notice. ~ 
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ordered your Keds, or if your stock 

is not complete, now is the time to 
get ready for a big Keds year. An ex- 
tensive advertising schedule in news- 
papers and magazines is making people 
look for the name Keds and insist on real 
Keds. Get your share of profits from this 
huge campaign—carry a stock of genuine 
Keds. 


K cre time is here! If you have not 


The new Keds catalog contains an illus- 
tration of every shoe in the line, with 
complete description and prices. Use the 
catalog in ordering your Keds—it will 
save time and trouble. 


If you have not received your Keds cata- 
log you can get it from our branch or 
wholesale distributor from whom you or- 
der your Keds. 


United States Rubber Company 
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Automatic Fastener Gaiter in 


Popular Demand 


The Public Likes the Quick “On-and-Off” Feature 


IS is a swiftly moving age. 
The more easily one accom- 
plishes an objective—whether 
it be the operating of an automobile, 
or the closing of a gaiter—the more 
popular it becomes. In this princi- 
ple, we find the reason why the pump 
and step-in have endeared them- 
selves to feminine fancy. And, by 
the same token, we find the auto- 
matic fastener gaiter in such de- 
mand at the end of the 1925-1926 
winter season that retail shoe mer- 
chants are not hesitating to place 
goodly-sized orders on “automatic 
fasteners” for the winter of 1926- 
1927. 


HE weather man has been pre- 

dicting plenty of snow and 
sluch for the last two months of 
this year and opening months of 
next, although one can never tell. 
Rubber shoe buyers were almost in- 
clined to throw all future predic- 
tions of the weather man to the 
winds back in December, 1925, but 
“scrambled” in large numbers ’ to 
get real “chummy” with him again 
after the first big snow storm of 
Feb. 10, and subsequent blizzards. 
Through all the years of footwear 


| merchandising retail shoe merchants 


have learned the lesson of weather 
averages. They know if they do not 
need gaiters and other footwear 
protection, known as “heavy rubber 
goods,” when snowy weather has 
been charted, that the law of aver- 
ages always maintains; that win- 
ters which start the most mildly 
are usually the ones that end with 
a decided “kick” through snowdrifts. 


MONG the new automatic fas- 

tener gaiters is that of the 
Firestone-Apsley Rubber Co. This 
company reports an increasingly en- 
thusiastic reception for the new 
Firestone automatic fastener gaiter, 
recently introduced to the trade. 
Incorporated in this gaiter is a new 
patented locking device which the 
Firestone-Apsley Rubber Co. claim 
is most positive of action. They 
claim, also, that it closes and opens 
without sticking or skipping and 


also claim that it is the most flexi- 
ble device of its kind. 


Rubber Chemists Confer 


HE recent Akron meeting of 
rubber chemists emphasized a 
new spirit of cooperation in the in- 
dustry. The rubber trade had al- 
ways guarded the secrets of its 





This is the new Firestone Au- 
tomatic Fastener Gaiter. Note 
the popular patented locking 
device. Presented through the 
courtesy of The Firestone- 
Apsley Rubber Co. 


laboratories most closely. An in- 
spection of plants by chemists of 
other companies had been hitherto 
an unheard-of incident. But when 
the joint meeting of the division of 
rubber chemistry and the Akron 
Section of the American Chemical 
Society was held, the latter part of 
February, the “welcome sign” was 
hung out for all technical and trade 
experts. The Goodyear, Goodrich, 
Firestone and Miller factories were 
visited. There was a registration of 
293, from all parts of the United 
States and from Canada, and one 
representative from the Yokohama 
Rubber Co. of Japan. 


MONG the papers read at this 
meeting was one on “The 
Effect of Heat on Rubber,” by 
James K. Stewart of the Firestone 


Tire & Rubber Co., Akron; “The 
Oxidation of Rubber Exposed to 
Light,” and “The Oxidation of Rub- 
ber at Various Temperatures.” 
Other papers were read by P. § 
Shoaff, H. A. Bruson, E. O. Diete- 
rich, Harold Gray, Harry L. Fisher, 
A. E. Gray and F. P. Jecuso of the 
B. F. Goodrich Co., Akron; N. A 
Shepard, S. Krall and H. L. Morris 
of the Firestone Tire & Rubber Co 
of Akron, and W. A. Gibbons and 
Erdley Hazell of the United States 
Tire & Rubber Co., New York. 
Harry L. Fisher of Goodrich was 
the general chairman of Akron com- 
mittees in charge. Dr. W. J. Kelly 
of Goodyear is secretary of the rub- 
ber division and was in charge of 
the program. 


New Boston Sales Office 


HE Firestone-Apsley Rubber 

Co.’s new Boston sales and ware 
rooms which they occupied Marcb 
1 are proving all that the execu- 
tives expected in point of service 
betterment and accessibility to their 
customers. The new headquarters 
occupy the entire third floor of the 
new building at 210 Lincoln Street, 
Boston. W. D. Fleming, Boston 
branch manager, reports a good busi- 
ness. 





Children’s new Collegiate 
Gaiter, a big favorite with the 
little folks. They are all rub- 
ber, 4-buckle gaiters, made in 
four shades to match prevail- 
ing colors in raincoats. Pre- 
sented through courtesy of The 
United States Rubber Co. 
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In Stock 


The Clare —a pump pattern in Pearl Gray Kid, Parchment Kid, 
Patent and Black Satin. 


The Speed —an extremely light strap pattern in Pearl Gray Kid, 
Patent and White Kid. 





Speed Write or Wire Clare 


Your Orders 
Today 

















B-586—Pearl Gray Kid, 19/8 Send for B-576—Pearl Gray Kid, 19/8 


B-570—Patent, 19/8 Heel....... 4. In Stock 
B-568—White Kid, 19/8 Heel... 5.00 Catalog 





The MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 


Rochester, N. Y., U. S. A. 





New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
B. W. MOYLAN H. 8S. KUSHINS 


Chicago Office: Majestic Hotel Los Angeles Office, 107 East Sth St. 
E. M. HOLLANDER 














Makers of Menihan Arch-Aid 
Write for Agency Proposition 
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Shoe Trade Gets Big Share 
of Laster Spending 


Light Shades in the Lead 


NEW YORK 


Easter Trade Good 


New Yorkers have lost none of 
their traditional desire to dress up 
for Easter The week immediately 
preceding this spring holiday saw 
more activity in the shoe stores 
and shoe departments in New York 
than any previous week so far this 
year. With few exceptions busi- 
ness ran ahead of the same week in 
last year, and one of the best 
phases of the pre-Easter shopping 
was the demand for almost every 
type of footwear. 

The situation was succinctly put 
by Joe Micheals of Saks-Herald 
Square in the following words: 

“Never in my experience have I 
seen women buying such a wide 
range of patterns, materials and 
types of shoes. Everything is sell- 
ing, which to my mind is a most 
healthy condition. It means that 
the shoe merchants can get rid of 
their stocks in good shape this 
year.” 

Light Colors Lead 


A canvas of. mid-town stores 
shows a good business has been 
done on the so-called light tan col- 
ors, particularly in kid. Probably, 
when the figures afe all in, shoes 
of this class will be found to have 
led the Easter business. A good 
demand for gray kid footwear also 
was registered, but tan calf and 
patent leather also accounted for 
a considerable volume of business. 
Satin shoes seem to have dropped 
some in popularity, although here 
and there merchants reported a 
good call for them. It is felt in 
some quarters that satins will re- 
vive in the summer, perhaps in the 
beige shades. 

In patterns, as near as can be 
learned, the strapped and step-in 
models led the van, in the order 
named. The chain strap slipper, 
which has been a good seller here 
for some time, is still good. One 
merchant, probably the first here 


to show them last year, is still sell- 
ing them in large quantities and re- 
ordering on them, generously. The 
vogue for them is by no means 
dead: 


Men’s Business Improves 


The men’s business shared some 
of the increased demand that was 
shown in the women’s trade. De- 
mand centered largely on the light- 
er shades of tan, although the nude 
and similar tints are not yet mak- 
ing much of a stir here. New York- 
ers prefer a medium shade of tan 
in their footwear, and are slow to 
take up the more striking colors 
and patterns in men’s shoes. In 
the better grade footwear the cus- 
tom last has been a good seller 
and is growing stronger. In the 
cheaper lines, however, the wide 
toes are still the leaders. On the 
whole, however, there has been 
more of the lighter weight shoes 
sold to men this spring than was 
the case last year. Some stores are 
exploiting both the heavyweights 
and lightweights. Among these 
are the Adler stores, which, in their 
advertising, stress the fact that 
they carry both the extra heavy- 
weight and lightweight shoes. They 
also display both in their windows, 


Show the Goods 


It is a sure thing that you 
cannot sell a thing unless you 
show it or tell people about it. 
Recently a shoe merchant was 
complaining of poor business 
on children’s shoes. He had 
none of them in his windows, 
in his show cases, or on his 
glass tops. Another case of 
careless thinking. Questioned 
as to his advertising on 
children’s shoes he stated 
that he had not printed one 
for a long time. “It does not 
pay,” he said. And still he 
complains. Ten to one, the 
mothers of that town are un- 
aware that he carries such 
shoes. 








so that the customer has an oppor- 
tunity for choice. 


New Lease For Walk-Over 


The chain stores department of 
Joseph P. Day, Inc., has closed a 
long term lease with the Walk-Over 
Shoe Company for a store and base- 
ment at 946 Flatbush Avenue, 
Brooklyn. 

This makes about the sixth rep- 
resentative chain shoe store within 
three blocks above Church Avenue 
on Flatbush Avenue. Extensive 
alterations are to be made, and the 
usual Walk-Over Shve Store to be 
opened. The McInerney-Klinck 
Realty Company of Brooklyn were 
associated brokers with Joseph P. 
Day, Inc. ; 


Irving Ostroll Makes Buckles 


Irving Ostroll, formerly con- 
nected with the La Parisienne Art 
Jewelry Co. of New York, recently, 
organized his own manufacturing 
establishment. He is now located 
yat 45 W. 34th Street, where he will 
make a fine line of rhinestone orna- 
ments, shoe buckles and jewelry 
novelties for the manufacturing, 
jobbing and retail shoe trade. 

Mr. Ostroll is covering the local 
field temporarily and anticipates 
expanding as soon as he is in a po- 
sition to take care of more busi- 
ness. He has spent many years in 
this field, and is known throughout 
the country for his ability in creat- 
ing shoe ornaments. 


| 
| CHICAGO | 


Merchants More Optimistic 


Several warm, sunshiny days 
have brought considerable optim- 
ism into Chicago’s shoedom the 
past week, and business that for 
a while looked anything but prom- 
ising now is taking hold and pleas- 
antly moving. A few warm days 
bring out the inevitable spring 
clothing desires and the stores 
quickly see the reflection of the 
buying humor. The early part of 
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A New Pattern in Attractive Combinations 


Rich looking combinations that delight the heart of any mother who wants her 
youngster to look her best. HELTHY-FUT Flexible Goodyear Stitched Construction. 


The finest of stocks with attractive applique trim. 


Patent Chrome—Sauterne Calf Trim 


Spring Heel, 514 to 8, C, D 

Spring Heel, 844 to 11, C, D 
Wedge Rubber Heel, 84 to 11, D 
Low Rubber Heel, 1144 to 2, C, D 


Sauterne Calf—Tan Calf Trim 
Spring Heel, 514 to 8, e. Ps 


Spring Heel, 814 to 11, 
Wedge Rubber Heel, oy ong 11, D 


Dark Smoked Calf—Light Smoked Trim 
Spring Heel, 514 to 8, C, D 


Spring Heel, 8% to 1l, C, D 
Wedge Rubber Heel, 84 to 11, D 





SINSHEIMER. BRO. @ eS 
11-13-1§ W. MONROE 


c HI CAGO 
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the last week was very quiet, but 
the last few days have been lively 
and there has been a steady call 
for spring styles. 


Gray is Strong 


Grays seem to have captured the 
vagrant fancy of the good dress- 
ers and there have been many sold. 
A little livelier shade of blond tan 
with a bit more red in it than the 
flatter colors seems to be popular 
also. This shade in the kids seems 
to be a shade midway between a 
champagne tint and the blond 
color. 


Charleston Slipper Vogue 
Continues 


There seems to be an interest 
and call for a chocolate shade of 
brown in the glazed kids too—espe- 
cially in the high throated models 
and the Charleston type of oxfords. 

Incidentally this little round 
toed high cut model cutout quar- 
ters and vamps seems to show little 
sign of waning favor—as a matter 
of fact it seems to gather momen- 
tum as it goes along and many gray 
kid models are seen on this pattern 
and more of them on the street 
than any other one type of the re- 
cent style novelties. 


Satin and Patent 


Satin and patents seem to be 
coming up on the demand charts 
again and are being featured by 
the leading State Street stores 
among the new merchandise. Pat- 
ent pumps have slackened little in 
the stores since last summer and 
are still the steady bread and but- 
ter pattern. 


Men’s Trade Spotty 


The men’s business is “spotty,” 
some of the downtown stores re- 
porting a very satisfactory business 
and others not so good. John Spalo 
at the Hub reports one of the best 
weeks this year and incidentally 
John says that he is finding it dif- 
ficult to keep the “blond” oxfords 
in stock. More than 150 pairs have 
been sold in the last three or four 
weeks and the demand continues, 
especially among the younger 
“sheik” element. 

. Light tans have been especially 
good and blacks have continued a 
run started about 60 days ago that 
relieved the stocks in most of the 
loop stores. There is considerable 
speculation over the return of the 
“ox-blood” color so popular some 
years ago in men’s footwear for 
fall, but it is still mostly specula- 
tion, although many of the buyers 
have been approached from the 
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manufacturers as to the possibility 
of its being featured. 

It seems reasonable to expect, 
however, that a darker shade of tan 
will be the thing this fall—proba- 
bly bordering almost on the cordo- 
van shade, although it may retain 
more of the yellow. 


| CLEVELAND 


Good Easter Displays 


The retail stores in Cleveland 
never presented a more beautiful 
appearance than they did in the 
decorations arranged for’ the 








Easter 1926 shopping season. 
Saturday, the day before Palm 
Sunday, was a gala one for the 
shoe stores, as well as all other es- 
tablishments here that are engaged 
in the retailing of wearing apparel. 


Lace kid—the newest leather de- 
sign. Nothing is impossible to 
the tanner. Here we have Italian 
lace in design over colored kid. 
The effect is obtained by shooting 
glass dust by means of an air gun 
against a fine stencil design. The 
result is an iridescent lace that 
will not rub off 


The windows, where exhibits of 
shoes were to be seen, attracted 
thousands from the shoppers who 
thronged: the down town district. 
There was not an hour of the day 
but what persons could be seen 
gazing longingly and admiringly at 
the models that were shown. 

There probably never was a more 
dazzling line of models shown than 
were on display this year. The cre- 
ations of novelties were such as 
few women could resist. The 
parchment shades are popular here, 
and they were to be seen in many 
combinations. 


Business Improves 


Business here has picked up 
greatly with the approach to 
Easter. The fact that the festal 
day of the Christian church comes 
unusually early this year has had 
quite an influence on trade, as is 
usually the case when the day falls 
early in the spring. 


101 


The weather has not been very 
propitious for the selling of spring 
apparel. 

But the business conditions in 
Cleveland are good. Merchants 
feel satisfied that the weather can 
not hold them back forever. An 
early Easter with cold weather 
means that later on buying will be 
sustained at a higher degree than 
it is when Easter comes late and 
everybody puts off buying until 
then. 

Trade in Cleveland is better 
right now than it was at the same 
time a year ago. True, Easter is 
the stimulant that has attracted 
thousands of shoppers, but they 
would not have been buying if 
Easter had not come early. Later 
on when the weather gets warmer, 
there will be another rush to the 
stores for models that are late. 


Traveler Co. to Open Store 


The Traveler Shoe Co. is coming 
into this city with a line of $4 and 
$5 shoes to add another store to the 
half dozen that are retailing shoes 
for that amount. 

Euclid Avenue, long the location 
for the higher grade shoes, has 
been invaded in a half dozen in- 
stances by stores that retail shoes 
for $4 and $5, and the merchants 
in the outer sections of the sec- 
tion are hard put to meet the com- 
petition. These merchants have 
about come to the conclusion that 
the five-dollar shoe is their big bet. 
They have exceptions to this rule 
and higher prices are paid fre- 
quently, but they generally have on 
hand a large assortment of shoes 
that are priced to retail at $5. 

The Travelers Shoe Co. is going 
into Euclid Avenue near the Euclid 
Arcade, which is in the busiest sec- 
tion of the local shopping district. 

High rents formerly kept the 
lower priced shoe houses out of 
Euclid Avenue, but now they seem 
to be able to make it go by volume. 


Business Swings With Weather 


The pre-Easter business has been 
spotty following a period of dull- 
ness unexpected after the clearance 
sales period. The influence of the 
weather is plainly demonstrated in 
its effect upon buyers. Every pe- 
riod of sunshine and fair weather 
sees the stores filled with eager 
buyers while the intervening days 
of rain and unfavorable: weather 
invariably bring a slump in trade. 
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Good News Is Like Music 


—It cheers—inspires—fills the day with sunshine. 













The good news of Lape & Adler Shoes for women fills the shoe mer- 
chant’s day with the joyful music of his cash register. 


The new L & A models are speedy sellers because their enticing new- 
ness—their uncommonness—go straight to a woman’s heart. They 
answer the feminine desire for footwear that is always a step ahead in 
the fashion parade. 








To display the new L & A models in your window is to sell them and 
reap the generous profits. 





Remember—L & A—the good news shoes! 


THE LAPE & ADLER CO. 


“Makers of the L & A Shoe” 
COLUMBUS, OHIO 





























Couriers of “Good News in Shoes” ~_ 








Dunbar Archer Phil Miller . C. Thomas 

B. J. Coens F. A. McGiffin . S. Van Hoosen 

Ray Glasceck © Toms Talbott ha? ay 
? ‘om i r. 

Paul J. Lee J. A. Spurlock Ww. T. Detenon 1 
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A Colorful Season 


Detroit shoe merchants have set- 
tled down to a highly colored 
spring season. Never in the his- 
tory of the trade have so many 
light shades in dainty footwear 
been offered to the customer. The 
windows of all stores feature light 
kids, gray, sauterne, parchment 
and blonds of many names, with 
interesting reptile leathers adding 
to the gaiety of the displays. 


Gray Waning 


As the season develops it ap- 
pears that grays are not holding 
the premier place among light col- 
ors; parchment and other blond 
shades are passing it in public fa- 
vor. The blond types with trim- 
mings of fancy leathers and of 
slightly darker shades are shown 
in a very large variety. 

Blond calf in men’s shoes are 
being accepted eagerly by the 
younger men, who usually snap up 
novelties with an eagerness that 
shoe merchants and manufacturers 
might well give more attention to 
when arranging for their season’s 
stocks. The fancy lace fad among 
a certain class is apparently un- 
abated. 


Foot Clinics 


During the last week of Febru- 
ary the Cantilever Shoe Shop, 2038 
Park Avenue, held daily clinics for 
their customers, during which time 
28 Detroit Osteopaths cooperated 
in giving free diagnoses of the foot 
troubles of all patrons. The ser- 
vice was rendered without obliga- 
tion of any kind to the patrons, the 
object being to give additional ser- 
vice to old customers and attract 
new ones to the shop. 


Te Show Detroit Products 


“Let’s Know Detroit” Week will 
be held April 5 to 10. Retail mer- 
chants will cooperate with manu- 
facturers by giving space in the 
windows for the display of Detroit- 
made products. A. O. Day, general 
manager, R. H. Fyfe & Co., is chair- 
man of the committee having in 
charge the shoe and leather indus- 
try. 

Newsy Notes 


King-Blair Co., clothiers for 28 
years in Detroit, have opened a 
men’s shoe department in their 
store, corner Woodward Avenue 
and John R. St. 

The Collegian Shoe Store, for- 
merly on the campus, has moved 
to 410 Woodward Avenue, adding 
another to the _ shoe 


many 
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wear for the warm season. 


conference are as follows: 


MERWEIGHT SHOE DAY.” 


retailers. 





stores in this lower Woodward dis- 
trict. 

Harold Campbell, formerly with 
A. E. Burns & Co., and more recent- 
ly with Amluxen Bros., has opened 
a family shoe store in the new Lin- 
wood Business District. 

Crowley, Milner Co. have opened 
a shoe department in their new 
basement store. 

Danto’s Boot Shop, State Street, 
has installed an unusual back- 
ground for their spring windows. 
The back of the window is hung 
with white silk draped in folds. In 
front of this a huge old-time gate 
is fashioned, having an arch over 
it. The gate is painted-on wall 
board and is very much like a 
weathered board gate hung with 
great massive hinges and fastened 
with an old-fashioned hasp. At 
each side of the gate a picket 
fence extends to the sides of the 
window. The fence is brown to 
match the gate. 

Simplicity in arranging plush 
drapes is the keynote of a fine set 
of windows at A. E. Burns & Co. 
The plushes are draped fan fashion 
from top to bottom of the window. 
Fringe of chenille cords extend 
several feet over the drapes, which 
with artificial flowers make a very 
striking and attractive background 
for the footwear displayed. 

The Bostonian shoe store, 124 
Michigan Avenue, has several new 
backgrounds in the form of a pla- 
teau and panel. These are in pale 
green and gold, with flower boxes 
filled with artificial flowers at- 
tached to the panel. 





Summerweight Day—May 15 


The recent conference under the auspices of the New England 
Shoe and Leather Association to stimulate interest in the Sum- 
merweight men’s shoe campaign has brought an instant response 
from the trade, and it is certain that all branches—manufacturing, 
wholesaling and retailing—in New England will work actively 
together to impress the general public during the period of May 
10-15, with the desirability of changing to lighterweight foot- 


1] Recommendations along this line, as officially adopted by the 


It was voted that the manufacturers could profitably work to- 
gether in the promotion of the idea of making May 15 “SUM- 


That the associations would, to this end, bend every energy to 
urge to the trade the advisability of concentrating on the sale 
of Summerweight shoes during the week of May 10 to 15. 
| That through trade press advertising, trade letters and other 

media the retail merchants would be urged to dress windows and 

* push the sale of Summerweight shoes during that week. 
That manufacturers would, through their own salesmen, pro- 
mote the idea of popularizing the Summerweight Shoe idea among 


That, working concertedly, manufacturers, salesmen, retail and 
the trade press could accomplish much to increase interest in the 
Summerweight shoe movement, which has already become an 
important factor in increasing per capita consumption of footwear. 
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BALTIMORE 


Business Good 


The monthly review of the Fifth 
Federal Reserve Bank states that 
January, 1926, was on the whole a 
better month in business circles 
than January, 1925, practically all 
of the leading barometers indicat- 
ing an increased volume of trade 
this year. Debits to individual ac- 
counts at clearing house banks in 
the leading cities exceeded debits 
of 1925 by more than 10 per cent, 
and also exceeded debits for De- 
cember, which is unusual. 

Retail trade at department stores 
exceeded January, 1925, trade by 
10 per cent. Stocks on hand in the 
reporting stores at the end of Jan- 
uary was 6.9 per cent larger than 
stocks a year earlier, but were 4.5 
per cent below the stocks on hand 
on December 31, 1925. The rate 
of turnover was good for January, 
sales during the month averaging 
24.6 per cent of average stocks car- 
ried during the month, indicating 
an annual turnover rate of nearly 
three times. Wholesale trade was 
in larger volume in January than 
in December in every line reported 
upon except groceries. Shoes reg- 





istered gains somewhat larger than 
seasonal trends would account for. 
Bank deposits are higher than at 
this time in 1925, indicating a con- 
tinuation of high purchasing power 
on the part of banks’ customers. 
Windows are now attractively 
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YOU DONT HUNT GRIZZLY BEARS 
WITH A TOY PISTOL 


—nor try to make Quality Shoes with anything except the 
best of leathers. That’s why we recommend STERLING 


PATENT COLT and STERLING PATENT KID leathers. We 
know this famous tannage will hit the mark of. fine footwear. 


> 


Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY ~~~ BOSTON, MASS. 
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A new angle on men’s shoes 


dressed with new spring footwear. 
Although patent is selling best at 
some shops, in others light shades 
of kid are taking first place. The 
different shades of blond kid trim- 
med with contrasting colors in va- 
ried materials, are the leading sell- 
ers. 


Genuine Snakeskin 


Slesinger’s are showing a genuine 
gray African water snake 20/8 spike 
heel one strap D’Orsay type pump 
to reta?l at $32.50. This same slip- 
per can be had in genuine marsh 
snake in light brown and at the 
above price. Another style is a 
blond kid vamp and quarter with 
brown patent saddle and heel and 
brown patent bow. This pump has 
a braided loop over the bow with; 
two coral beaded pendants hanging 
below the bow. This shoe is also 
made up in tan calf with alligator 
trimming. Both styles retail at 
$15.00. Slesingers are selling more 
patent leather shoes than any of 
the other materials, with blond kid 
following a close second. 


Colored Kids Strong 


Mr. Cobourne at Hahn’s says 
everything is colored kids and very 
little patent. Oxfords are creating 
a stir, but strap and step-in pumps 
are the largest sellers. At this 
shop may be seen a one strap pump 
in light brown kid with underlay 
at vamp of light blond kid and 
three shades of reptile skin at cen- 
ter of vamp. 


Selz line of shoes for men; they re- 
tail at from $6 to $10. 


New Shoe Store 


Hall Bros., who were “burned 
out” several months ago, in the Ma- 
sonic Temple fire, have a new shoe 
store. They have purchased the at- 
tractive three-story building on 
Gallis Street, formerly occupied by 
the Kline store, and recently re- 
opened for business with a com- 
plete line of wearing apparel for 
men and boys. 


Women’s Shoes Added 


H. Atlas of the Atlas Co. has pur- 
chased Albert Goldstein’s interests 
in the company. Mr. Atlas has re- 
modeled the entire store and has 
added a line of women’s popular 
priced shoes. 


Off for Europe 


Mark Selby of the Selby Shoe Co. 
is about to sail for England.. 


President Selby Convalescing 


G. D. Selby, president of the 
Selby Shoe Co., who has been re- 
cently suffering from a severe at- 
tack of the “flu” is now convales- 
cing. \, 
A Business Change 


The People’s Store, (Atlas & 
Goldstein, propa ) is closing 
out business. @ building has 
been sold to» Ben Diener of the 
Miller Dry Goods Co., who will in- 
stall therein a complete line of 
women’s, misses’ and children’s 
“ready-to-wear” and shoes. 


| CINCINNATI | 


Business Good 


Last Saturday, despite a warm 
rain, merchants reported that their 
stores were well filled with pa- 
trons. A heavy demand for all 
types of spring styles was reported. 

Colored kids in the lighter shades 
and black patent leather is holding 
the material stage with the shoe 
purchasers. The kids in blond, 
gray and parchment are selling the 
best. Many merchants group all 


these shades under the heading of 
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blond and say this is the biggest 
seller, however, upon dissection it 
is found that they are talking about 
all the lighter shades of this popu- 
lar leather. Kids in applique and 
underlay trimmings of all sorts 
particularly in the reptile leather 
are most popular. 

Black patent leather, always a 
good staple seller is holding a close 
second place to the kid leathers. 
Patent leather pumps and one 
straps trimmed in reptile leathers 
with heels in similar trimming are 
receiving the greatest amount of 
attention from the shoe buying 
public. 


Expect Colors tu Continue 


As to the future, that is after 
Easter, both manufacturers and 
retailers are reluctant to make any 
forecast. The early opinion that 
colored kid would continue right 
up until the white season is still 
the predominating impression, but 
style prophets are beginning to 
show some waning of their faith 
in these predictions. Their doubts 
are founded chiefly on the fact 
that the leather market is so un- 
certain in its supply of kid leather 
in sufficient quantities to satisfy 
the continued great demand for 
colored kids. 

A. E. Gerhart, manager of the 
shoe department of the Denton 
Company is finding a step-in pump 
in rosewood kid to be exceptionally 
popular with the female shoe buy- 
ing public. This style is trimmed 
with lizard applique, and has a 
18/8 inch heel. This shoe sells for 
$12. 

“Our department enjoyed quite 
a large business last Saturday, but 
the continued bad weather has 
slowed up business so much that I 
can join the rest of the shoe men 
in wishing for the continued good 
weather of the early part of this 
week,” stated Eugene Held, man- 
ager of the shoe department of the 
John Shillito Company. “I find 


A Dipped Quarter 


A new idea in Haverhill is 
that of a dipped quarter. For 

. instance, on the quarter of a 
pair of patent leather pumps 
there is a band of patent 


leather from the throat across 
the mid line of the quarter to 
the back stay. This overlaid 
band of leather is edged with 
gold. This gold stripe halves 
the quarter and makes it look 
unusually graceful. 
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~ SPRING Th IME 


is your time to make every prospect a customer by 
keeping stock complete in sizes for every demand in 


























/ Check up often and write orwire orders to » 


Dept 


( See Stock Book No38 for Styles for Men &Women) 


THE STETSON SHOE COMPANY, INC 
SOUTH WEYMOUTH, MASS 





.STETSON SHOES 
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that colored kids are by far the 
most popular. But as long as the 
weather was so bad, women failed 
to see how shabby their shoes ap- 
peared, however, with the advent 
of good weather to assure the 
women that new shoes are neces- 
sary, I expect to see a heavy influx 
of business.” 

“Business has been fairly good, 
put I could handle a great deal 
more,” was the comment of A. E. 
Gerhart, manager of the shoe de- 
partment of the Denton Company. 
“Colored kids continue to be the 
outstanding choice of women com- 
ing to this store.” 

“We are exceeding our last year’s 
business totals by a considerable 
margin,” declared Harry Speigel, 
manager of the shoe department of 
the Irwin Company. “Of course 
we have not been as busy as we 
would like to be, but I expect 
things will pick up with the com- 
ing of better weather.” 


Retail Trade Better 


Last Saturday was one of the 
best experienced in the down-town 
shoe-belt in a long while. One 
store reported a $500 gain. An- 
other large department: store re- 
ported that it was one of the best 
days they’ve had in the store re- 
cently. 

These reports were heard every- 
where and the remaining portion 
of the month should change what 
was a decrease the first half into 
a large increase over the period of 
a year ago for the month of March. 

Some mention has been made 
that customers are difficult to sell. 
For the most part the explanation 
given is, because of the uncertainty 
in the women’s minds as to exactly 
what they want. The gray garment 
situation has complicated matters 
to the extent that a gray pair of 
shoes can only be worn with gray 
clothes. And gray clothes can 
hardly be worn with anything but 
gray footwear. It may mean extra 
pair business. 


._ Blond Leading 


The blond family is without a 
doubt leading the style procession. 
This does not apply in all stores. 
Stores selling top grades report 
gray better than blond. 

One store, a large one selling 
men’s, women’s and children’s 
shoes stated that they were selling 
8 pairs of blond to 1 pair gray. 
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No woman ever gets enough pairs of pretty shoes. The Thayer-McNeil 


store in Boston sends out a folder 


hosiery and 


Fifty per cent of the days sales 
were for colored kids, the remain- 
ing 50 included all other shoes. 


Youth and Color 


In a novelty shop catering to 
flaming youth 80 per cent of the 
shoes sold were colored kid. 

The reptile grains continue to 
gain in prestige. Trimmings in par- 
ticular are most acceptable in these 
skins. 

Smart operators do not expect to 
be rid of their blond shoes until 
the first of June. That is the pre- 
diction of one of the best stylists 
in the city. He added that of course 
everyone would try to clean-up be- 
fore this, but indications were that 
this would not be accomplished. 


| SAN FRANCISCO | 


Style Shoes Selling 


“Tell me what you eat and I will 
tell you what you are,” used to be 
the national advertising slogan of 
a famous food product. It might 
be paraphrased to read “tell me 
what you have and I will tell you 
what your business is,” in summing 
up the shoe situation in San Fran- 
cisco. For the ratio of business 
and profits seems to be in direct 


* proportion to the effort the dealer 


is making to take shoes out of the 
footwear and into the millinery 
class. The more styleful the shoe 
the more’ readily it is selling ean 
readily be proved for it is the 
stores that are going to any lengths 
to combine high quality and style 
that are making the most enthusi- 
astic reports on business condi- 
tions. 


in five colors, emphasizing shoes, 


ags to match footwear 


They are finding it far more 
profitable to outstyle than under- 
sell their competitors. Shoes from 
$12.50 up, particularly from $16.50 
to $25, are selling more readily 
than ever before and there are a 
number of stores whose salespeo- 
ple have grown accustomed to sell- 
ing $40 and $60 shoes with perfect 
composure. 


Gray Makes Gain 


A strong gain for gray has been 
the color development for the last 
two weeks. Without any price dis- 
tinctions, in some shops grays are 
by far the best sellers, though 
their owners are not making any 
predictions as to gray’s tenure. In 
others, sauterne and parchment are 
outselling grays two to one. Where 
patents with plenty of high lights 
in the way of lighter color trims 
are featured, they are holding their 
own very well indeed. Lacking 
these style notes, patents have 
slumped noticeably in the last fort- 
night. In the White House, noted 
for its smart shoes, grays, patents 
and sauternes are selling evenly. 


Early White Demand 


The demand for white shoes is 
coming exceptionally early for San 
Francisco and many dealers are 
countermanding freight orders and 
wiring for express shipments as a 
result. White trimmed with gray 
and sauterne lizard is an out of 
the ordinary white shoe being fea- 
tured by one.store. Sport shoes 


promise to be particularly strong 
this season, judging from the pres- 
ent demand. Sauterne, parchment 
and ruddy calfs, reptilian leathers 
and white buck with patent and tan 
calf trims are being shown. 
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The 
SATIN SHOE 
STEPS OUT / 













For both 


R footwear, satin has arrived. 
formal and informal occasions it is entirely en 


régle. And because the beauty of Cedar Cliff Shoe 


Satins does not in the least interfere with its re- 
markable durability, this make of satin is the choice 
of discriminating manufacturers from coast to coast. 
The trade has learned to depend absolutely upon 
Cedar Cliff and it is a confidence well deserved by 
Cedar Cliff quality and Cedar Cliff fairness in its 


treatment of the trade. 


THE CEDAR CLIFF SILK COMPANY, 


251 FOURTH AVENUE, 


Cedar Ci SHOE SATINS 


NEW YORK CITY 
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Shoe Factories Busy on New 


Styles for Summer 
Production of Whites Begins 


HAVERHILL | 


Color and Line 


Color and line continue to be the 
chief features of Haverhill foot- 
wear fashions. Haverhill used 
more colors and produced more 
lines in shoes during this early 
spring and Easter run than in any 
former season. It is by no means 
at the end of its resources in these 
respects. Shoes are commonplace 
no more. It is color and line that 
give them the life ot style and the 
impetus to sell. This is the Haver- 
hill view of shoes. 


White Next Leader 


White looms up as the next 
leader on the program of fashion. 
Haverhill is already making quite 
a number of white shoes. May 
10 is the time fixed for completion 
of deliveries of white shoes. That 
provides for less than 30 working 
days. It does not look like time 
enough. 

White shoes are being trimmed 
with slender appliques, inlays or 
overlays of blue, green, gray or 
black leather. A touch of color, 
by contrast, adds to the whiteness 
of the white. There is some report 
of a fashion of ivory white shoes, 
to be trimmed with ivory shark, or 
silver or other metal lustre leath- 
ers. 

Patent leather, too, is brightened 
up by a touch of color, perhaps a 
collar of copper calf, snake calf, 
ivory calf or iridescent patent 
leather, or a saddle trim or appli- 
ques of baby lizard, or alligator, of 
silver serpent, or buffed alligator. 


Shoes to Match Bags 

Shoes of patent leather are edged 
with silver lustre leather. These 
are to match bags of patent edged 
with silver lustre leather. Some 
big city stores are showing these 
shoes with bags to match. 

Similarly, there are gray kid 
shoes, trimmed with Parisian 
patches, or Harlequin designs, of 
reptile gray leather. These shoes 


are also to match shopping bags of 
similar color and design. 

New basket weaves in colors and 
of metallic lustre finishes are 
among the samples. So are tropi- 
cal fabrics. Satins are running 
mostly in blacks. Velvets will be 
used for late summer or early fall. 

Haverhill has cut more snake 
and reptile grains, genuine and em- 
bossed grains, this season than in 
any former season. 


The Sweetheart Silhouette 


A Haverhill stitcher has 
succeeded in stitching the pro- 
file of a face of Apollo on the 
vamp of a shoe. She can do it 
in colored threads, too. Hence 
the Sweetheart Silhouette. 

Mrs. Laura Scates of the 
Star Stitching Co. of Haver- 
hill is the expert who has suc- 
ceeded in accomplishing this 
new decoration of shoes. 


Lines of Patterns 


Strap pumps show up best for 
volume business. One strap pat- 
terns predominate and most of 
these straps are slender. A new 
pattern provides for an _ instep 
strap, in combination with a front 
strap. This instep strap loops 
through a flap attached to either 
side of the quarter. The flap but- 
tons to the quarter with fancy but- 
tons. By setting over the buttons, 
the strap may be adjusted to fit any 
instep. 

Some effort is being made to get 
a band of leather around the ankle, 
and above the ankle bone, as in an 
anklette pattern. One of these de- 
signs, by the way, shows a silver 
gray floating ankle strap on a pat- 
ent leather pump. The strap is 
shirred, and it suggests a garter 
that has dropped down around the 
ankle. 

Some straps are made of chain 
mesh, such as is used for mesh 
bags. Others are made of braided 
tinsel threads in silver and gold 
finishes. 
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To blend the design of straps 
with the design of appliques is a 
popular idea, of which there seems 
to be no end, in so far as variety 
of designs is concerned. 

A brisk demand for Theo and 
like center ties is reported from 
some cities. One thought in the 
matter is that the younger genera- 
tion wishes some sort of a shoe 
that is held securely to the foot, at 
both heels and sides, by some sort 
of a fastening. 


Changes in Lasts 


Heels higher than three inches 
are reported in the distributing 
markets. But the bulk of business 
is on heels 18/8 and 14/8 high. 
Some new lasts show wide toes, 
somewhat squarish and heels low 
and somewhat blocky. 

However, the major line of style 
development in heels as well as in 
lasts, patterns and leathers, awaits 
the completion of Easter sales in 
stores and the style conference in 
New York. 


Personal Notes 


The Paris Shoe Co., a new firm 
at 101 Washington Street, came 
here from Wolfboro, N. H. 

M. T. Ornstein has taken another 
floor in the Victory Building to in- 
crease his output. 

George R. Knights of Knights, 
Allen Co. is home from Florida. 

George W. Dobbins of Witherell 
& Dobbins, now in liquidation, will 
have a new factory in Plaistow, 
N. H. It will be a one-story fac-. 
tory, 60 x 200 feet. 

The David Shoe Co., 44 Wingate 
Street, is taking the whole build- 
ing and will increase its output of 
novelties. 


Summer Styles Coming 


New style. development, as well 
as new business development, waits 
upon the sales of Easter shoes in 
stores, as well as the style confer- 
ence in New York on April 14. 
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The Road to Extra Profit | 





Our 1926 Catalog is ready. 
It will open your eyes to the 
range and beauty 


recewved your copy, we will 
be glad to send it. 
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HEN you are studying how to increase’ vour net, think of the 

many merchants who have found out that Daniel Green Comfys 
sell all the year round. Many of these merchants combine an all-year 
Daniel Green Comfy section with their hosiery display. This results 
in their getting several times as much out of Daniel Green Comfys as 
those who simply push them the last few months of the year. 


This new attitude toward Comfys is due, not to any forcing of 
sales. There is a natural demand to be met, in spring as in fall—in 
summer as in winter. This earlier demand is partly due to our year 
round advertising—and partly due to the increased interest in slip- 
pers of special fabric—in satins, leathers, and brocades, for the bou- 
doir. 


Make up your mind to have some of these profits yourself. It isn’t 
hard to do; you'll be surprised to see how quickly and easily these modern 
Comfys styles sell. Write us about it. We can tell you some interesting 
facts. 


DANIEL GREEN FELT SHOE Co. 
General Offices 
DOLGEVILLE NEW YORK 
Sales Offices 


10 East 43rd St. 10 High St. 189 West Madison St. 
New York City Boston, Mass. Chicago, Ill. 






Daniel Green 


Comfy Slippers 
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A Straight Last 


The Sutherlands, pattern 
makers of Lynn, have a 
straight last which was whit- 
tled by hand by one of their 
ancestors 100 years or so ago, 
or before Blanchard invented 
the lathe for turning lasts. 

A straight last may be 
Greek to some of the younger 
| generation of shoe men. So 





let it be explained that a shoe 
made over a_ straight last 
could be worn on either the 
right foot or the left foot. 

Indeed, some thrifty folks 
of years ago bought shoes 
that were made over straight 
lasts, and alternated the wear 
of them, one shoe of a pair 
first on the right foot and 
then on the left foot, and vice 
versa. The idea in this was 
to balance the wear, and make 
the shoes serve longer. Any 
shoe man who this spring 
changes the tires on his au- 
tomobile to balance the wear 
on them will understand the 
circumstances of these 
straight last shoes. 











The run on late spring and sum- 
mer novelties in Lynn shops slowed 
down earlier than was expected, 
because the mild, warm spring did 
not come on time as was expected. 
However, there is nothing to do 
but to patiently wait for the 
the weather to average up. 

Sales of colored kid shoes were 
the main feature of Lynn’s spring 
and summer run. The cutting of 
kid on this run was in larger vol- 
ume than during any former corre- 
sponding season. Pumps styles 
were by far the best sellers. 


Some Style Tendencies 


White shoes are being made. 
They await the coming of hot sum- 
mer days for their best develop- 
ment. White shoes, in simple strap 
models, with slender inlays, or 
overlays, of green, blue gray or 
black leather, are much in favor. 

A few strap pumps of red, blue 
and green kid leather have appeared 
in Lynn shops. But the volume of 
them is no where near as great as 
in some former seasons. 


Patent leather shoes, with a 


touch of color, are coming along 
strong again. The same is true of 
black satin. 

It is a common expectation that 
colored kid shoes will be carried 
slong into the summer, because 
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they have served so well during 
the spring. 

Designers are offering one and 
two eyelet ties, and like center ties; 
but manufacturers continue to do 
most of their business on pump 
models. Extra high waisted pumps 
are in the fine lines. 

Sandal styles are selling. But 
the new idea of a sandal is that 
with a front strap in combination 
with an instep strap and an open 
shank. 

Last makers are making minor 
changes in their models, to meet 
the particular requirements of in- 
dividual manufacturers. There is 
some talk of lower heels. Eyes 
have become accustomed to high 
heels and a heel that would be 
called low today would have been 
considered high a few years ago. 

Production of fine dress foot- 
wear, such as dancing pumps of 
the finest feathers and fabrics, is 
larger than in former seasons. Evi- 
dently the dancing season does not 
end with the winter, but continues 
the year round. 


Cataloging Information 


A method of cataloging current 
information of shoes, such as clip- 
pings from trade papers, market 
reports and written notes, have 
been worked out by the Lynn shoe 
school. It is recommended for use 
by.shoe men generally. 

The school points out that plenty 
of information is current, but it is 
sometimes difficult to have detailed 
information at hand when it is 
wanted. 

So it has prepared its method ‘of 
cataloging information for ready 
reference. The system is like that 
of consulting books in a reference 


library. 
A Sky Sign 


A big mill in the North Shore 
district is having painted on its 
roof a sign of letters so big that 
they can be read from an airplane 
traveling 10,000 feet high in the 
sky. 

This sign may give some idea 
of what the world is coming to. 


BROCKTON 





Wide Lasts Still Good 


Because men liked the comfort 
and room afforded in wide toe lasts 
there -is still a demand for the 
wider lasts, although medium wide 
and medium round toes are in popu- 
lar favor, according to Paul S. 
Jones of the Mawhinny Last Co. 
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Wide effects in French lasts are 
being ordered as well as English 
lasts. While there is a tendency 
toward the latter it is not positive 
and the volume of demand is small, 
he says. 

New Sport Types 


Creation of shoes with pep is 
profitable, the Geo. E. Keith Co. 
notes in commenting on the success 
of two new sport styles. One, the 
“Bimbo,” is a blond calf with har- 
ness stitch of white and a flat white 
lace. The oxford was planned as 
an after-Easter feature but dealers 
have already sold many pairs and 
have reordered. The second is a 
combination of tans in parchment 
shade and another of darker tone, 
with saddle strap and fitted with 
stitching. It is named the “Cape 
Codder” in view of the Cape Cod 
boom and after the New York- 
Hyannis train of that name. 


Light Tans 


Light tans and natural calf or 
nude are constituting nearly all of 
the rush business being received 
by Conrad Shoe Co. H. G. Tucker 
of the concern also says the trade 
is calling for blacks but not in any 
great quantity. In some cases 
dealers who ordered conservatively 


‘on blacks are buying more now. A 


tendency toward stitching rather 
than perforations is reported. 








An Unusual Store 


Frank C. Stuart bought the 
shoes, leather and factory 
supplies of Donovan, Giles 
Co., Lynn shoe manufacturers, 
now in liquidation and the 
sample cases and other furni- 
ture. 

Mr. Stuart set up the sam- 
ple cases, which are of the li- 
brary cabinet style, in his 
leather store in Liberty 
Square, and filled them with 
shoes, Before these cases he 
arranged chairs. Then he in- 
vited Lynn folks to come to 
his store, take seats in the 
chairs and look at the shoes 
spread before them in the 
cases, and make such selec- 
tions as they might wish. 

Not a single pair of shoes 
was kept in the cartons. In- 
deed, many of them had not 
been packed, but were taken 
right off the factory racks. All 
of the shoes were shown in 
plain view, like fruits in a 
fruit store. 
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BARNEYS BALLET. 


Officially adopted by the International 
Association of Masters of Dancing 
as the best professional toe and ballet 
slipper. Made by master craftsmen 
of the finest materials and with superb 
fitting qualities. 


Allsteel Shelving FOUR WEEKS’ DELIVERY 
new patented BALLET 


We also make a 


for the Shoe Trade suaiecel 3 hla 


IGHT, strong, fire-resistant—quickly erec- Only One Exclusive Agency in a Town 
ted or re-erected without special tools— 
and giving 10 to 30% greater storage space. 


To fit growing needs, additional units may be 
added later—or the entire installation moved 


| 
and re-erectcd elsewhere. . . , 
Allsteel Shelving is ideal for shoe storage and for ; IS 
shoe stores. Attractive appearance, low initial : B “Arlington Operated” 
cost and no upkeep. The Alisteel mark on shelv- f ; 
ing is your guarantee of permanent satisfaction. : HO’ I , | -: A N SONI A 
Write for a copy of ‘‘Saving with Shelving’’ j 

THE GENERAL FIREPROOFING CO. Broadway, 73rd to 74th Streets, New York City 

12 minutes from Penn. and Grand Central Stations 


Youngstown, Ohio 
Dealers Everywhere + Canadian Plant: Toronto, Ontari® 5 minutes to Theatres and Shopping District 
' 2 1260 ROOMS 


(All Outside) 











New York’s most com- 
plete hotel. Everything 
for comfort and con- 
venience of our guests, 
Two Restaurants 


Open from 6.30 A. M. 
: until midnight 


Music - - Dancing 
2 Radio Orchestras 
Ladies Turkish Bath 

Beauty Parlor 

Drug Store 
Barber Shop 

Stock Brokers Office 


All in the Ansonia 
Hotel 








TRANSIENT RATES 
300 Rooms and Bath......+-++++++++-83.50 per day 
Large double Rooms, twin beds, Bath.$6.00 per day 
Parlor Bedroom & Bath (2 persons)..8%7.00 per day 

Special Weekly and Monthly Rates 

A restful hotel—away from all the noise and ‘dirt’ of the ‘Roaring 
Forties."" No coal smoke, our steam plant equipped with oil fuel. Coolest 
Hotel in New York in Summer. 


The ANSONIA 


tn Conjunction with the Hotels Colonial, 
Anderson, Richmond & Cosmopolitan 
“Arlington Operated” 




















Peseseeetiiach this coupon to your firm letterhead*****22"% 


& The General Fireproofing Co., Youngstown, Ohio B. & S. R. 
8 Please send me without obligation a copy of your book “Saving with 


: Shelving.” 


When writing to advertisers please mention Boot AnD Sroe Recorver 
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ommmnurchill & Alden Co. salesmen 
Fe stowing four new lasts on their 

resent trips,.including a snappy 
round toe in a young man’s oxford 
and a medium wide toe. One of the 
new numbers has the custom effect. 
.Popularity of light tan continues 
}» tp the firm’s customers. 


On Vacations 
} President John S. Kent of the 


'Grockton Shoe Manufacturers’ As- 
dsociation, head of the M. A. Pack- 
yard Shoe Co., and William A. 

ogan of the T. D. Barry Shoe Co., 
are among the vacationists at 
Pinehurst, S. C., where they are en- 
joying golf. 


Trojan May Resume 


Resumption of operations by the 
Trojan Shoe Co. will likely result 
from acceptance by a majority of 
creditors in number and amount of 
a 25 per cent composition offer 
made by the firm after being peti- 
tioned into bankruptcy. 


| CINCINNATI | 


Wholesale Market Quiet 


An expectant hush has settled 
over the Cincinnati manufacturing 
market since the salesmen have 
either returned to their territories 
or have received new samples for 
spring and summer business from 
the factories. The factories how- 
ever are not lying idly by until 
orders begin to pour in, for 
all manufacturers have sufficient 
orders on hand to keep busy for 
some time to come. 

The feeling in the atmosphere 
however is one of uncertainty as 
to what will be the big thing in the 
demand of the retailers, hence, the 
“expectant hush.” Salesmen ap- 
pear to be of the impression that 
they will continue to sell colored 
kids, with a fair portion of black 
patent leather and undoubtedly a 
goodly portion of whites for sum- 
mer wear. 

All salesmen report that weather 
conditions throughout the country 
recently were such as to hold a big 
rush of business somewhat in abey- 
ance. 

“We are busy,” was the comment 
of officials of the Vollman, Law- 
rence Shoe Company. “We have 
replenished our in-stock depart- 
ment in turns and McKays in bal- 
loon and slightly narrower toe 
lasts. We also have added quite a 
number of other sizes and styles 
to our in-stock department. 
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“Our men have returned to their 
territories with the new spring and 
summer samples and we expect 
that they will continue to keep us 
as busy as we now are,” declared 
Fred Murthing of the Krippendorf- 
Ditman Shoe Company. “The sales- 
men who were in from their fields 
last week reported that weather 
conditions were causing a slight 
lull in buying but that with a bet- 
ter break in the weather, real ac- 
tive buying will be the order of 
the day. 

Patent Revived 


“Black patent leather is being re- 
vived, according to our present 
orders,” continued Mr. Muething, 
“but, of course, the popularity of 
colored kids is bringing us quite a 
large volume of orders. We find 
that there also is some demand for 
Theo ties but I cannot say this is 
as big as the demand for colored 
kids and black patent leather.” 


The Satan Shoe 


The Satan Shoe, designed 
and made in Lynn, has these 
points: 

A tip like the devil’s horn. 

A bow trimming of leather 
folded, like the bars on the 
gates to Hades. 

An appliqué that curves 
like Satan’s tail, and ends in 
a point, like Satan’s tail. 

It is made of the skin of a 
serpent. 

The designer wanted to 
make the heel like the hoof 
of satan, but the shoemaker 
said there is such a thing as 
being too realistic. 


“Our factory is very busy filling 
orders for Easter and after Easter 
business,” was the comment of 
Fred Roth, of the Roth Shoe Com- 
pany. “We are beginning a big 
line of Southern ties in our new 
sampies. These will be new in 
every regard; styles, color combi- 
nations and everything which goes 
into making shoes popular.” 

The Cahill Shoe Company reports 
that their salesmen are sending in 
orders for colored kid _ shoes. 
Parchment and Sudan shades con- 
tinue to sell. Patent leathers with 
trimmings of blond and gray kid 
are also being bought. 


Our Apologies, Jo! 
On page 107 of the March 6 is- 
sue of the RECORDER it was re- 


ported that Jo Sullivan has joined 
the Vollman Lawrence Company. 
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This was incorrect and should have 
been Jo Soloman. We apologize Jo, 
and hope it did not cause you any 
inconvenience. 


Vollman Opens New Agency 


The William Windhorst Com- 
pany, at Twelfth and Main Streets, 
has installed a complete line of the 
Vollman, Lawrence Madame _ Bo 
Couer shoes. This company hereto- 
fore has not had a shoe depart- 
ment, but now will handle nothing 
but Madame Bo Couer shoes. This 
firm will have the exclusive agency 
in Cincinnati. 


George Vollman, Sr. Back 


George Vollman, Sr., president 
of the Vollman, Lawrence Shoe 
Company, Cincinnati has returned 
from a business trip through the 
East. He reports that because of 
the inclement weather things are 
fairly quiet in the eastern shoe 
centers. 


George Hornikel Dead 


George Hornikel, who was a mem- 
ber of the Krippendorf-Ditman 
Shoe Company for more than 40 
years, died suddenly at his home 
on College Hill, Cincinnati, last 
week. Mr. Hornikel began his 
work in the shoe business with the 


- Krippendorf-Ditman company when 


a boy. At the time of his death 
he was in charge of the packing 
and shipping room. He had a host 
of friends in the shoe business 
throughout the country. 


Carlisle in West 


J. T. Carlisle, of the Krippen- 
dorf-Ditman Shoe Company, Cin- 
cinnati, was in St. Louis and Cleve- 
land last week on a short business 
trip. 

Auer’s Father Dies 


Nathan Auer, father of Charlie 
Auer, of the Cahill Shoe Company, 
died last week, at his home in Cin- 
cinnati. Charlie was called home 
by the passing of his father. 
Charlie also had been suffering 
from a slight attack of La Grippe 
and is staying over a little longer 
to be fully recovered before re- 
turning to his territory. 


| MILWAUKEE | 


Shipments Good 


Milwaukee factories are doing a 
nice business this month, aecord- 
ing to a number of reports. Ship- 
ments have been very good, and 
mail orders are coming in nicely. 
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Several factories are planning to 
make announcements’. regarding 
new lines within a very short time 
so that the demand for the coming 
months should be stimulated con- 
siderably as a result. 

“Our business has been excellent. 
Mail orders are very. big, showing 
that retailers are noting some ac- 
tivity, and our salesmen on the 
road are doing very well,” stated 
James H. Pratt, secretary of the 
Walter J. Booth Shoe Co., manufac- 
turer of men’s dress shoes to re- 
tail at $5 and $6. “Our shipments 
for the month of March are the 
biggest they have ever been for a 
single month in our history. 

“The best response has been on 
light colors. New styles in blond 
and sauterne calf and the various 
two tone effects appearing in our 
line have been outstanding in re- 
cent orders.” 

Mr. Pratt believes that the pre- 
sent styles shown by the Walter J 
Booth Co., will continue for the re- 
mainder of the season until fall 
styles make their appearance some 
time late in May. 

The Harsh & Chapline Shoe Co., 
manufacturer of men’s and boys’ 
shoes, has announced the addition 
of a new line of calfskin shoes to its 
former line of kip leather, and the 
new line presents some attractive 
features which promise to take well 
with the trade. The new calf shoes 
have been made to retail at $6, 
while the models of kip leather 
which have been retained will re- 
tail at $5. The new line is very 
complete including two tone sport 
shoes, the new blond shade and 
other new features, as well as three 
shades of light tan and more staple 
black. Various perforations and 
pinkings are used for trimming ef- 
fects, and the new triangle eyelet 
appears on one style. In addition, 
Harsh & Chapline are continuing 
to make their line of men’s and 
boys’ Lion brand work shoes which 
were their feature up to last fall. 


Honor Shoe Manufacturer 


Vincent Schoenecker, president 
of the V. Schoenecker Boot & Shoe 
Co., manufacturer of women’s 
semi-dress and comfort shoes, was 
elected president of Milwaukee 
Post B of the Travelers’ Protective 
Association of America at the an- 
nual gathering of the local post, 
and he, with the other new officers, 
was introduced to his new office at 
what was one of the largest post 
gatherings in the history of the as- 
sociation. Mr. Schoenecker was at 
one time national prcsident of the 
association. 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 


Every Wednesday and Friday 











SNAPPY SHOES 

FOR YOUNG MEN 
Up to the minute Styles. Selling 
values unsurpassed. Priced to 
please. Investigate. 

CRAIG-REED & EMERSON, Inc. 

Brockton, Mass. 
Boston Office, 10 High St., Room 304 
New York Office—Marbridge Bldg. 
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BROCKTON MASS- 
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ACTION! STYLES! 


“They've Cot to Be Stetson 
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THE STETSON SHOE CO., Ine. 
Seath Weymouth, Mass. 
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“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 


Boston Office, 183 Essex Street 
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~“““WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS/ 

Plan 


‘Write for Agency 
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' Soft-Sele Leather 
Beudoirs and Novelty 
Kimene Sandals 


Write for Prices 
BEST-EVER SILPPER CO., Inc.. BROOKLYN, N. TY. 
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Swan Shoe Co., Baltimore, Md. 








PARISTYLE FOOTWEAR MFG. CO., ne. 
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HIGH GRADE MULES and D’ORSAYS 
Made of Satin, Ouilted Satin, Embossed 
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DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
122-124 Duane St., 
New York City 

























































EMIL RUBLACK 


Maker ef Artistic: 
Price and Sale Tickats 
Semples Mailed Free on 

Request 


140-142 A lalate 
We. 230, $2.60 per 100 Established 1963 











Wise and Cooper Re- 
organization 

The Wise & Cooper Company of 
Auburn, Maine, who have been doing 
business since 1883, have reorgan- 
ized under the name Wise & Cooper 
Shoe Company. 

They are to discontinue the mak- 
ing of Goodyear Welts and confine 
their efforts to the manufacture of 
Littleway-Process Style Shoes for 
the case lot trade. 

Arthur L. Kinsley, who has been 
associated with the company for 
many years, is president. Horace 
W. Murray, well-known throughout 
the country as an authority on style 
in women’s footwear, is vice-presi- 
dent. Harold Cooper, son of Mr. 
Arthur H. Cooper, is treasurer and 
Andrew P. Murphy, one of the 
enterprising salesmen of _ the 
younger generation travelling out of 
New England, is secretary. Arthur 
H. Cooper will be a director. 

With long years of prestige in the 
production of good values in foot- 
wear, an excellent plant and every 
facility for making attractive foot- 
wear—this new company has every 
reason to look to the future with 
confidence, 

The Boston office of the new or- 
ganization will be the same as that 
of the old company, 166 Essex 
Street. 


“Lou” Livingston Puts It 
Over Big 


Louis Livingston, star salesman 
for the Cornell Shoe Co., high grade 
shoe manufacturers of Brooklyn, re- 
cently returned from a trip through- 
out his entire territory and reports 
that he “put the line over with a 
bang.” 

Lou opened up a number of new 
accounts, and Cornell shoes will be 
seen in many parts of the country 
where they previously have not 
been featured. He intends getting 
out again very shortly, and on his 
next trip will cover the Atlanta con- 
vention. 

George B. Rosenfield, president of 
the Cornell organization, may also 
accompany him on this trip to meet 
some of the boys in the Southern 
cities. 


Levines’ Open “Toggery” 


Levine Bros. of Vernon, Tex., 
have just opened “The Toggery,” a 
shoe, hosiery, ladies’ read-to-wear 


_ shop catering to the better grades, 
in Vernon. L. B. Townley is in 


charge. 
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ARLE 
shoe patterns 


FOR MEN’S FINE SHOES 


ARLE SHOE PATTERN CO. 
5¢ MAIN ST., BROCKTON, MASS. 


























IN STOCK 
BLACK BALLET SLIPPERS 


Ladies’ 
$1.26 pr. 
isses’ 


BLOG SHOE CO., INC. 
147 Duane St., New York. N Y. 











BALLET SLIPPERS-—IN STOCK 
of the unusual kind 


Style oe? Bi02 a Sans 


mG... ~ 11—¢! 
St = ae 


SCHWARTZ & paeeen. 
anufacture 
241 No. 11th Street - Philadelphia, Pa. 











America’s Favorite 


NU-SHINE 


Restores Color 
Preserves Leather 
Beautifies Footwear 
Makes Old Shoes Look New 
THE NU-SHINE Co. 
Mkt. St. Reidsville, N. C. 








CEON WEI” 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 








No matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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Len Burdett in South 


“Len” Burdett of the Burdett Shoe 
Co. left Lynn last week with his new 
spring line of growing girls’ shoes 
to see his friends in the South- 
land. He was accompanied by Nor- 
man McDonald, who also covers 
Dixie with the Burdett line. “Len” 
states he will make about a three 
months’ trip. He will return home 
in time to attend the Boston Shoe 
and Leather Fair, at Mechanics 
Building, July 6-8. He says that he 
has with him a wide variety of new 
numbers, including the new parch- 
ment shade, reptile trims, roll-’em 
pumps—and step-ins. He predicts 
that pumps and step-ins will out- 
sell straps. 


Earhart Is Foerderer’s 


Vice-President 


PHILADELPHIA—At the March 10 
meeting of the board of directors 
of Robert H. Foerderer, Inc., E. B. 
Earhart was elected vice-president, 
with general supervision over sales 
and advertising. This action, it is 
said, confirms Mr. Earhart in the 
office he has administered for some 
time past in the capacity of assist- 
ant to the president. 

Mr. Earhart has had broad expe- 
rience in the merchandising of style 
products and has been intimately 
associated in market research work 
for a number of basic industries. 
Coupled with this, he has had sev- 
eral years’ experience in advertising 
and publicity work. Although a 
comparatively young man he has 
had exceptional training for the 
duties assigned to him. 

In the few years he has spent in 
the leather field Mr. Earhart has ac- 
quired a wide circle of acquaintances 
and friends in both the manufac- 
turing and retail fields. 


Gus V. Wells Is Dead 


Des MoINEs, Iowa.—Gus V. Wells 
of ‘“‘Mate-Mark” fame, is dead. He 
passed away of apoplexy at his home, 
531 Fourteenth Street, on March 11. 
He was 74 years old. For the past 
20 years, Mr. Wells had endeared 
himself to a wide circle of friends 
in the shoe trade. His mate mark 
device is one that is used nationally 
and is a real boon to the trade. He 
will long be remembered for ‘his 
genial and friendly manner. Besides 
his widow, he is survived by. a 
daughter, Mrs. R. E. Jahr of Kansas 
City Mo., and two brothers, C. K. 
Wells and W. L. Wells of Kansas 


City. 
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**Pierre Feminine Foot- 

> Opens 

Boston.—F. M. McEnany, for- 
merly shoe buyer for Filene’s wo- 
men’s shoe department, has opened 
a new type of shoe store at 226 
Boylston Street. It is known as 
“Pierre Feminine Footwear.” It is 
situated on “Boston’s Fifth Ave- 
nue”—the fashionable trading cen- 
ter of “The Hub.” The shop is de- 
signed on the French shop plan. In 
connection with shoes, Mr. Mc- 
Enany sells hosiery in a separate 
section known as “Pierre’s Hosiery 
Salon.” 

A very clever folder announces 
to the public that Pierre has fea- 
tured French models in shoes to 
accompany the new models in 
French gowns, with all “the chic 
and charm” thereof, and at popu- 
lar prices. A special orthopedic\ 
shoe, sponsored by Dr. Lorenz, the 
famous Austrian surgeon, is also 
mentioned. The folder matches the 
colors of the store.. 


In French Salon Style 


Pierre’s was designed in the style 
of the French Louis with walls of 
soft gray and panels outlined in 
blue and gold. A deep blue carpet 
covers the floor; the French doors 
are hung with blue and _ gold 
draperies. Wall lights and tall 
floor lamps complete the “salon” 
atmosphere. 


Separate Hosiery Shop 


The hosiery shop is in the rear of 
the store, occupying approximately 
one-third of its length; it is defi- 
nitely divided from the shoe salon 
—thus making two shops in one, 
Miss Signe Merrill is in charge; 
her assistant is Miss Margaret 
Walsh. Miss Merrill has recently 
returned from a European trip, 
where she has made a survey of the 
leading Parisian colors. 

Pierre’s shoes are American 
made. The prices range from $8.50 
to $12.50. The salesforce includes 
Arthur Meer, a native Frenchman 
who has but recently come to this 
country, Herbert J Bouley, Joseph 
A. Duffley and James J. Domegan. 


New Shoe Store 


ARDMORE, OKLA.—Joseph Simons 
& Co. is opening a new store in 
which will be sold popular priced 
shoes, hosiery, ready-to-wear and 
millinery. Mr. Simons, who has 
been in Ardmore for the past eleven 
years, will continue his old store. 
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These Firms Wiil Teil 
You That Kelly Close 
Outs Are Clean, 
Complete and 
Profitable. 


Regardless of Size, Kind, 
or Situation Kelly 
Service Will Turn 
Your Stock 
into Cash. 


De ort Hdwe. & Furn Co . 
cans, Texas, 


$15,000 Stock Sold 


New York Clothing Co. 
Petersburg, Virginia . 


$14,000 Stock Sold. 
Abell Shoe Company, 


inneconne, isc., 


$6.000 Stock Sold. 
Gallaway & Wilsford. 


Bunkie. Louisiana. 


$15,000 Stock Sold 


Geo. W. Ammen, 
Roanoke, Virginia. 
$25,000 Stock Sold 


Albert L. Warnke, 
Jackson. Minnesota, 


$13,000 Stock Solid 


Alyce Boyer. F. M. Webb, 
Toledo, low Boonville, Ind., 
$7,500 Stock Sold. $5,000 Stock Sold. 

A. B. Gillespie, 


Henry Allison, 
Dublin, N H.. 
$4,000 Stock Sold. 


Guthrie Center, la., 
$33, 000 Stock Sold. 






To group “ photographs tells the Story of two re- 
cent Kelly close outs. 

q Above is pictured the Mattox Clothing Co. Store, Lan- 
caster, Ohio, just after the completion of theirKelly Close 
Out drive which produced over $17,000 in gross sales 
from a stock inventorying less than $15,000. On the 
sides are photographs of the owners—Messrs. Joseph 
nd E. C. Mattox. { Below is reproduced the store of 
M. Lehman & Bros., Portsmouth, Ohio, the day after 
their Kelly Close Out campaign ended. When retail 
selling ended there was left just $125 of goods from 
a $38,000 stock. There were no bulk sales. 
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The T.K. Kelly 
Sales System, 
Minneapolis, Minn. 
Gentlemen: 














OU can sell your stock 
to your buying public 
quickly and seelaabhy 

through Kelly Service. The 
increase in your volume will 
save you enough money to 
pay for your Kelly close out. 


Knowing that your plans are 
free and confidential, I want you to 
explain how you will close out my business 
profitably and dispose of ali my stock and fixtures. 

QDelay never won a dollar. 
hesitation never settled a 
problem. Cash is waiting 
you for your business—are 
you going to get it? 


My stock inventories $ 





My business since January Ist totals $ 





Signed without obligation 
GYou will, as sure as day 

prewe night, once you get 
el ly Service. The e coupon 
to the left brings full details 
free—send it—send it to- 


day. 


Firm name PRPS scape aah 





Individuals, name and position __ 








Address 
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Ideally Quali- 
fied for This 
Pleasant, Prof- 
itable, Digni- 
fied Profession 


No profession has attracted shoe men and women more than has 
Chiropody. Coming in daily contact with foot afflictions and dis- 
turbances they have been quick to realize the great possibilities of 
Chiropody. Today many of the world’s leading Chiropodists 
are former shoe men and women. They have followed up 
their valuable experience at the fitting stool with an aca- 
demic and clinical training and the result is that today 
they are earning from $5,000 to $15,000 a year. 


Chiropody a Coming Profession 

Often Chiropodists are leaders in the professional life of the commu- 
nity and highly respected by their medical colleagues. ‘‘I am aston- 
ished,” said a leading Dyed health official at a Chiropody con- 
vention when he learned of the schooling a Chiropodist has before 
he begins to practice and the work he embraces after graduation. 
Many physicians today turn their foot cases over to Chiropodists. 

The world today needs Chiropodists. The opportunities are un- 
limited. In the United States there are about 162.000 physicians, 
about 82,000 dentists but only about 5,000 Fat eon here A 
virgin field for young men and women! 


7” World’s Leading School 

To the prospective practitioner the choice of a school is highly im- 
it. He wants a school that has graduated successful chiropo- 

dists, one that offers the most thorough courses, the best actual 

operating opportunities, surroundings that are congenial. 

All of these things and more he will find at Illinois College of 
Chiropody. This school is the largest and best equipped in the 
pmo | teaching this subject. It is now in its Seusteealti successful 

oconaies an entire four story building. Instructions are 

pow & a ~~ d faculty, headed by John G. O’Malley, M. D., 

ident, of well known physicians, chiropodists, surgeons, chem- 
Rite, orthopedists and x-ray experts. 


Largest Foot Clinic in America 

At Illinois the student receives actual, practical training in the 
most remarkable foot clinic in the world. Over 16,000 foot cases are 
treated annually. Here he comes in contact with — known foot 
condition, the treatment of which he can observe and study. 

Ifyouseek a highly profitable, dignified professionalcareer, 
one inwhichyoucan make excellent fees in avery short time, 
Chiropody is the profession for you and Illinois is the school 


for you. 
Write for New Catalogue 


Write for illustrated catalogue giving information relative to 
courses, which are both day and evening, equipment, facilities, en- 
trance requirements, methods of earning money while studying, etc. 


ILLINOIS COLLEGE of CHIROPODY, 1327 N. Clark St., Chicago 
Gentlemen: — Please send me postage prepaid, latest catalogue 
and complete information relative to Chiropody and your school. 





Name 
Street and Numb 
City 




















Illinois Class Dissecting Foot and Leg 
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WHY WAIT— 


"Till some Unsatisfactory results suggest the 
advantage of buying Murphy ‘‘Quality-With- 


out-Question” shoes? 
$9.85 
——, 





No. 340 





No. 340—Golden Tan Bal Oxford, Oak Sole, Turk Last, Semi 
ee ME iss wo ss 0 oe 0 04.6.60 eee eed $2.85 


No. 341—Same as 340, Black..............0.... $2.85 


Out of Stock and in 
Your Store When You 
Want Them— 


You can be sure of a uniform standard of qual- 
ity in all the Murphy Shoes you buy. 

















No. 334 













MOCCASIN OXFORD 


No. 334—Men’'s Golden Brown Moccasin Type Oxford, Un- 
lined, Uskide Sole, Welted Heel, Comb. last, 6-11... .$3.00 


oe ee ere eee ee ee $2.60 
No. 435—Youths’, 


J. D. MURPHY SHOE CO. 
NATICK, MASS. 
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LOOK THESE OVER! 


Narrow stays and strippings 
are in popular demand 





Plain 4,” Stripping 





No. 7 Double Serrated 





No. 189 Double Scallop 





* No. 2 Double Scallop 


When you want to know the latest styles for 
shoe trimmings, ask— 


HAMILTON-WADE CO. 


Makers of Well-Known “Biwelt” 
Haverhill Street 


BROCKTON, MASS. 












Extra! Extra’! 


“Full details in the 
cApriliOth wssue 


ee 


é 


Next week! Dont miss it! 





April 3, 





1926 








ADVICE 


that saves money in 


NEW YORK 


OR real comfort, un- 

usual convenience and 
genuine economy—stop at 
the Martinique—no New 
York Hotel offers more to 
the conservative visitor who 
demands clean, comfortable 
accommodations at mod- 
erate prices—rates start at 
$2.50 per day. 

—Take our advice. In- 
vestigate! We'll welcome 
you—and do our best to 
prove it! 

A. E. Singleton 
Resident Manager 


‘bP nietelenioh taal oats 
fa ore wre mre nels HA 





HOTEL MARTINIQUE 


Affiliated with Hotel McAlpin 
Broadway—32nd to 33rd Streets 
NEW YORK CITY 








Instep Straps 


will be in big demand from now on 


Non-corrosive mesh — patent These have the mewest 


Ne. 310R Mesh Chain Straps No. 512C Mesh Chain Straps 
in all colors, as illustrated. —Oolored patterns en mesh— 


con- 


leather or other materials— struction feature, our super- 








very strong elastic gusset—fine, 
clean stitching — dozen pairs 
$9.00 


No. 310C Mesh Chain Straps 
—with clasp fastener as illus- 
trated on No. 512C at right, 


strength snap fastener. Can be 
attached on side ef shoe. EZ 
to find, EZ to snap, BZ to sell. 
Dozen pairs .........+. $12.00 


No. 512R Mesh Chain Straps 
—Same as No, 56120, but with- 
out snap fastener—Dozen_ pairs 





above—otherwise same as No. 

310R—Dozen pairs ....$10.50 $10.50 

Braided Instep Straps, dozen pairs...........2s0eceeeees 35.50 
7.00 


Beaded Edge Straps with neat ornaments, dozen pairs.... 


Complete lines of Metal and Rhinestone Buckles, Rhinestone, 
Ribbon and Leather Ornaments. 


IDEAL MANUFACTURING CO. 


The House of Shoe Specialties 


4248 N. Crawford Ave. CHICAGO 





When writing to advertisers please mention Boot anno SHoe Recorver 
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That’s A Perfect Job! 


'W iene a marvel Repco Dye is for dyeing black, all kinds of russet, 
tan and other light-colored leathers. It is very easy to dye light- 
colored shoes a permanent jet black with Repco Dye. When dry, 
it carr easily be rubbed up to a smooth, glossy lustre. 


The shoes will look as though they were always black. Repco has 
no offensive odor and is unaffected by water. 


Rerco Dye is now put up in convenient 24-ounce bottles. This 

new size is particularly adapted for home use. Your customers will 

welcome Repco as a means of getting longer wear out of their light- 

colored shoes which have become hopelessly soiled. Black polishes 

and pastes can be applied over Repco with excellent results. It will 
" pay you to keep a supply of Repco Dye on hand. 


AAA A AA AAAAAAAAAA AA 









For Sale by Shoe Findings Dealers 


United Shoe Machinery Corporation, Boston, Mass. 
San Francisco Branch: 859 Mission Street 
J. K. Krieg Company, 39 Warren St., New York City 









When writing to advertisers please mention Boot anp Suoe RecorvER 
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3W’s LENOX SHOES 


IN STOCK AFTER APRIL 10th 








SAMPLES SENT AT OUR 





PATENT LEATHER, ELASTIC 
FRONT GORE, STEP IN COLONIAL BUCKLE 
4606 Cifld’s, 8% te 11, BrenOtee..... cccccccccccccscccecs $1.90 4502 Ohild’s, 8% to 11, Broadtoe...........cceereccccece $1.90 
CE TE, SEG Ge BO Fike vine cccdccsictescccccscce 2.10 GUESS Milewen, 1% to BS, BeeaGbed......cccccccccvccccvccece 2.16 
6508 Growing Girl's, 2% to 6, Broadtoe..........s.eeeees 2.50 6502 Growing Girl’s, 2% to 6, Broadtoe...........sesee0. 2.50 
1508 Growing Girl’s, 2% to 6, Mediumtoe................ 2.50 7502 Growing Girl’s, 2% to 7, Mediumtoe.............++. 2.50 
8503 Women’s, (Cuban Heel), 2% to 7, Mediumtoe........ 2.50 8502 Women’s, (Cuban Heel), 2% to 7, Mediumtoe........ 2.50 


THESE TWO MODELS ARE THE HEAVIEST SELLING NUMBERS IN OUR PRESENT 
LINE—THEY ARE POPULAR BECAUSE THEY ARE DIFFERENT 


PATENT LEATHER 


SEND FOR OUR NEW 
ILLUSTRATED CIRCULAR 








EXPENSE 
WEIMER, WRIGHT & WATKIN CO. puitaberpnia, PA. 
Pee ey yee eee -~—am~erpee APPROVED BY 
MEDICAL MEN 


| Win the Kiddies with. 


TRACE MARK REG. UB. P47. OF FICE 







Kiddiemox made up 
to size 11. Send for 
catalog showing also 
Campmox and Golf- 
mox styles. 


Soft and pliable—yet extremely durable— 
these wonderful little moccasins are made 
from the best chrome tanned Elk leather 
with flexible, long wearing, chrome bend 
soles and light leather counters. In stock. 





Style 3351—Tan ....... $1.70 
Style 3354—Smoked ... 1.70 Phone Brockton 2188 
Style 3355—White ..... 1.80 
In Steck—Infants’—2-5 BURKLEY 
SHOE Co. 













As a sturdy support for the ankles 
of growing children and as a fully 
ventilated shoe, the Burkley Venti- 
lated Foot Developer is unexcelled, 
Well known surgeons recommend its 
use. 
Make your stock of 
children’s shoes com- 
VENTILATIONS plete by sending your 
PATENTED order today. 





1156 Ne. Main Street 
Brockton, Mass. 

















Holliston, Mass. 


Boston Salesroom 72 Lincoln St., Room 33 
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CHANGES IN BUSINESS 


ATHENS, ALA.—Kinger, Rawls & 
Fairbetter, shoes, etc., succeeded by 
Kinger & Fairbetter. 

Los ANGELES, CALIF.—A. Gross- 
berger, (1513 West Eleventh 
Street), sold out to Fred J. Loomer. 

G. W. Hitchcock (3482 Glassel 
Avenue), shoes, reported sold out to 
D. I. Greenberg. 

S. S. Yoder (806144 East Fifth 
Street), shoes, sold out to Pete 
Scalora. 

CHICAGO, ILL.—Payne & - Tobin, 
(120 West Chicago Avenue), shoes, 
dissolved partnership—succeeded by 
Peter F. Payne. 

Sam Brown, (2900 W. 38th 
Street), shoes, etc., succeeded by 
Brown & Billikopf. 

BOONVILLE, IND.—F. M. Webb & 
Co., shoes, etc., reported sold out. 

GRANITE CITy, ILL. — Nathan 


OGALLALA, NEB.—Hough Clothing 
Co. (Harry Hough, Propr.), shoes, 
etc., succeeded by Fenstrom & Uer- 
ling. 

BAYONNE, N. J. — Lumas & 
Baltren, shoes, reported selling or 
sold out. 

GARFIELD, N. J.—Joseph Guardali- 
beni (“Palermo Shoe Store’) shoes, 
and repairing, reported selling or 
sold out. 

NEWARK, N. J.—Joseph F. Silber- 
man (459 Orange Street), shoes, re- 
ported sold out to Benjamin Kauf- 
man. 

BROOKLYN, N. Y.—Alex Berman 
(3022 Mermaid Avenue), shoes, and 
repairing, reported selling or sold 
out. 

Siegel & Karp (4506 13th Ave- 
nue), shoes, dissolved partnership— 
succeeded by Jack Karp. 


Fleishman, shoes, etc., sold out to Hupson, N. Y. — Benjamin M. 
Nusbaum Co. Weisberg (“Self Service Shoe 

SPRINGFIELD, ILL.—August W. Store”), shoes, reported selling or 
Klaholt (Est) shoes, reported selling sold out. 


NEW YoRK CiTy.—Avenue Shoe 
Co., shoes, incorporated with au- 
thorized capital of $5,000. 

Nathan Matlofsky (1753 Third 
Avenue and 1744 Second Avenue), 
shoes and repairing, reported sold 
out at 1753 3rd Avenue to Morris 
Sutsky. 

Nellie Michaelson (1445 Fifth 
Avenue), shoes, reported selling or 
sold out. 

Jack N. Friedman (154 W. 45th 
Street), shoes, reported selling or 


or sold out. 

OELWEIN, Iowa. — C. E. Swartz 
(“Swartz Shoe Store”) shoes, re- 
ported sold out to Cedar Rapids 
Shoe Co., Inc. 

PADUCAH, Ky.—Morris Shoe Co., 
Inc., shoes, reported sold out to Max 
Rosenberg. 

NEWTON, IowA.—Chas. W. Winn, 
shoes, reported sold out. 

Boston.—M. J. Seidenberg (56 
Cross Street) shoes, succeeded by 
Ideal Shoe Shop—Zirpolo & Pukotch, 


Proprs. sold out. 

Conti Shoe Binding Co., manu- Walton Bootery, shoes, incor- 
facturers, recently commenced busi- porated with authorized capital of 
ness here. $20,000. 

J. P. Kennedy Leather.Co., leather, Alter Fishbein (2636 8th Avenue 
recently commenced business here. & Brooklyn), shoes, discontinued 


LYNN, Mass. — (Mrs.) Annie store at 2636 8th Avenue, New York 
Frisch, shoes, filed married woman’s City. 
certificate. SYRACUSE, N. Y.—Houston Nettle- 


ton Co., shoes, slippers, etc., incor- 
porated with authorized capital of 


Margaret M. Surridge, manufac- 
turers, filed married woman’s cer- 


tificate. $30,000. 

DETROIT, MicH. — Thomas J. TUCKAHOE, N. Y.— (Mrs. Geo. W.) 
Whalen (2157 Michigan Avenue), Elizabeth Schulze, shoes, reported 
shoes, succeeded by Martin J. sold out:to William H. Hinman. 
Whalen. LITTLE FALLS, N. Y. — William 


Kohler, shoes, etc., reported sold out. 

PINE PLAINS, N. Y.—Julius Bloch, 
shoes, etc., reported sold out. 

ELIZABETH CiTy, N. C.—Benton 
& West, shoes, etc., dissolved partner- 
ship. 

EDGELEY, N. D.—Bentson’s, Inc., 
(Ready to Wear Store), shoes, ctc., 
succeeded by Fred O. Ham. 


Charles Kane & Son, (9047 12th 
Street), shoes, reported selling or 
sold out. 

St. JosEPH, Mo.—Noyes-Norman 
Shoe Co., Inc., shoe manufacturers, 
reported liquidating. 

MANCHESTER, N. H.—Plant 
Brothers & Co., shoe manufacturers, 
reported liquidating. 
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ALVA, OKLA. — Weinrich Clothing 
Co., shoes, etc., incorporated with 
authorized capital of $15,000. 

THOMAS, OKLA.—Dunnell & Stan- 
baugh, shoes, etc., dissolved partner- 
ship—succeeded by W. A. Dunnell. 

CLEVELAND, OHIO.—20th Century 
Clothes, shoes, etc., incorporated with 
authorized capital of $10,000. 

ORWIGSBURG, Pa.—H. S. Albright 
& Co., Inc., shoe manufacturers, re- 
ported liquidated. 

PHILADELPHIA, PA.—Elias Silver- 
stone (602 South Street), shoes, re- 
ported selling or sold out. 

SCHUYLKILL HAVEN, Pa.—Neiman 
& Runkel, shoes, etc., dissolved 
partnership—succeeded by Alonzo 
Runkel. 

GREENVILLE, S. C. — Ashmore & 
McDavid, shoes, dissolved partner- 
ship—succeeded by J. A. McDavid. 

LLANO, TEXAS. — Moss-Watkins 
Co., shoes, etc., succeeded by Watkins 
Mercantile Co. 


Business Reverses 


HUNTSVILLE, ALA. — Fuller Dry 
Goods Co., shoes, etc., reported pe- 
titioned into bankruptcy. 

BIRMINGHAM, ALA.—John Phelps 
& Son, shoes, etc., reported petitioned 
into bankruptcy. 

VENTURA, CALIF. — Robert Eli 


Moore, shoes, reported petitioned 
into bankruptcy. 
MIDDLETOWN, CONN. — Edward 


Bieber (540 Main Street), shoes, etc., 
reported petitioned into bankruptcy. 

Los ANGELES, CALIF.—New York 
Bargain Store (648 Third Avenue), 
shoes, etc., reported petitioned into 
bankruptcy. 

CHICAGO, ILL.—David Deitshman 
(6149 Archer Avenue), shoes, re- 
ported assigned. 

Morris Capsuto (2323 W. Taylor 
Street), shoes, etc., reported as- 
signed. 

Frank Posluszny (3740 S. Paulina 
Street, shoes, etc., reported assigned. 

Edmund Schneider Co. (5430 S. 
Ashland Avenue), shoes, etc., re- 
ported meeting of creditors 
scheduled. 

Ella Cohen (Twentieth Century 
Bootery) (3002 South State Street), 
shoes, reported petitioned into 
bankruptcy. 

Ralph Benjamin (Ralph Dry Goods 
Co.) (4056 Lawrence Avenue), shoes, 
etc., reported assigned. 

MOLINE, ILL. — Canter’ Bros. 
(Canter Bros. Boot Shop) (1604 
Fifth Avenue), shoes, reported re- 
ceiver appointed. 

PENSACOLA, FLA.—Ben Pearlman, 
shoes, etc., reported petitioned into 
bankruptcy. 

[CONTINUED ON PAGE 129] 








me 
7 
~ 


a A 


14+... 2a 


En a 


126 


2222422222222 
7 e 
Win The Kiddies With 
. 
TRACE MARK REG. Uv &. PAT. OFFICE 
Style 3651—Tan 
Style 3654—Smoked 
Infants—2-5 ........ $1.75 
Childs—5148 ...... 1.85 
Childs—8¥4-11 ..... 1.95 
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In-Stock 


These moccasins are made from the finest materials—- 
soft strong Elk uppers, and flexible, long-wearing soles. 
Their long wear and easy fit make pleased children— 
and an increasing number of merchants are building a 
profitable business with KIDDIEMOX. 


Send for catalog. Popular styles of Golfmox, Campmox and 
Slippermox are shown. 








Boston Salesroom 72 Lincoln St., Room 33 
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Art-Silk. Tassel End. 
Seven different Com- 
binations of Colors. 


Tremendous demand. 


Collegiate Plaid Laces 
o2 


Worn by both sexes. 


Immediate Delivery. 
No. 103. 27 inch length. 


Per Dozen Pairs 
Per Gross Laces 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave. ST. LOUIS, MO. 





| poo BALLETS 


Woman’s 24% to 8 $1.45 
Misses’ 1144 to 2 1.40 
Child’s 6 to 11 1.35 

WHITE KID 30c EXTRA 


IN STOCK 


a a 
BROOKS 


My experience in making boudoirs in 
black and colored kid means much to 
buyers. I have traveled a long 
journey from the beginning of my 
business and ways have been devised 
to assure high quality standards. The 
best in boudoirs is yours if you buy 
Greeleys. Write for samples. 


DELIVERIES 
FROM STOCK 





The Difference 
Between Turns and 
McKays 


This is only one of the sub- 
jects discussed in a 16-page 
booklet—just off the press. In 
addition to telling how turns 
and McKays are made, there 
are, also, chapters on the welt 
and stitchdown processes. Ac- 
curate and authoritative. We 
vouch for it. 


25 cents per copy 
(cash with order) 


Boot and Shoe Recorder Pub. Co. 
- Boston, Mass. 


207 South St. 
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lad to see you, ~ 
Mr. Johnson” 


Mr. Johnson is welcome because he is not merely another handshaker. He 
has always real news and definite ideas to contribute, and he brings to a 
conversation a fair-minded attitude and a keen intelligence. 


He “gets about” a lot, and has a first-hand knowledge of the trade, of its 
latest developments, and of the goods you sell. He seems to be able to see 
things from your side of the fence. ° 


Many men who welcome such a caller are neglecting interviews of even 
greater helpfulness—interviews with many Johnsons instead of one. Can 
you afford to miss “regular appointments” with the A. B. P. paper or 
papers that cover your trade? 


Set aside—now—a definite time to go through your business paper care- 
fully. You will find that it pays to set a time to go through every issue. 


The membership of a publication in the Associated Business Papers, Inc., 
means that it conforms to the highest standards of editorial and advertis- 
ing practice. 


The editorial matter, written by experienced men who know the trade and 
who have “‘an ear to the ground”, is measured by the standard: “Is it real 
news?” The paper is pledged, as all A.B.P. members are, to consider first 
the interests of the subscriber. 


Readers can depend upon the character of advertising in an A.B.P. publi- 
cation—upon the good faith and cooperation of the advertisers. Adver- 
tisers have found that it pays to make every honest effort to sell more goods 
by helping you to sell more. 


Executive Offices: 220 West 42nd St., New York, N.Y. 


. THE ASSOCIATED BUSINESS PAPERS, Inc. 
© 


2 An association of none but qualified publicationa reaching 54 
@ fields of trade and industry. 


The Boot and Shoe Recorder is a member of The A. B. P. 
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What Will Sell in the Fall? 


HE joint style meeting of the 
shoe and leather industries to 
be held at the-Hotel Astor, 
April 14 and 15 is taking on the 
proportions of a real style show. 
As the program shapes up at pres- 
ent, the dinner meeting, with which 
the conference will get off to a start 
on the night of April 14, will be the 
biggest undertaking that the joint 
style committees have yet launched. 
There will be more of a real style 
display than ever before. At least 
twenty-five living mannikins will be 
used to drive home the various points 
of style. 

These living models, parading a 
runway down the center of the 
Belvedere room at the Hotel Astor, 
for a distance of 170 ft., will show, 
under the auspices of Edna Wool- 
man Chase, editor of Vogue, the 
latest fall styles as interpreted 
through the eyes of that fashion 
magazine’s staff. Next, they will 
demonstrate under the guidance of 
Miss Merle Higley of the Brown, 
Durrell Company, the application of 


hosiery to the fall costume and foot- 
wear. Later there will be a demon- 
stration by these living models of 
shoes selected by a number of lead- 
ing Eastern retail merchants as 
their ideas of large volume for the 
coming fall season. 

The general meeting, which 
hitherto has begun in the morning, 
will take place in the evening with 
a dinner beginning at 6.30. 
John C. McKeon, president of the 
National Boot and Shoe Manufac- 
turers’ Association, will preside as 
chairman. The first guns in the dis- 
cussion of fall styles, which, as 
usual will develop into a real round 
table heart to heart talk, will be 
fired by such style experts as Harry 
C. McLaughlin, general chairman of 
the style committee for the National 
Shoe Retailers’ Association. Her- 
man Meyer, chairman of the styles 
committee for the National Boot and 
Shoe Manufacturers’ Association, 
John J. Baird, president of the re- 
tail association and Fraser M. Mof- 
fat, of the Tanners’ Council. 


Comments on the style situation 
and trend will follow from the chair- 
men of the various sub-committees 
on women’s, men’s and children’s 
styles. This discussion will be open 
to the general assemblage. 

Mrs. Margaret Hayden Rorke, 
managing director of the Textile 
Color Card Association will review 
the color situation in her inimitable 
manner. 

The elaboratness of the program 
for the style conference this time, 
with a dinner meeting, as well, has 
necessitate the making of a charge 
for tickets, including the dinner and 
style revue of $5. Those who ex- 
pect to attend should send their 
reservations to J. Dudly Smith, sec- 
retary of the National Boot and 
Shoe Manufacturers’ Association, 
342 Madison Avenue, New York. 

The business meeting to draw up 
the actual fall style program will 
be held the following morning, 
April 15, at the Hotel Astor, begin- 
ning at 10.30 o’clock. 





Answering the Public’s Kick ~ 


[CONTINUED FROM PAGE 44] 


you buy a cheap pair you are mak- 
ing a bad investment. You are not 
saving a cent. You are really 
wasting money. A cheap shoe wears 
out more quickly than a better shoe. 
You buy three pairs of shoddy, 
cheap, badly designed and poorly 
constructed shoes when one pair of 
real, genuine, honest-to-goodness 
shoes would wear longer. Suppose 


you pay three dollars a pair for 
those cheap things. Three pairs 
cost you nine dollars. You can buy 
a pair of good shoes for that boy 
for six or seven dollars and that pair 
will outlast the three other pairs. 
“Think of this one moment. A 
shoe that hurts the foot will wear 
out sooner. The foot flinches from 
the hurt. The shoe is_ thereby 


thrown off its balance and distorted. 
It runs over at the side or down at 
the heel. The bodily balance is de- 
stroyed and the boy walks one sided 
or limpingly. He stubs his toes and - 
knocks the tips off. He drags his 
feet and scuffs the soles. In a short 
time the shoes that hurt are worn 
out and discarded and you start in 
and do the thing all over again. 





¥ 
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its place. 


circulation. 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” 
means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 


In six years the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. 
is dispelled and the bright light of verified facts takes 
Space buyers no longer find it necessary to 
grope in the dark. ; 

There are no dark spots in the Boot and Shoe Recorder 
Our records are audited by the Audit 
Bureau of Circulations. 


Advertisers had no 


The darkness 








ve 
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New England Wholesalers 
Meet 


BosToN—At the annual meeting 
of the New England Shoe Whole- 
salers’ Association held at the Bos- 
ton Chamber of Commerce Building 
March 24, and preceded by a lunch- 
eon, Frank F. Nitchy, Boston branch 
manager of the Hamilton-Brown 
Shoe Co., Boston, was elected presi- 
dent, succeeding George W. Bliss of 
Portland, Maine. The other officers 
are as follows: M. P. Gaddis of 
Hutchinson-Winch, Boston, vice- 
president; Thomas F. Anderson, 
Boston, secretary-treasurer; Stanley 
M. Lane, Lane Bros. Co., Boston; 
A. H. Rich, A. P. Tapley & Co., Bos- 
ton; Byron S. Watson, Greene, An- 
thony & Co., Providence, R. I., and 
George W. Bliss, Bliss-Richardson 
Shoe Co., Portland, Maine, executive 
committee. The annual report of 
Secretary Thomas F. Anderson dealt 
with the various activities of the 
association and its cooperative work 
with other organizations during the 
past year. 

President-elect Nitchy spoke hope- 
fully of the general future of the 
wholesale shoe dealer, especially 
here in New England. 


Resolutions Were Adopted 


Opposing the manufacture of foot- 
wear in Federal prisons for the use 
of other than inmates in the penal 
and hospital institutions of the Gov- 
ernment ; 

Opposing the Gooding bill relative 
to long and short haul clause of the 
Interstate Commerce Act as a poten- 
tial menace to the welfare of New 
England; 

Endorsing the movement to popu- 
larize summerweight footwear for 
men, effective May 15, each year; 

Endorsing the trade’s official An- 
nual Boston Shoe and Leather Fair, 
to be held here July 6, 7 and 8; 

Opposing the institution of addi- 
tional legal holidays in New En- 
gland; 

Sending the greetings of the asso- 
ciation to its veteran fellow members 
Henry F. Tapley and William D. 
Brackett, respectively in _ their 
eighty-third and eighty-sixth years, 
and still active in business. 
Thanking George W. Bliss for his 
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Frank F. Nitchy 


loyal services as president of the 
association during the past two 
years. 


Against Compromise Settlements 


There was a discussion of com- 
promise credit policies in business 
failures, led by Ralph B. Jones of 
Boston, president of the National 
Association of Shoe Wholesalers, fol- 
lowing which it was voted to send 
to the membership the following 
recommendation: “That the New 
England Shoe Wholesalers’ Associa- 
tion recommends to its members that 
they countenance no liquidation of 
indebtedness less than one hundred 
cents on the dollar, other than 
through bankruptcy or through an 
assignment to a chosen representa- 
tive of the creditors, followed by a 
public sale of the assets.” 

A discussion of the general rub- 
ber footwear situation throughout 
the country, led by W. H. Palmer 
of the United States Rubber Co., 
brought the proceedings to a close. 

The special guests were Messrs. 
W. H. Palmer of the United States 
Rubber Co., Clarence A. Wheeler of 
the Beacon Falls Rubber Shoe Co., 
Clarence W. Huber of the United 
States Rubber Co. of New England, 
C. E.-Starks of the John Davis Shoe 
Stores, Ralph B. Jones of C. A. 
Goodnow Shoe Co., and F. C. Mis- 
kelly of the Eastern Rubber Co. 








Business Reverses 
[CONTINUED FROM PAGE 125] 


LYNN, Mass.—Karl F. Hopkins 
Co. (282 Broad Street), shoe manu- 
facturers, reported assigned. 

WALPOLE, MaAss.—Morris Hoff- 
man, shoes, etc., reported petitioned 
into bankruptcy. 

FREEPORT, ME.—Sawyer Boot & 
Shoe Co., shoe manufacturers, re- 
ported receiver appointed. 

NEW DULUTH, MINN.—Abe Zuss- 
man (1601 Commonwealth Avenue), 
shoes, etc., reported petitioned into 
bankruptcy. 

NEWARK, N. J.—Kelly & Mc- 
Laughlin, Inc., manufacturers of 
sole leather, reported receiver ap- 
pointed. 

NEW YorK CiTy.—David Sumberg 
(“Fay’s Novelty Shoes”) (383 
Grand Street), shoes, reported pe- 
titioned into bankruptcy. 

NEw YorRK CiTy.—Seymour Maas 
(318 Bleecker Street), shoes, re- 
ported assigned. 

Charles R. Joseph (1 E. 125th 
Street), shoes, etc., reported peti- 
tioned into bankruptcy. 

BROOKLYN, N. Y.—Jessie Pincus 
(1141 Liberty Avenue & 3286 Fulton 
Street), shoes, reported meeting of 
creditors scheduled. 

DuNN, N. C.—L. Toger, shoes, etc., 
reported petitioned into bankruptcy. 

MACCLESFIELD, N. C.—Corbett & 
Brown (J. H. Corbett, Propr.), 
shoes, etc., reported offering to com- 
promise at 40 per cent cash. 

YOUNGSTOWN, OHIO.—A. Millstone, 
shoes, etc., reported petitioned into 
bankruptcy. 

ALBANY, ORE.—A. Bikman (“The 
Bootery”), shoes, reported petitioned 
into bankruptcy. 

FAIRCHANCE, Pa.—Jack A. Neft, 
shoes, etc., reported petitioned into 
bankruptcy. 

JOHNSTOWN, PA. — George D. 
Blimmel, shoes, reported petitioned 
into bankruptcy. 

PHILADELPHIA, 
Roomberg (Est) 


— William 
9th 


PA. 
(10384 S&S. 


Street), shoes, reported meeting of 
creditors was scheduled for March 
22, last. 

GAFFNEY, S. C.—Sam Troutman, 
shoes, etc., reported petitioned into 
bankruptcy. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth insertion. Minimem yoy “ ra A yt A os 4 
page per issue: eer thet word foi 


yn < a seven = per r each 

ltime 7times i13times 26 times 63 times dade under these hese headings will be received at Ge Resta office 3 the 

$4.00 $3.50 $3.00 $2.60 Heation. date. When sdvertions Gesize anewers to come in core 

8.00 7.00 6.00 6.00 of this office, twelve words must be allowed in each advertisement 

oy ™ - we for address. When advertisers desire replies forwarded direct to 

8 in......15. 12.00 10.50 9.00 7.50 Re tae ak ge cote’ “Wien aie aan be 
4in 20.00 16.00 14.00 12.00 10.00 ased allow 45 words to inch. Answers to ads must be sent under 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


letter postage. 





Copy must be received at the Boot and Shoe Recorder, 207 South St., Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 



































SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


Salesman Wanted 


Idaho, Montana, ia Colorado, Utah, 


Nevada, Arizona, New Mexico 
on 


HOLTERS line of SPECIALTY McKAYS, which retail from $6 to $8.50, 
and PROTEX ARCH shoes—ten numbers of which are carried in stock. 
ESTABLISHED BUSINESS. 

Will only 

consider 

men— 











Who LIVE in the Territory 
Who TRAVEL there NOW! 


References, actual sales, age and traveling experience 
can be submitted in confidence in first letter. 


THE HOLTERS COMPANY 


Branch of 
THE UNITED STATES SHOE COMPANY 
Cincinnati 








SALE ‘SMAN WANTED — Covering middle 
west or southern territory to handle* high- 








We have several excellent oppor- 
tunities for established salesmen 
in territories outside of New Eng- 
land and New York. 


Popular Price line of Men’s and 
Boys’ Work and Dress shoes in 
stock 
For quick action, give full par- 
ticulars and references in first 
letter. 


Goodwill Shoe Company 


Holliston, Mass. 








grade line of ladies’ shoe ornaments for the 
retail and department store as a side line on 
strictly commission basis. State territory and 
reference. Philadelphia Shoe Novelty Co., 
1210 N. 7th St., Philadelphia, Pennsylvania. 





EXPERIENCED shoe salesmen to sell a live 
line of Women’s Novelty McKay and Women’s 
and Children’s eoareer ee A $4.00 retail 
position. mt. athe li commission. No 
rawing account e tne fe a business getter. 
Territories con—h 0. West Vir- 
= Maryland; No. 2, eg H 
Kentucky a "Tennessee; oo tte. 4 4, Chi- 
cage, SWwisconein: » New York State; No. 
6 Nanaytvenios ie. 7, Cleveland and Michigan. 
Tell us about yourself i in first ow and if sae Soe 
want a money maker write. 3, 
care Boot and Shoe Recorder, a y St., 
Boston, Mass. 





SIDE LINE 
SALESMAN WANTED 


We want to get in touch with high grade 
men who are carrying non-conflicting 
lines to handle our high grade sport 
and a medium price welt work shoes 
for the following territories on a strictly 
7% commission basis: North and South 
Dakota, Michigan, Wyoming, Ohio, 
Colorado, New York, Texas, North and 
South Carolina, Nebraska, Georgia, 
Minnesota, Florida, Iowa, Alabama, 
Illinois, Mississippi, Indiana, Louisiana, 
Texas. 


A. A. CUTTER CO. 


Eau Claire, Wis. 
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SALESMEN WANTED 


SALESMEN WANTED 


HELP WANTED 





SALES OPPORTUNITY 


For live, aggressive salesmen who are now carrying non-conflicting lines. 


We make a 


high grade line of children’s stitch-downs. Only men with followings will be considered. 
Straight commission basis, 8 per cent. Territories open: Virginia, Kansas, New Jersey, 
Missouri, Maryland, District of Columbia and Delaware, Eastern Pennsylvania, North and 
South Dakota. Helmholz Shoe Mfg. Co., Cudahy, Wis. 





SALESMAN WANTED FOR 
PENNSYLVANIA 


A Western Manufacturer of Men’s Dress 
Shoes to retail at $5.00, wants experienced 
salesman for Pennsylvania, 6% commission. 
Salesman must give satisfactory references 
from firms he has represented in the past. 
Address C-63, ¢/o Boot & Shee Recorder, 
207 Seuth St., Boston, Mass. 


SUCCESSFUL WORK SHOE 
SALESMEN 
Milwaukee work and dress shoes. 
Have good proposition for big cali- 
ber salesmen. Write giving full 

record, also references. 


STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 








= 


Shoe Manafacturers’ Goods 
SALESMEN WANTED 


acquainted in Eastern territory. Give 
full particulars as to salary, experience, 
ete. Address C-54, care Boot 
and Shoe Recorder, 207 South 
St., Beeston, Mass. 








The Mocca Shoe Co. 


51 Division St., Rochester, N. Y. 


Offers a very distinctive line of infants’ 
and children’s high grade moccasin shoes 
= ae oe “a < ay 
lepartment oe stores. or the 
present this is strictly a side line propo- 
sition, but the possibilities are such as 
to interest men who are ambitious to 
grow with a young but well established 
organization. Write or call. 


WANT SALESMEN 


Can you sell a line of Men’s Genu- 
ine Calf Skin shoes with 9 and 10 
iron Bend Soles for $3.50 less 5% 
discount? The greatest values in 
Young Men’s Snappy shoes in the 
World. Stock carried on floor. 
Don’t apply unless = have an 
established trade. Sold on straight 
Commission basis 6%. 


COBLE SHOE COMPANY, 
HUMBOLDT, TENN. 


First CLASS BUYER AND MANAGER 
FOR WOMEN’S AND CHILDREN’S 
SHOE DEPARTMENTS for large Southern 
department store. Client owns one of iargest 
and most successful department stores in South 
catering to the popular-priced trade, doing an 
approximate volume of five millions. The man 
for this position has actual department store 
oe and can produce for us a large 
volume of popular-priced trade. No really 
cheap shoes carried. Apply by letter only, 
giving full details about yourself, age, past 
experience, salary and references, to Alired 
J. Siberstein, Inc., 116 W. 32nd St., New 
York, N. Y. 








POSITION WANTED 


HOE Buyer and Department Manager. Man 
28. Ten years’ experience in shoe business. 
Expert fitter. Foot expert capable of handling 
orthopedics department. Desires connections 
with reliable firms with chance of advancement. 
Now employed. Best of references. Write or 
wire J. A. Tyler, care Perkins Timberlake Co., 
Frederick, Okla. 








SHOE Buyer would like to correspond with 
some good firm that is in need of a shoe 
buyer. I have a successful record that will 
stand investigating. Address Jack N. Embrey, 
3912 Eighth Street, N. W., Washington, D. C. 





IVE wire shoe buyer and merchandiser 

wishes to connect with live department 
store or chain store concern. Can furnish 
best references and can produce results. Fifteen 
years’ experience. Now in business. Write 
C-61, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














Milwaukee Work Shoes 


Several choice territories open. 
Successful work shoe salesmen 
please write giving full record. 


STEVEN STRONG SHOE CO. 
Milwaukee, Wis. 











Here’s Your Chance to Make Some Extra Money 


Side line salesmen wanted to carry about 12 snappy numbers of high grade Milwaukee-made 


stitch-downs. The prices and patterns will open your eyes. 
Eastern Pennsylvania, New Jersey, North and South Carolina, Virginia, 
ja, Missouri, Kansas and Nebraska, New York 
6-59, eare Boot and Shoe Recorder, 


Territories open: 


Delaware and District of Columb’ 
Address 


State, North and South Dakota. 
207 South St., Boston, Mass. 


WE have several openings for side line shoe 
salesman. Our side line consists of shoe 
ribbon novelties, rhinestones, leathers and 
buckles, etc. When writing give us full details 
in your first letter. Address C-52, care Boot 
and Shoe Recorder, 189 W. Madison St., Chi- 
cago, Ill. 


SALESMEN WANTED—If you call on well 
rated department stores, specialty shops, 
and shoe stores, sell our four numbers of well 
known, popular priced Ladies’ Hose as a side 
line on a commission basis. Samples arranged 
in small folder. State line you are selling and 
give references. Dept. X, Box 1504, Cin- 
cinnati, Ohfio. 








SALES MEN—To carry six styles of ladies’ 
full fashioned and mock-seam hose, chiffons 
and silks. Must have following amongst the 
better stores. Commissions, references. Ad- 
dress C-53, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


FLORIDA, Georgia, North Carolina, South 

Carolina, Kansas, Towa, Nebraska, Illinois, 
Indiana, Wisconsin, Michigan, Massachusetts, 
New York, Connecticut hode Island, ,New 
Hampshire, Vermont, aine. Above states 
open Side Line Children’s Turn novelties, 
priced to sell. Straight 7 ax cent commission 
only. Lines mow ready. huylkill Shoe Co., 
Orwigsburg, Pa. 


SALESMAN to carry as a side line a 
high grade line of infant’s Soft Sole Shoes, 
and Soft Sole Bedroom Slippers in 
iv 








Straight commission basis. 


ANTED-—Sideline salesmen with established 

trade to carry our line of Soft Soles and 
Juvenile shoes in Maine, Vermont, New Hamp. 
shire, Ohio, nsas, Minnesota, North Dakota 
and other territory. New Fall Samples now 
ready. State full particulars in letter of appli- 
cation. Liberal commission. All correspond- 
ence confidential H. H. Freeland, Inc., 
Rochester, N. Y. 





SHOE SALESMAN for City of Pittsburgh, 
’ Allegheny, Washington and Beaver Coun- 
ties. Excellent opportunity for first-class man 
with good connection and acquaintance with 
dealers in that territory, to sell Rice and 
Hutchins nationally known footwear. Only 
applications from experienced traveling sales- 
men _ will be considered. State connections and 
results for last three years, and full informa- 
tion as to qualifications, which will be held 
trictly confidential. The Rice and Hutchins 
Philadelphia Co., 16 North Fifth Street, Phila- 
delphia, Pa. 





ANTED—Salesman to call on Stitchdown 

Jobbers and large retail trade for Pacific 
Coast. first class and experienced 
man. Jefferson Shoe Mfg. Co. Inc., 255 
Classon Ave., Brooklyn, N. Y. 





SIDE line salesman to carry top notch line of 
children’s and misses’ popular priced Stitch- 
downs. is a line in a class by itself and 
On ey Fe 
men of proven and experience n 
y. Address C-29, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





YOUNG man, twenty-eight, who has had eight 
years’ experience in shoe line, desires a 
position as manager of a shoe department or 
shoe store, has had experience in buying, mer- 
chandising and advertising. At present is sell- 
ing shoes in a large Pittsburgh ladies’ shoe 
department. z references. Address C-62, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SHOE BUYER—18 years of buying promo- 
tional and merchandising experience. Very 
thorough, systematizer. Good sales and stock 
turnover man. Excellent style man. Trainer 
of sales force. Big city man. Know all 
markets. Full of pep. Best of references. If 
you are looking for a real live wire, big vol- 
ume, shoe buyer here is your opportunity. 
Must be in city of 250,000 or more. Wm. 
Dennig, 470114 Maypole Ave., Chicago, Ill. 








LINE WANTED 





Two live wire shoe men, with following in 

Greater New York and vicinity, are now 
ready to entertain good proposition. Have 
salesroom and office, and space for stockroom, 
located in shoe district. A real opportunity 
for concern wishing a New York representa- 
tion. Amy reasonable proposition considered. 
Address N-547, care Boot and Shoe Recorder, 
239 W. 39th St., New York. 





EXPERIENCED shoe man wants cheap line 

men’s dress welts for Texas territory. Must 

be on and snappy. Address Box 54, 
or 


Weatherford, Texas. 








WANTED TO PURCHASE 








ATTENTION 
SHOE FACTORY WANTED 
IDEAL LOCATION 
PLENTY SKILLED AND 
UNSKILLED HELP 
CLARENCE G. SMITH 


MecSherrystown, 
Adams Co., Penna. 
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BUSINESS OPPORTUNITY - BUSINESS OPPORTUNITY MISCELLANEOUS 








FORT WAYNE, INDIANA 


Wants a Shoe Factory. Our survey shows we have labor and natural facilities for this kind 
of industry. We have some real inducements. Will be pleased to give details to anyone 
interested. Address, E. W. Puckett, Industrial Commissioner, 1208 First 
National Bank Bldg., Fort Wayne, Indiana. 
































FOR RENT FOR RENT pephiccoramee anne 
Beaded Strap Ornament to substitute for 


strap or cover it 


Findings Dealers Will Make a Profit 
On our lines of beaded ornaments. 
Write for details, samples 


FOR RENT reat 
Sugester Shoe Ornament Pk ne 

688 Howard Ave., Brooklyn, N. Y. 
Plumb in the Center of New York’s Shoe District! 
A first class sales office and display room in the heart of the New York 


shoe district. Will rent this exceedingly desirable space for one substantial 
line or to two non-competitive houses. For details address 

















BUCKLES--NOVELTY MATERIALS 


B-944, c/o Boot and Shoe Recorder 
239 West 39th St., New York City, N. Y. 

















FOR RENT—Space in popular priced Ready- 
to-Wear store, Pittsfield, Mass., for the sale FOR SALE ESE ; 
of Women’s shtes. Permanent window display. GOLD and SILVER KID SHOES 
10 per cent of sales, with a minimum guar- renewed by AIGLON SHOE CREA 
antee of $125 a month. Immediate possession. 50c. a jar 
If interested, write C-50, care Boot and Shoe e1 win AERILE—IMPORTER | . 
or’! 


Recorder, 207 South St., Boston, Mass. 
a, FOR SALE. 


Old established shoe store in fast grow- 
FOR SALE =s oo “ we! ante eae 

tion, sonable rent, inventor - 
to 15,600. Only responsitiey leouirios WANTED TO PURCHASE 
cqnsidered. Address C-57, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


SHOE STORE FOR Cc 
SALE IN CALIFORNIA ' ASH PAID 
A sh t : lumber t f F oS years im Northern Visit & "20,000 for entire shoe stocks or surplus st 

shoe store in a lumber town of . ocks 

1 B locat of shoes or other merchandise. Any 
3000, north of San Francisco. ay Children’ 5 Sheu. ‘popular priced. ons quantity. Prompt attention given. 


: a 
Wonderful window display. est stock. Reason for sale, other interests. Ad. KIRSCH-BLACHER Co., I 


location, reasonable rent. Stock dress C-34, care Boot and 
_- > South St., Boston, Mass. ° 622-624 Broadway, New York, N. Y. 


consists of shoes for men, women 
and children and men’s furnish- OR SALE—A complete equipped women’s caaeall dee oe 
ings. Invoice about $6000. For F welt and McKay shoe factory in a New 
sale at invoice price. This is a York State shoe center. Doing a good busi- 
cash proposition, Reason for sell- ness; best of reasons for selling at an extremely CA SH PAI D 
ing. Address C-51, c/o Boot & reasonable price. Correspondence confidential. 
Sh R ° Address C-56, care Boot and Shoe Recorder, for shoe stores or surplus stocks of 
oe Recorder, 189 W. Madison 207 South St., Boston, Mass. shoes or for other merchandise. Leases 
taken over. We will send a repre- 


St., Chicago, Ill. 

Se toes ie a and make 
MISCELLANEOUS Kelter Cesl, Moseantile Co. fac. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 
















































































FOR SALE 
Only exclusive Shoe Stock in growing 
~ of we vorage As | — ‘oe F 
cago. Lease just nenewed. od- WINDO 

erate Rental Store—at same stand ‘WwW jo... puy =< re a cash 

stand over fifty years. Splendid oppor- f sh th nooks 

tunity. Owner must give attention to DISPLAY o ate or any other merchan 

other business. Address C-48, care Quantity no object. 

Boot and Shoe Recorder, 207 For 30 years our specialty. 

South .St., Boston, Mass. FIX I ey JRES Bank and mercantile references. 

SROOELYN PURCHASING SYNDICATE 

ANK WALKER, Proprietor 

Made by 610 Broadway, Brooklyn, 

Phone Pulaski 1798 


FOR SALE Seg all & Sons ' 


Shoe Store in Suffolk, Va. Good 

ication, catering to men, women | 1 983 Arch St va RET Chae PROCES FAD 

and children, medium and high your surplus or slow sellers. uantities 

grade shoes. Can reduce stock to PHILADELPHIA no object. Retail or 

re —— . Florsheim - ad lenses “taken of Cone . nenws. 

other standard make agencies. - : Getters nfid Established Freep 

rr Coy “fe = é ~— a Piaget ane” Street, New York City 

’ t t., ton, 

corder ou osto Send for Catalog and Prices wra‘aies pease setae peta 

nishing goods, etc. Dry Dock 0363 
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WANTED TO PURCHASE 


MISCELLANEOUS 


MISCELLANEOUS 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
$96 BROADWAY, NEW YORK, N. Y. 

Phone—Canal 6874 
WILL | SLOW SELLERS FOR 
SURPLUS STOCKS 
BUY { ENTIRE STOCKS CASH 


Bargains in shoes always on hand for 
special sales and bargain basements 














MISCELLANEOUS 








IDEAL ROLLING 
LADDERS 


are 
Si lers 
Write for Oatatog 


Furniture 


Success 
Corp., St. Louls 
Kirkwood. Mo . 





CUT STEEL 
BEADED BUCKLES 


Exclusive Designs 
Wide Variety 
Send for sample selection 
PuiapetpuHia Suoe Noverty Co. 


Manufacturers 
1210 Ne. 7th St., Philadelphia, Pa. 

















New and Used Chairs 


Save floor space 
and make your 
store more attrac- 
tive. 


Soofordonfooforforfoodooonforfoode 


Finished in any 
color and recov- 
ered to match fix- 
tures or furniture. 


eiivieimieininininiek 


Stock always on 
hand. Shipped 
anywhere. 


Prices: From 
$2.00 each up. 


Crown Motion Picture Supplies 
Now located at 729 7th Ave. 
3rd Fleor, Room 310 
New York City - oe te «” @ Gi Be 











—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 


LEATHER DE LUXE Co. 
47 West 34th St., New York 


“Largest Importers 
Novelty Leathers” 














wae Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 

Made in all styles 
to suit any shelving 
condition. 

Get our prices before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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hoe Carton 
Labels - 


090-28 0-206-206206306206.200.204 bb. B06. O46. O96 bao bad, ono ane. 














ATTRACTIVE 
SHOE CARTONS 


PRICE-SERVICE-OQUALITY 
THAT SATISFY 


ime. 
[900k Camp Qn 


Go 3-2 » LEXINGTON AVE 
BROOKLYN AW.Y 


100 - YEAKS - OF - MANUFACTURING - EXPERIENCE» 
‘Nea ace, ea ae 5 seaion guia IF acabaneea an 


Some H-W Chairs 
are in keeping with 
the most luxurious 
shoe store appoint- 
ments. The con- 
sulting service of 
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TRADE MARK 


(velas tic is durable and flexible, insuring long life for 
the box toe and perfect toe comfort for the wearer. 

§ Will not soil delicately-colored stockings. It is water- 
proof and sweatproof. 

9 Celastic fuses the upper, lining, and doubler into one 
unit ; reproduces exactly the lines of the last, and 
leaves no ridge across the tip line. 

§ Box Toe problems simplified and better shoe making 
assured. 

§ Manufacturer, retailer, and consumer all benefit when 
Celastic Box Toes are used. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Johnson City, N. Y............ 276 Main New York, N.Y............. 37 Warren 
M 06 i i 221 North 13th 
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No. 6266. “The Apache aoe 3] 
Strap” registers charm ~ Terms 2% 10; & 
to the Nth degree. Pat- m™ Net 30, F.O.B. & 
ent and Parchment kid. ra eS 
No. 6265. Patent and 

Gray kid, 19/8 full Louis 

heels, A to C -widths. 

$4.60. 


The quality of 

ROGERS BROTHERS SHOES 
resells the market which 

their beauty sells on sight 


Mr. J. L., President of a chain 
of Women’s Shoe Stores, says— 


“Rogers Brothers shoes. have an eye for repeat 
business—they stay sold—and whenever an un- 
usually trying customer is encountered we de- 
pend on your shoes to carry the sale. I con- 
sider it the best line of good fitting shoes at the 
price, bar none, I've seen in a score of years.” 

Such is the essence of comment of merchants 


everywhere. 


No. 6263. “The Apache 
Pump” is piling up sales, 
dollars at a time. Patent 
and Gray kid. 

No. 6264. Patent and 
Parchment kid—short 
French vamp, of course, 
19/8 full Louis heels, A 
to C widths. $4.50. 


Manufacturers 
5 and 3 
59 LINCOLN ST. a Distributors is, 
BOSTON, MASS. %& & 
135 Bush St. 























When writing to advertisers please mention Boot anv SHOE RecorpER 





cecord 
ositery—Section Iwo 
april 3, 














f ~ 
: 
<9 = eersoeer se. 











138 ee HOSIERY 





Ready now— 


the new Everwear 
Numbers 


VERWEAR has prepared as never before to 
give the merchants of this country real ho- 
siery service in spring and summer styles. 


We have something to offer in colorful fancies 
and new idea solid colors that we are told is a 
line almost without competition. 


We have succeeded—without sacrificing ma- 
terials, without forcibly stretching counterfeit 
length into these stockings—in producing an 
unbeatable, popular-priced, all-silk-to-the- 
top, sheer chiffon. Full-fashioned of course. 


We have gone all through our line, adding 


SECTION 









Ready soon a limited number of attractive reproductions of this 
painting. Reserve one through our salesman or by mail. 


new numbers, improving old numbers, pricing 
each right and arranging for prompt production 
to a degree where we feel confident of assuring 
commendably fast delivery. 


You have been hearing a lot and reading a lot 
about our above-board manufacturing meth- 
ods. Now, we invite you to see for yourself 
what these methods, plus up-to-the-minute 
styling, can give you in stockings and socks. 

Let us send a trial order that you may have 
an opportunity to judge. Not what we say but 
what Everwear Hosiery itself does is our real 
sales argument. 


Today Wire or Write for Samples and Price List 


THE EVERWEAR HOSIERY CO., Milwaukee, U.S. A. 


Pioneer Makers of Quality Hosiery for Men, Women and Children 
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This double page in color is 
an example of the work we 
are doing to acquaint the 
public with Tru-fab hosiery 
and the revolutionary new Bi- 
Spinning process. 





Tru-fab Distributors 


ALLENTOWN, PA. 
| Bittner, Hunsicker & Co. 
ALTOONA, PA. 
Salmond Bros. 
ATLANTA, GA. 


THESE WHOLESALERS CAN | osjot, tise" ® 


Hawley Folsom Co. 


inn} GIVE YOU FULL SERVICE | “*S3S2:<5H2 


; DALLAS, TEXAS 
tion Higginbotham-Bailey, Logan Co. 
ring DENVER, COLO. 


; . . Isbell Kent Oakes Dry Goods Co. 
, ‘HE wholesalers listed to the right are DETROIT, MICH. sa ula 
. ‘ ° m, Stoe : 
1 lot distributors of Tru-fab Hosiery for Men. —_—- 
e °,¢ The F. S. Bixler Co. 
*th- They are therefore in a position to render HARRISBURG, PA. : 
‘ ° ° ° . Rochman ‘oO. 
self you the complete service on this high class HUNTINGTON, W. VA. 
ute : ) . O. L. Stanard Dry Goods Co. 
line of men’s goods for every season in the | PHILADELPHIA, PA. 
s. | Joel, Bailey, Davis Co. 





year. | PITTSBURGH, PA. 
lave | Arbuthnot-Stephenson Co. 


but READING, PA. 


e,e 4 . ° : Titlow-Schuler Co. 
coal In addition to Bi-Spinning, the radical ST. PAUL, MINN. 


new improvement exclusive with this line, pe. 


; Decker Patrick Co. 
they are able to offer you cooperation that g@.-4+-- 24 


¢ bd L. Dinkelspiel Co., Inc. 
will add to sales, and stimulate turnover cnuneads aiaaen 


° . | Western ‘Dry Goods Co. 
in the hosiery department. | synacuse BY. 


Syracuse Dry Goods Co. 
Ask the nearest of these selected houses | Wjeesen OF Lastuer 
to give you the full details on the special WO Tenan Pater Go. 
advantages of handling the new Bi-Spun RSM 


numbers of Tru-fab. 


CLIMAX HOSIERY MILLS ) PU “ a b 
ATHENS, GEORGIA fi-Soum, 


HOSTERY FOR MEN 
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Hosiery 


for men, women and children 


Underwear 
spring needle knit and athletic 
style—for men and boys only 
© A. A. Co. 
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How 900,000 pairs of a single 


number were sold in 11 months 


In less than a year almost a million pairs 
of one single style in ALLEN-A silk chif- 


fons were sold in stores from coast to coast. 


Never, in our experience, has an individual 
number met such instant public response. 
From Boston to Los Angeles, in metro- 
politan centers, and in towns of less than 
1000 population, women bought this hose 
—and bought it again. It struck the public 
fancy. Over 1200 stores featured it. Most 
have written us that it broke all records. 
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[he leading chiffon of 1925 


and a new companion style in “Sheers” 


THE ALLEN-A COMPANY, KENOSHA, WIS. 


Now, in response to many requests, a new 
sheer service hose has been created to go 
with this record-breaking chiffon. This 
hose is full length boot up to narrow gar- 
ter hem to go with the shorter skirts— 
and it sells at an amazing price for sucha 
stocking. Preliminary sales show that it 
may even exceed its companion number. 


This new style is No. 3615. It is now ready 
in all the newest colors. Ask the Allen-A 
man about it. Or write us direct for prices, 
delivery and a tested retail sales plan to 
feature this hose. 
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Spring and Summer Stocking Choices 


Correct Color Combinations 


Hosiery and Shoe Departments 


Must Know What They Are 


Free to Merchants 


VERYONE knows that some 
colors cannot be worn harmoni- 
ously with others, but they do not 
always know exactly what they are. 
Because it is important for the 
Hosiery and Shoe Departments to 
have a dependable guide for their 


customers, the Style Service Depart- 
ment of the Brown Durrell Company 
has worked out correct color combi- 
nations to cover the entire ensemble 
of costume, shoes and stockings. 

The new Spring and Summer Hos- 
iery Style Booklet shows the different 


shades that will be in vogue 
for spring and summer cos- 
tumes, and the new and 
exclusive Gordon Hosiery 
shades that will be worn. 


Jo 
HOSIERY 


This style booklet is primarily for 
use in the thousands of stores 
throughout the United States carry- 
ing a full line of Gordon Hosiery, for 
distribution to their customers, and 
for the convenience of customers in 
selecting exactly: the right color 
hosiery at the counter. 

The booklet also contains author- 
itative discussions of the style trend 
in fabrics and shoes, as well as 
stockings, and will be an invalu- 
able aid in giving better service to 
the customer, as well as increasing 
sales. 

A copy of this Spring and 
Summer Style Booklet will 


r don be sent free to merchants 


who ask for it. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York. 


Gordon Underwear 


Boston 
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St nS THE 
[DEA 
ANKLE arises 


wit 


“Onyx Pointex’ 


NYX”’ advertising is sounding a new note in 

hosiery selling—a KEY note to which the sell- 
ing talk of every salesman or saleswoman behind 
your hosiery counter can be tuned. 

It is this! “Onyx Pointex” is something more 
than a mere stocking—something more than a 
beautifully knitted hosiery fabric. It is a moulder 
of ankle grace—a slenderizer of ankle lines. It 
allows ankles to look their best—always. 


What stronger appeal can be made today to any 
woman who is responsive to the dictates of Fashion? 




















“Onyx Pointex’’ is made in all the standard colors. 
Send for new catalog—Spring 1926 





155—‘‘Onyx Pointex’”’ 388-‘‘Onyx PointexShere- 
dium weight, with lisle go >| $12.50 silk’’ with Hele top and } $15.50 
and sole lisle-lined sole 
350-—-*‘Onyx Pointex”’ serv- i 
pee Cagn teenies eerv- prctiaps. nest Meds What a world of difference 


ice weight, with lisle top  s1s.s0 4s0—‘ ‘Onyx Pointex Shere- 
j silk’’chiffon weight, allsilk. just the right stocking makes! 





and sole 


“ONYX” HOSIERY Inc., Manufacturers Wen ‘ —_ — the 
“Pointex really is! It nor 


1107 Broadway New York caly makes “Onyz Polncex” ssockings 

Chicago Philadelphia Boston Buffalo more wear-resisting, but, we say it ad- 
San Francisco Los Angeles visedly, more STARE-tesisting as well. 

“Pointex” allows the ankle to look 


nyx” hd Oster, a : Dias erete 
iT) ° 
Pointer 


Psteresnt” 191% 
REG.U.S.PAT.OFF. 
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Record Breaking Hosiery Demand 
Appears in Sight 


By Camillus Phillips 


PRIL, and Easter with it, in 
A the opinion of New York’s 
leading resident buyers, brings 
to the front several questions of 
hosiery which are of major impor- 
tance to shoe stores maintaining 
hosiery sections, and also one phase 
of hosiery in general that is of 
urgent moment to those that don’t 
maintain a hosiery section. This 
latter topic first: 


UYERS of hosiery for 

department stores and 
specialty shops in New York, 
as well as those represented 
in the New York market by 
resident representatives and 
cooperative store groups, 
are. convinced that this 
spring and summer must 
bring volume sales in ho- 
siery of all kinds—men’s, 
women’s and children’s—in 
excess of any previous sea- 
sons. Note that the body 
of buyers referred to is all- 
embracing, insomuch as the 
resident representatives and 
cooperative groups do the 
buying for practically every 
hosiery department in prac- 
tically every department 
store and specialty shop of 
the United States, from 
those located in the great 
cities to the remodeled dry 
goods and notion stores in 
modest towns of no more 
than 5,000 population. Unan- 
imity of opinion among 
expert buyers, throughout a 
merchandising range so di- 
verse yet so complete, has 


of all silk full fashione 


every hallmark of being correct. 
Under such circumstances, with 
hosiery demand so universal, the 
shoe store that refrains from instal- 
ling at least a small hosiery section 
at once is evidently passing up the 
best opportunity that has offered 
since the first shoe retailers pio- 
neered in the hosiery field. And, it 
may be added, the shoe merchant 


Bessie Love, famous screen star, who recently sailed 
for Europe, shows her good taste by wearing a pair 
d stockings with Paris lace 


clox 


whose hesiery section is already 
under way will be doing his own 
interest the gravest injustice if, at 
this time, he fail to give it his best 
effort and most liberal encourage- 
ment in adequacy of stock, promi- 
nence of display and liberality of 
advertising. 
Up until the very end of March, 
there was pessimism, almost despair, 
throughout read y-to-wear, 
retail as well as wholesale. 
Nor have the events succeed- 
ing the first signs of spring, 
during the week of March 
21, effected any radical 
change in the situation. 
The apothegm of retailing, 
“the lost day is never made 
up,” must hold good this 
spring if it never did be- 
fore. Unyielding winter 
weather paralyzed every ef- 
fort to improve the retail 
sales stimulus of a _ very 
early Easter; and it left 
women, in hundreds of thou- 
sands, in the mood to post- 
pone their purchase of 
spring dresses, and even 
coats, until they can reap 
the advantages of the post- 
Easter mark-down sales. 


UT hosiery, out of the 

entire range of woman’s 
attire, is one item at least 
which will not be affected in 
the smallest measure by the 
ready-to-wear slump this 
season, either in price or in 
volume. The girls and 
women must have new, sea- 
sonable garments, whatever 
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the delay and however reduced the 
prices; and the cut of those gar- 
ments, with short skirts compelling 
extreme revelation of: hosiery, is 
now unalterable. And as for ho- 
siery prices, store buyers all realize 
that it is up to the hosiery depart- 
ments to sell volume at regular price 
levels this spring as their contribu- 
tion to enable the store to make up 
its unlooked-for setback in ready- 
to-wear. 

The shoe merchant will be per- 
fectly safe in displaying all of his 
enterprise and initiative in getting 
now more than his usual share of 
the hosiery business that impends. 

How? Well, he can obtain deliv- 
eries of merchandise enough for a 
small, select stock in 
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has a clammy cling to the leg, shows 
any leg hairs through its thin, open 
mesh, and lacks the durability re- 
quired for summer outing wear. 
The proponents of doubt as to the 
summer fad of white silk hosiery 
have been the buyers for one or two 
leading store groups who, while 
frankly admitting that they placed 
orders for delivery April 1, aver 
that they were merely preparing for 
the white hosiery demand in connec- 
tion with commencement exercises 
and similar occasions, where white 
dresses are commonly de _ rigeur. 
For summer wear, they forsee only 
modification of the recent Palm 
Beach trend in unusual tints, such 
as bluette and sea spray and daisy 


Boot and Shoe Recorder 


manufacturers meant what they said 
about making up on sure order only. 
This year, all the department stores 
placed their commitments months 
ahead; and manufacturers have been 
as firm as ever in refraining from 
making up beyond the orders in 
hand. The only uncertain factor is 
the supply taken by the jobbers who, 
being pretty wise in their genera- 
tion, have probably contracted for 
no more than a moderate amount of 
white silks, because their judgment 
is that store buyers, after two suc- 
cessive years of shortage, must have 
learned their little lesson and have 
bought apparently in advance of 
their needs. 

The shoe merchant, if he will act 
at once, stands a fair 
chance of securing white 














time to horn in on the 
post- Easter business, 
and he can build up that 
stock by May 1 so as to 
be amply equipped for 
the big, early summer 
buying, which will con- 
tinue in considerable 
volume throughout the 
vacation period. As for 
what he shall stock, this 


seen. 








Everything points to the biggest demand for 
white hose this summer the country ever has 
Skirts will 


White dresses will be worn. 


be short. Stockings should be silk, all the way 
up, and of sufficient weight to look well in spite 
of perspiration and the other impediments to 
good looks that come in the summer time. 


silk delivery by May 1. 
By good luck and good 
management he may get 
an initial supply from 
jobbers and even from 
some original sources 
within two weeks. But 
some sort of a stock of 
white silk service hose, 
installed as soon as may 
be, will prove indispensi- 














and other articles in our 
April issue are designed 
to serve as practical buying guides, 
for the shoe man making his debut 
in hosiery as well as for those 
already experienced in the line. 

The problem of most imminent 
importance in connection with 
women’s hosiery applies to white 
silk service here. Overwhelming 
weight of opinion among resident 
buyers and individual buyers for 
New York stores is that this sum- 
mer gives every indication of being 
the biggest white silk season ever 
known, exceeding in demand that of 
1924, when all department stores 
were caught short and lost great 
sums in sales forfeited because they 
could not supply the popular de- 
mand, 

The ground for relying on exten- 
sive sales of white silk hosiery is 
that white dresses will figure largely 
in summer wear for sport occasions 
and also that white hosiery has been 
accepted in advance by fashion as 
suitable for wear as an adjunct to 
dresses in any of the lighter shades. 
It will be all-silkk in very high per- 
centage because the short skirts, 
plus outdoor breezes, require all-silk 
for revelation of the knee and prob- 
ably then some; and because, too, 
anything except all-silk—such as a 
lisle top—shows up more flagrantly 
in white than in any color. It will 
be service weight — somewhere 
around 8-strand at least—because 
white chiffon, wet with perspiration, 
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yellow, with white avoided rather 
than favored by the better dressed 
girl and woman. 

It is to be noted, however, that as 
early as the closing weeks of March 
the fashionable New York specialty 
shops were being called on for white 
silk hose by the women who were 
then on the eve of departure for 
such resorts as Atlantic City, where 
the Easter parade will carry great 
weight in setting subsequent hosiery 
preference. 

In any event, there appears to be 
no question as to the development 
of considerable demand for white 
silk hosiery during May and June, 
and all except a small segment of 
expert opinion forecasts increase of 
that demand later. Now as to the 
moral for the shoe store: 

Get in on white silk, service 
weight hosiery for women without 
an hour’s delay. There will prob- 
ably be a marked shortage. It is 
the one line of hosiery into the 
production of which manufacturers 
have steadfastly, and justifiably, de- 
clined to be buffaloed by hand-to- 
mouth store buyers. It may be a 
trade secret, but the uncompromis- 
ing whiteness of this merchandise, 
required over the counter, does not 
endure in manufacturer’s stock be- 
yond the season of its production. 
Last year, and year before that, 
thousands of too-smart hosiery 
buyers learned to their cost that the 


ble this spring and 
summer. 

Apart from white silks, the view 
generally held is that it will be a 
short spring and a full summer of 
all-silk chiffons in the better grades 
of women’s hosiery, colors rapidly. 
rising to the highest of the high 
shades. The all-silk goods will be 
popularly classed as silk from toe to 
hem and as silk-to-the-welt, a phrase 
adequately descriptive of the two or 
three-inch hem of lisle reinforcing, 
designed to give durability to a 
weave otherwise prone to super- 
delicacy. But this very marked in- 
crease in demand for all-silk will by 
no means gainsay extensive sale of 
lisle-top hosiery with chiffon leg. 
Too many girls and women must 
find their resources unequal to all- 
silk and for all-around wear. Leav- 
ing aside the ultra-fashionable shoe 
store, as being thoroughly informed 
regarding the preferences of its 
patronage, the average family shoe 
store will be pretty safe in following 
the leads given by the hosiery buyer 
for a group of fifteen middle class 
department stores, each doing more 
than a million-a-year business in big 
cities. 

Here the orders placed in bulk for 
spring and summer hosiery em- 
braced 60 per cent in lisle-tops, as 
against 40 per cent in all-silk retail- 
ing at $1.85 and upwards. In the 
all-silk goods, chiffons represent 75 
and service weights 25 per cent. 
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Colors, as early as the middle of 
March, notwithstanding the winter 
temperatures still prevailing, had 
already changed in store orders 
from the darker shades to the 
higher tones. Black, gunmetal and 
other bad weather lines did not 
figure at all. The consumer, how- 
ever, had modified her taste only 
slightly. She had abandoned her 
long-standing favorite, rose taupe, 
for grain after the first week in 
March. But she persisted in keep- 
ing rose taupe in second place 
almost to the end of the month. By 
that time, beige had taken third 
position, relegating gunmetal to 
jourth place. Shadow had risen from 
eighth to fifth; French nude 
dropped from fifth to sixth; and 
flesh, after snow had forced it down 
to ninth place, had resumed its 
former rank as seventh. Followed, 
in order, Piping Rock, sandalwood, 
dark gray, atmosphere, mauve taupe, 
black, zine, gravel, moonlight, al- 
mond and the rose-tinted grays. 

The expert forecasts for late April 
and early May demand promote all 
of the lighter, delicate tints in some 
such order as this: Atmosphere, 
moonlight, dove gray, nude, sunset, 
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peach, woodland rose (bois de rose), 
French nude, blush and rose taupe. 


HOE stores that have done their 
yeomen’s work in educating the 
public to the importance of fitting 
growing children’s feet instead of 
letting department store tyrants 
shoe the victims on the principle of 
Procrustes’s torturing bed, have 
their big chance now to cash in on 
children’s hosiery. Shoe stores that 
haven’t done their part have almost 
as good a chance, in spite of it. 
For, in children’s hosiery, long goods 
—i, e., regular hose—promises to be 
a minor instead of the major feature 
for the coming season. For girls, 
as well as for boys, sport hose gives 
every sign of being the popular 
wear. Fad or not, parents are ex- 
pected to fit out their youngsters, 
between the years of 6 and 14, with 
golf stockings that shall lend their 
slender legs unwontedly high visi- 
bility, together with calves of purely 
adventitious proportions, as being 
increased in circumference by the 
layer of the cuffs. 
Already, on the leading thorough- 
fares in New York, children may be 
seen parading proudly in their 
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spring golf hose, for the present 
rather modest of tint but obvious 
enough and, beyond dispute, dis- 
tinctly picturesque. As April pro- 
gresses, we may count on popular 
demand for louder mixtures and 
more clamorous checks in the leg 
patterns, with the cuffs in designs 
more emphatically contrasting. This 
is the usual rule with fresh fads 
and fashions—rather modest, timor- 
ous beginnings followed by rapid 
advance toward the most striking 
effects obtainable. It seems likely 
that the bulk of this sport hose busi- 
ness for children will be done in two 
classes, one at 50 cents per pair of 
cotton goods, the other at $1 per 
pair of worsteds. A certain volume 
of orders is being placed, by depart- 
ment stores doing popular business, 
for children’s English ribbed, mer- 
cerized hose, full length, to retail at 
50 cents. The colors favored here 
are champagne, beige and, in the 
darker tones, cordovan. The more 
discreet classes of the population 
will be inclined to pay somewhat 
better prices for children’s hose in 
% length of good lisle with fancy 
tops, the leg being in mode, cham- 
pagne and the higher tans. 


Men’s Hose More Artistic 


have to stock and dis- 
play his men’s hose with an 
eye to his own, peculiar class 
of patronage. Rebellion is in 
the air against previously ac- 
cepted standards of taste, with 
the “swell dresser” consider- 
ing his ankles less in the light 
of a pair of fire alarms, and 
the run-of-mine population in- 
clined to be dissatisfied with 
any socks less startling than 
a pair of barber poles. One 
thing is certain: Both groups 
are the ones who are paying 
the money, and they are both 
pretty sure to take their 
choice. So the shoe store that 
guesses wrong, as to the group 
it is selling men’s socks to, is 
liable to sell mighty few 
socks. 

Needless to say, the very 
high grade spring hose for 
men is, from the artistic 
standpoint, a delight such as 
has been missing for several 
seasons past. Inspection of 
the April counter showings of 


HE shoe merchant, this 
spring and summer, will 


New full fashioned fancy pattern 


a New York store whose men’s 
furnishings department is 
patronized by the well dressed 
fellows seen on Fifth Avenue 
and at the country clubs, dis- 
covered expensive lisles_ in 
fancy weaves of ribbed effects 
in solid colors of beige, grays 
and navy blue, and in two- 
tones of harmoniously blended 
gray and tan; gray and light 
blue; black and gray; blue 
and tan; light blue, red and 
black; and blue, red and 
white. The fancies were in 
unusually small checks and 
diamonds; and checks and 
stripes appear in combination 
—an effect rarely seen pre- 
viously, yet now achieved in 
admirable taste. 


HE high lights in these 
new fancies was presented 

in a series of grays, tans and 
taupes, solid in color except 
for triple lines of small dia- 
monds, contrasting in their 
tones, that ran up either side 
of the ankle. The result was 
[CONTINUED ON PAGE 157] 
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Doubles Sales of Hosiery 
in a Dull Month 


in Detroit doubled its hosiery 
sales in February, one of the 
dullest months of the year. There 
were no cut prices and no unusual 
expenses of any kind. Some record! 

The annual sales of hosiery in 
this store run past the $75,000 mark, 
so that the increase in sales was no 
mean amount. 

It was all done by an intensive 
selling campaign in which the em- 
ployees of the store were divided 
into two camps. A substantial prize 
was awarded the winning team, but 
compared with the results it was a 
small fraction of additional expense 
to the regular sales’ cost. 


WOMEN’S specialty shoe store 


ECENTLY it was found neces- 

sary to double the capacity of 
the hosiery department owing to the 
large sales, and this made it neces- 
sary as well to employ another. girl 
at the hosiery counter, doubling the 
staff. It was this that gave the man- 
ager of the store the idea of a sales 
contest. The two girls in the hosiery 
department were designated heads of 
the two teams. The girls selected in 
turn the shoe salesmen who were to 
be on her team. The non-selling em- 
ployes, a bookkeeper, a cashier, a 
wrapper and the porter-shoe shine 
were also enlisted on 
the teams so that 
everyone in the em- 
ploy of the _ store 
was placed on one 
of the teams. 

It wasn’t expected 
that the non-selling 
employees would be 
of much assistance, 
but it proved that 
these _ employees, 
when properly in- 
structed and _ en- 
thused, can be an 
important factor in 
selling. The cashier 
and the bookkeeper 
rarely come in con- 
tact with the cus- 
tomer, but they 
have friends who 
are potential cus- 
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tomers. Their efforts to create sales 
among their friends proved no mean 
item in the piling up of a record 
month. The wrapper occasionally 
had the opportunity to tell waiting 
customers of the hosiery department 
and the shoe shine-porter had the 
same privilege. Each made a record 
that astonished the manager of the 
store. 

In this store the shoe salesmen are 
given a commission on sales of ho- 
siery, but not in the ordinary way 
of P. M.’s. Each has a quota of 18 
pairs a week. If they make these 
18 sales of hosiery they are paid a 
dollar. If they double it they are 
paid two dollars, and so on, but they 
must reach the quotas set them be- 
fore they are paid anything. This 
plan is believed by the manager to 
be more resultful of sales than the 
usual commission on all pairs sold. 

The teams set to work with a will 
and soon the sales began to pile up. 
Every morning the record standing 
of the two teams was posted so that 
each employee could see how the 
contest was swinging. One morning 
it would show team No. 1 ahead, an- 
other it would show that No. 2 had 
overcome the handicap and passed 
the other. The employees on the 
losing team would put on extra 


New hosiery display form created by Onyx Pointex. 
life size, but the body is in. miniature form 


steam and strive to secure the lead, 
while the winning team strived to 
retain it. 

One morning the colored shoe shine 
reported to his team that he had 
sold 35 pairs of a certain number of 
sport hose to a colored charity bazar 
and that day his team led the other 
by a narrow margin. This is men- 
tioned merely to show that the non- 
selling employees can be _ instru- 
mental in selling if they can be 
interested in the business. 

The contest was not placed on a 
dollars and cents basis, but was 
fought out on a pair basis. At first 
thought this might appear to be the 
wrong method, but the manager of 
this store explained his reason for 
his decision in this way: 


“6 UR commissions are based on a 

pair basis because I feel that 
when it is placed on a dollar basis 
that the salespeople are more apt to 
strive for sales of higher priced 
lines that are not suitable for the 
wear the customer intends to put 
their purchases. When this is the 
rule in any store the customer is 
often persuaded to buy hosiery at a 
price she is unaccustomed to pay and 
later finds that her purchase was not 
of any more value to her than usual, 
and that makes her 
feel that she has 
been taken advan- 
tage of by the sales- 
man. 

“I do not advo- 
cate this policy of 
ours for every store, 
but we have found 
it a good one and 
upon it we have 
built up our large 
business. We have 
three regular quali- 
ties that we sell as 
staple lines, and on 
these lines we base 
our business. Nov- 
elties are handled, 
of course, but the 
bread and_. butter 
business is done on 


The legs are 
. our three staple 
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lines, which are the best that. we 
can find to sell at the three prices 
we have decided on for the season 

“We do stress the extra value of 
buying the better qualities, but 
not without failing to impress the 
customer with the fact that the 
qualities offered are the very best 
that can be purchased at each price 
quoted.” 


HIS store has adopted the pair 

quota for salesmen in their regu- 
lar sales and for that reason carried 
on the contest along similar lines. Its 
success was gratifying to the entire 
personnel of the store. The extra 
commissions earned during the con- 
test awoke the salesmen to the op- 
portunities they had been missing 
in not going after the hosiery sales, 
for these commissions were paid at 
the regular rate in addition to the 
prize hung up for the winning team. 
The manager is sure that the start 
this contest has given his salesmen 
in making record sales of hosiery 
will be continued for the money 
value the remuneration will bring to 
each salesman. 

The hosiery department of this 
store has been built up along specific 
lines. .These have been outlined by 
the manager for RECORDER readers 
and are as follows: 

1. The hosiery department must 
not be run as a side line, but as a 
distinct business of its own. It 
must be in charge of a competent 
girl who can sell as well as direct 
the activities of the department. 

2. It must be advertised as a sepa- 
rate business. Mere mention of the 
hosiery department in the shoe ad- 
vertisements is not sufficient, but 
separate advertisements must be 
used to build up the department. 

3. Window space must be appor- 
tioned to the hosiery department. 
This space must not be in the same 
corner all the time. In fact, it has 
often been found desirable to give 
over a large space to the display of 
hosiery. It has been proved that a 
full display of hosiery in the win- 
dows has attracted much attention 
that was afterward turned to the 
shoes displayed. 

4. It is better to concentrate on 
a few lines and prices than tdé scatter 
efforts on many. Customers are 
more easily impressed with the de- 
sirabilitvy of the store as a hosiery 
center if a large showing of colors 
at a few prices are made. 

5. Concentration on a few prices 
makes the advertising more effec- 
tive, 

6. The best values obtainable at 
the specialized prices must be given. 
The shoe store hosiery department 
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Real legs through a fence full of knot holes made a wonderful display for the 


Hardaway Shoe Store of Ponca City, Oklahoma. 
were shown, together with the latest shoes. 


is in direct competition with every 
other hosiery department in the 
locality, the mail order houses and 
the house-to-house canvasser. It is 
far more profitable to the shoe 
business to double the number of 
customers who come to the store for 
hosiery at a small profit than to 
make a large profit on a small turn- 
over. 

7. It does not pay to buy seconds, 
discontinued lines or any hosiery 
that is not up to the standard set 
by the store. These usually in- 
crease the size of the stocks carried 
and do not bring additional business 
in sufficient amounts to make it 
worth while. They reduce the num- 
ber of stock turns, create dissatis- 
faction among the customers and 
fail to produce a profit for the 
dealer. 

8. Odd prices have _ sufficient 
power over the mind of the customer 
to make their adoption desirable. It 
is better to sell regular $2 lines at 
$1.95, $1.50 lines at $1.49, etc., than 
at the usual figures. The shoe mer- 
chant who goes into the hosiery 
business comes into direct competi- 
tion with the department store and 
must meet this competition on a 
price basis to attract the attention 
of the public. 

9. Volume is the hosiery depart- 
ment can be boosted by a three-pair 
offer at a slight reduction over the 


All the new colors in hosiery 
The display stopped the town 


price of single pair sales. Thus, 
three pairs of $1.95 hose may be 
offered to great advantage at $5.65, 
three pairs of $1.49 hose may be 
offered at $4.25, and so forth. The 
reductions are sufficiently large to 
interest the buyer and not large 
enough to materially affect net 
profits, because of the larger volume 
of business done. 

10. The hosiery department should 
be prominently placed near the door. 
A good display should be made there, 
and if possible units of display 
should be placed at advantageous 
parts throughout the store. Display 
cards and signs advertising the ho- 
siery should be similarly placed. No 
customer should be allowed to leave 
the store without having impressed 
on her mind the fact the store sells 
hosiery. 


Parchment Leads for 
Spring 
By O. S. Poe, Little Rock, Ark. 


I consider the best selling colors 
for now and for spring to be parch- 
ment, sauterne, circassian and opal 
grey. Whites will be good, and we 
predict pastel shades to be worn 
with white shoes. Nude and French 
nude are good with black shoes. We 
predict these colors will go threugh 
the season. 
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Success—How It Is Attained 


Boot and Shoe Recorder 


Real Methods Used by Real Merchants 
to Put Hosiery on the Map 


OW do they do it? 
Manhy a shoe man, regard- 
ing enviously the brilliant 


success of some competitor with the 
hosiery section, has asked himself 
the question—but refrained from 
asking the other fellow. 

Well, this article is the result of 
asking the other fellow—several of 
him, For, instinctive as the ques- 
tion is with the man who has never 
seriously contemplated doing it him- 
self, and of some who have, as well, 
it is also the most practical of all 
questions. The answer, or answers, 
surely ought to embody the brass 
tacks of hosiery merchandising in a 
shoe store. 

No one article, per- 
haps not even a series 
of them, can give all the 
answers devised by shoe 
stores with successful 
hosiery sections. But 
certainly one capable 
merchandiser in the re- 
tail shoe trade after an- 
other has worked out his 
hosiery salvation along 
lines which the puzzled 
inquirer can follow with 
profit. Not a few of 
them present underlying 
principles the applica- 
tion of which has been 
overlooked by many al- 
ready successful hosiery 
sections. 

The type of hosiery 
section that most fre- 
quently does overlook the 
special lines on which 
exceptionally able mer- 
chandisers are making 
records for sales volume 
is the one installed be- 
cause it seemed to be 
the thing to install. The 
one next in frequency is 
the hosiery section that 
was born in a shoe store 
whose proprietor con- 
cluded, after due de- 
liberation, that it must 
fill the traditional long- 
felt want. The remark- 
able feature belonging 
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to hosiery sections of both classes is 
that so many of them register satis- 
factory returns although, lacking the 
special impetus which is always be- 
hind superior merchandising, the 
returns registered are seldom com- 
mensurate with the opportunities for 
sales volume that exist. 

Probably the merchandising prin- 
ciple that has proved most stimulat- 
ing to shoe store hosiery sections is 
this: Don’t tolerate your hosiery 
section. Bank on it. 

Here is one of the most striking 
examples of the application: 

In New Haven, Conn., Harry 
Walker launched a high class shoe 





Samuel Elkind, of the Empire Shoe Company, whose 
hosiery motto is “Every Woman Passionately Loves a . 
Lowered Price” 


shop for women on Feb. 1. He 
planned to ride the $10 retail price 
level for his shoes, and he called his 
venture the Silver Slipper. It was 
small, a real “parlor store,” with only 
twenty-five chairs. So there wasn’t 
any too much room for anything. 


Remember, this is a shoe shop, 
planned primarily to sell shoes, not 
hosiery. For all that, Mr. Walker 
put his stock of shoes out of sight 
and his stock of hosiery in sight. 
He banked on his hosiery even more 
strongly than that. With his shoe 
stock in the store represented only 
by some model types, disposed on 
stands or on the floor, he 
gave up the front of his 
store to the hosiery case, 
with generous display. 
That was reversing 
stocks with a vengeance; 
yet it was far from bad 
judgment. Sign, win- 
dow, and the shoe models 
inside served adequately 
to create the first and 
permanent impression of 
a shoe store. For all its 
prominence, the hosiery 
remained obviously in its 
proper place, as an 
adjunct to the shoes. 

With his opening day, 
he went the limit in 
linking the two lines to- 
gether. He announced 
that, to every customer 
purchasing a pair of 
Silver Slipper Store 
shoes, one pair—and one 
pair only—of full fash- 
ioned silk hose would be 
sold for $1. 

Of course, he made no 
profit on the hosiery. 
But he sold 200 pairs 
that day, and they car- 
ried out as many pairs 
of shoes at right prices. 
Incidentally, he put his 
Silver Slipper shoe shop 
on the map of New 
Haven so emphatically 
that it has been doing 
excellent business ever 
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The plain, unvarnished truth is this 
—many women with knee-high 
skirts want to keep step with the 
vogue and be well supplied with 
fine new stockings in colors to 
match their costumes, BUT THEY 
CAN’T AFFORD IT. 


Women can’t stand . 
the pace with high- 

priced stockings, but 

they’ve each got a 

dollar, and that’s all 

they need! 


The new Arrowhead 

style, Minnehaha, in- 

troduced last month, 

is the result of a de- 

termination on our 

part to bring a fine, 

lustrous silk stocking down to the 
price that everyone can pay, so that 
women can buy more and so that 
you can sell more. 


Minnehaha compares with the 42 
gauge full fashioned stocking. It 
is extra fine gauge, made of pure 
thread silk, reinforced with rayon. 
It has 23 inch boot, elastic mer- 
cerized top, double sole, high 
spliced heel, 8% to 10%. Out- 
sizes 8Y% to 11. 


A full range of colors as sponsored 
by the Textile Color Card Associa- 
tion for Spring, including, Mauve, 
Bluette, Woodland, Rose, Sea- 
spray, Rose Marie, Atmosphere, 
Nude, Champagne, Sunset, Peach, 
French Nude, Blush, Grain, Bran, 
Biscuit, Moonlight, Dove Gravy, 
Shadow, Mauve Taupe, Sandal- 
wood. 





Lveryhodys Got a Dollar 


DON’T TIE UP A LOT 
OF MONEY IN A 
LARGE STOCK 


The new Arrowhead 24 hour serv- 
ice permits you to offer your cus- 
tomers a full line, all colors and 
sizes, without a large investment. 
You need order only the stock for 
your immediate needs. Any of our 
six stock-houses will supply you 
with any color, size or quantity in 
TWENTY-FOUR HOURS. 
Keep your stock complete with a 
small investment. Order from the 
Arrowhead stock - house nearest 
you. 


New York 
30 West 24th St. 
Chattanooga, Tenn. 


Chicago 
230 So. Wells St. 


Dallas, Tex. 
Santa Fe Bldg. 


Portland, Oregon 
246 Stark St. 


San Francisco 


49 Geary St. 


Now you can sell the kind of 
stockings your customers want to 
buy, at the price they can pay! 


Richmond Hosiery Mills 


Chattanooga, Tenn. 


Miss Gertrude McDonald 
in “Tip Toes.” 


ARROWHEAD 


ANKLE CLINGING HOSIERY 
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since; and its hosiery sales record, 
now at regular retail prices, is being 
maintained at the amazing propor- 
tion of one pair of hose for every 
pair of shoes sold. 

The retail shoe business holds few 
instances of such bold banking on 
hosiery with so little except mer- 
chandising confidence to back it. It 
is cited here as the extreme example 
of how much worth while it is for 
any shoe store to rely on its hosiery 
and push it, instead of merely toler- 
ating it by letting it do the Topsy 
act; and “just grow.” 


There was a basic principle of 
modern merchandising involved in 
Mr. Walker’s opening sale which was 
formulated, some years earlier, by 
Samuel Elkind, who founded the 
Empire Shoe Company and installed 
hosiery in 1921 because it seemed to 
him the sort of shoe finding that shoe 
stores might manage to get along 
with. Mr. Elkind cherishes it as 
his supreme discovery in the realm 
of feminine psychology that all 
women dearly, indeed passionately, 
love a lowered price. Rich and poor, 
from diamond tiaras to the toes of 
their stockings, they’ll walk a mile, 
in his merchandising opinion, for 
good value at less money—the same 
shrewd observation, you’ll observe, 
that inspired Mr. Walker’s opening 
day hook-up of $1 hosiery with $10 
shoes. But it took Mr. Elkind a 
good deal longer to apply it, prob- 
ably because, when he started, he 
didn’t think his hosiery was so 
“muchamuch” as Mr. Walker did. To 
be precise about Mr. Elkind’s orig- 
inal conception of hosiery merchan- 
dising, he kept his stores’ hosiery 
supply inside the cashier’s booth; and 
a salesman, whenever he had per- 
suaded a shoe customer to consider 
buying stockings, just ducked back 
to the cash booth and yanked out a 
pair. 

Meanwhile, he and his Empire 
Shoe Company were growing to the 
seven stores now operating in New 
York City, the Bronx, Yonkers, 
Newark, Paterson and Philadelphia, 
with an eighth to open May 1 in 
Pittsburgh. Meanwhile, too, he had 
been thinking hard about the phe- 
nomenal contrast between his group 
of stores, together selling no more 
than five dozen pairs of stockings per 
week, and the continued - existence 
and multiplication of hosiery spe- 
cialty shops that rubbed elbows with 
his shoe stores and, to his painfully 
certain knowledge, paid rentals of 
$10,000 to $15,000 per year. His 
specialty was $4 shoes for women, 
who all wore stockings, so far as he 
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A successful hosiery department in Forsythe store 


could see and he believed he was 
seeing further every season. Why 
did his women shoe customers re- 
frain from buying his hosiery and 
then buy it next door? 

It was a baffling mystery until he 
found the clue. It must be because 
they couldn’t see behind his cashiers’ 
booths and could see the windows 
of the hosiery specialty shops. Per- 
haps, if he were to show the faith in 
hosiery evidenced by the hosiery spe- 
cialists, he might make it pay for its 
keep, especially as the $10,000 to 
$15,000 item of rent was already 
borne by his $4 shoes. 

With that, he plunged—installed 
imposing hosiery sections at the 
front of every store, bucked the 
specialists’ competition in his win- 
dows, hired hosiery salesgirls, told 
all the shoe salesmen to earn plenty 
of 5 per cent commissions on hosiery 
sales, and went to it with a~couple 
of hurrahs and whoop. 


It paid promptly, but only trivially 
in comparison with what came to 
him from his hosiery when, a couple 
of years ago, he succumbed to the 
merchandising plan of a hosiery line 
specializing in shoe store service. 
It called for the carrying of hosiery 
stocks no larger than immediate de- 
mand required, with weekly memo- 
randa of replacements needed, the 
manufacturers undertaking to ship 
within 24 hours. That enabled him 
to keep all colors, as well as weights, 


strictly conforming to change in 
popular preference. It not only 
stimulated sales but did a remark- 
able thing to turnover, for it put 
turnover on a basis where it didn’t 
figure at all as a factor in the ac- 
tivity of capital investment, which is 
supposed to be Houdini J. Turnover’s 
prize stunt as a commercial pres- 
tidigitateur. What happened was 
that Mr. Elkind, being now all set 
for quick hosiery sales, got them 
forthwith, turning over his relatively 
small stocks from 15 to 18 times a 
year, which was so fast that he had 
the cash for every invoice in his 
cashiers’ tills before the bill came 
for payment. If he was turning over 
any capital, at that rate it must 
have been his creditor’s, not his own. 

Looking back now over his early 
lethargy and subsequent energy in 
hosiery, Mr. Elkind allots first hon- 
ors to his belated faith, then to his 
rapid replacement system, but by no 
means least to his pet discovery in 
feminine psychology. 

“Every woman loves a lowered 
price,” he declares. “Now, we con- 
centrate on a few numbers and two 
standard prices, $1 for a medium 
weight chiffon and $1.35 for a better 
grade. But we make a specialty of 
a box of three pairs of the $1.35 
stockings at $4 and of two pairs of 
the $1 hose for $1.95. Both of these 
special price offers go big and they 


[CONTINUED ON PAGE 153] 
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ENGLISH DERBY RIBS 


Genuine English Derby Rib Ho- 
siery, with its trim appearance and 
wonderful wearing qualities, will 
bring customers back to your chil- 
dren’s department again and again. 
It’s the ideal service hose. 


Liven up your children’s business by 
stocking a full line of English Derby 
Ribs. Ribs are coming fast and per- 
manently. 


We are the largest producers of Eng- 
lish ribbed Hosiery in the country 
and are specialists in Children’s 
ribbed goods. 


Arrowhead prices are extremely 
moderate, quality considered. This 


is due to one thing only—lowered 
manufacturing costs because of enor- 
mous production. 


Don’t confuse English Derby Ribs 
with the imitation ribbing which is 
merely a drop-stitch and which has 


neither the close fitting neatness of 
the English Rib goods nor its long 
wear. 


Sensational proof of all this is con- 
tained in this one graphic instance, 
style No. 1480 for misses. 


Fine gauge English Rib, rayon 
plaited over mercerized with fancy 
artificial silk roll tops—ribbed to the 
toe. Colors: Black, White, Cordo- 
van, Gray, Peach, Grain and Biscuit. 
Each box contains three pairs of 
stockings of two distinct patterns in 
fancy tops. Sizes 6 to 10. 


These beautiful stockings can retail 
for 59c. 


SUPER SERVICE FOR 
RETAILERS 


In order to cooperate more closely 
with retailers in keeping their stock 
complete we GUARANTEE 24 
HOUR DELIVERY. 


Here is the 24 hr. Service 


Full stocks of English Derby Ribs in all colors and sizes are kept 
in our warehouses at the following points. Order from the city 


nearest your store: 


New York—30 W. 24th Street 
Chattanooga, Tennessee 
Chicago—230 S. Wells St. 
Dallas, Texas—Santa Fe Bldg. 
Portland, Oregon—246 Stark St. 
San Francisco—49 Geary St. 


Write or wire your order at once. 


RICHMOND HOSIERY MILLS 


Chattanooga, Tenn. 


RROWHEAD 


ANKLE CLINGING HOSIERY 
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RETAILS 
AT 


$1.25 


Style No. 625. A won- 
derful_ number for all 
uses. Thread silk plaited 
over rayon, giving both 
beauty and durability. 
Mercerized heel and toe. 
High spliced heel. All 
ae shades, sizes 8 to 














RETAILS 
AT 


29c 


Style No. 8. For Misses. 
A 1x1 rib combed yarn 
number, practical and 
durable. In nine smart 
colors, sizes 6 to 10, 
RETAILS 
AT 


39c 


Style No. 104. Extra fine 
mercerized gauge 1x1 rib. In 
ten smart colors for smart- 
ness and in fine quality for 
wear. Sizes 6 to 11. 


Speed up Spring Profits 
— with Buster Brown Hosiery! 


FOR SMARTNESS .. . the colors are today’s fashion demand. 

FOR FIT . . . the closely woven ankle answers perfect. 

FOR WEAR ... knit in full-sized yarn at the proper tension. 

FOR APPEARANCE .. . the lisle top meets the silk well above the knee. 
FOR PROFIT. . . the price makes possible a fast turnover. 














The Buster Brown Service Plan, giving overnight delivery service on original stock 
and fill-ins from nearby distributor’s warehouse, keeps your stock fresh and elimi- 
nates all risk of Hosiery Department losses in your store. One word from you and 
all details will be given. No obligation whatever! 











If you haven’t the Spring 1926 Price List, write to the Selling Agents. 


Amory, Browne 2 Co, 


BOSTON CHICAGO ST. LOUIS NEW YORK 


USTER BROWN 


REG. U.S. PAT. OFF. 


HOSIERY 
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Success—How It Is Attained 


account largely for our hosiery sales 
volume.” 


The small stock and rapid replace- 
ment plan characterizes also the 
hosiery merchandising of the For- 
sythe Shoe Company, which opened 
its first $4 and $5 shoe store for 
women on Fourteenth Street, in 
Manhattan, in June, of 1923, with- 
out hosiery. When, some months 
later, a real volume shoe store was 
inaugurated at 903 Market Street, 
in Philadelphia, with 150 chairs, the 
company decided that its hosiery, in- 
stalled a little earlier as a mere 
“finding,” must be pushed. The line 
was restricted to a single price, 
$1.35, for full finished, pure silk, full 
lisle-top hose, in chiffon, medium and 
service weights, with guarantee of 
first quality on every pair sold. The 
principle underlying the policy was 
defined as being one of supplying 
quality hose to patrons of a low- 
price shoe store at a price they could 
afford. 


[CONTINUED FROM PAGE 150] 


In addition to the New York and 
Philadelphia stores, there are others 
now in Baltimore, Cleveland and 
Newark, with a new one due in 
Pittsburgh May 1. The hosiery sell- 
ing system works alike in all of them. 
The hosiery section, very impressive, 
is right up front, at the door. The 
front and rear positions of all win- 
dows are given up to the hosiery dis- 
play. An expert window dresser, 
Jack Shenker, makes the round of 
all stores once a week, doing his 
darndest; the General Manager, L. 
D. Macher, follows him up, doing 
his; while Jeff Davis, the manager 
in New York at 127 Duane Street, 
and S. W. and Max Feldstein, the 
bosses, join in doing theirs. It is 
close team work all along the line, 
especially in the buying, because first 
they buy the shoes and then, with the 
actual shoes before them, they 
match the hosiery to visual perfec- 
tion. 

That is the secret of the marvel- 
ous skill displayed by the store sales 


girls everywhere, which has made the 
women customers wonder at getting 
instantaneous color satisfaction after 
they have selected shoes they secretly 
despaired of finding stockings for. 
The salesmen love to sell hosiery on 
other grounds than that. They love 
it because they don’t sell it. All they 
do is suggest to their shoe customer 
that she can match her new pair of 
shoes on the spot. If she hesitates, 
she has lost $1.35 and gained a pair 
of excellent silk stockings, for they 
lead her to the young lady of the 
hosiery section, who sells the stock- 
ings and credits the salesman with 
his 5 per cent commission. Besides 
that, every salesman, every week, has 
a crack at one of the $10, $5, $3 and 
$2 prizes hung up for high man. 

Well, all that remains to be said 
about this high pressure hosiery sell- 
ing is to outline the result. The 
“turnover” turns over 20 to 24 times 
a year and the sales average one pair 
of stockings to every two and one- 
half.pairs of shoes. 


S356¢ Photo Norsipger 


These windows in the Forsythe Store always carry hosiery, displayed both front and back, with shoes between 


Hanan Holds Big Sale 


Boston.—Three or four times a 
year Hanan’s holds a hosiery week. 
And at the same time the local 
store holds this sale the other 29 
Hanan shops in other cities of the 


United States, England and France 
“follow suit.” Nothing but full 
fashioned hosiery is sold at these 
shops. And so when it is reduced 
25 to 30 cents the pair, it meets 
with a big customer response. The 
recently conducted sale at the Bos- 


ton store resulted most success- 
fully. A special counter, arranged 
slant-wise to give more area and 
neatly covered with denim, in light 
shade, made a practical “quick- 
working” and_ efficient hosiery 
“mart.” 

Issue of April 8, 1926 





154 HOSIERY SECTION Boot and Shoe Recorder 


KB very day we are complimented on our colors, 
especially by prominent shoe merchants who tell us 
that HOLYOKE COLORS excel in matching and 
blending with the prevailing shoe colors. 





There is a good reason for the color supremacy of| 





fol y ohke. 


SILK HOSIERY 





just as there is a good reason for its quality preeminence 





HOLYOKE COLORS are dyed in 


the yarn, thereby gaining an inherent A 
beauty and brilliance that remains Y 











and will not wash out. 





If you want a ‘‘live’’ example of HOLYOKE superiority, ask us 
to send a sample Quarter Dozen of our latest color triumph: 


MAUVE ROSE 
In Our New “PEERETTE” Chiffon Hose 


An exquisite new French Shade first shown in this country by us 


Including the _ following Morille (Sauterne) 

colors as well Rosee (Fr. Nude) 
Aurora oe Rosé Beige (Atmosphere) 
Black j Shell Pink 


French Grey : 
Got $7 2 50 Taw 


Gunmetal 1 
Tea Rose 


Honey (Champagne) 
Mauve Per doz. Tortoise (Bran) 


Mauve Taupe White 
Mauve Rose i 
Moonlight pees 


358 Fifth Ave. Holyoke Sh Tsiory G. 453 Washington St. 
NEW YORK Jlolyoke. Mass. BOSTON 
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New and Pithy Ideas to Aid the 
Hosiery Department 


Selling Odds and Ends 
at a Profit 


A system com- 
bining some ele- 
ments of _ sales- 
manship and some 
elements of stock 
arrangement, 
whereby odds and 
ends are cleaned 
up either at a 
profit or with only 
a very slight loss, is the rather un- 
usual feature with which one is met 
in analyzing the reasons for the 
hosiery success of the MHunter- 
Thompson Shoe Co. in Salt Lake 
City. 

As explained by Miss Amy Kemp, 
who is in charge of the department 
under Jesse Thompson, president of 
the company and manager of the 
store, the system consists in group- 
ing in one section on the bottom 
shelf of the hosiery stock cabinet 
all the merchandise which it is de- 
sirable to get rid of. 

When a customer wishes a shade 
to wear with a black patent or kid, 
let us say, Miss Kemp always goes 
to the first shelf and usually suc- 
ceeds in selling a pair. 

“This can be done,” she _ said, 
“when the customer asks specifically 
for something to wear with the 
shoes ih question.” 

The department has its lines 
checked over once a week, odds and 
ends being always placed at the bot- 
tom immediately. They are never 
placed on the counter. It makes 
them look too much like bargain 
stuff and also is likely to result in 
counter damage, it was stated. 

* * * 


Smooth, Satiny Hands for 


Chiffon Hosiery 


The way to handle chiffon hosiery 
has been made the subject of more 
discourses than can be found in any 
average library. But the subject is 
worth it and ought to be revived at 
frequent intervals. Naturally, 
chiffons tear easily when in contact 
with any rough surface. Equally 
naturally, also, they should not be 
allowed to leave the store without 
examination to see that they are per- 


fect. Time was when the customer 
was invited to stick her be-ringed 
hand into the depths of these 
gossamer sheer creations. The re- 
sult often was disastrous. In the 
conflict between chiffon and ring, 
the ring usually got the decision. 

Many stores now have devices of 
one kind or another over which the 
hosiery can be slipped. Others in- 
struct their sales girls to make the 
inspection themselves in the pres- 
ence of the customer. These girls 
wear no rings and keep their hands 
immaculate and smooth. Cucumber 
cream or some equally good hand lo- 
tion is furnished them and they give 
their hands a massage two or three 
times a day. 

In the retail shops of the Gotham 
Silk Hosiery Co., the saleswomen 
wear black dresses and their sleeves 
reach only to the elbow. The black 
forms an agreeable contrast with 
the hosiery and the shortness of the 
sleeve allows the hosiery to be shown 
over the fiesh as it should be. 

* * * 


What an Angry Garter Can 
Do to a Stocking 


La a Ae 


Many a good pair of hosiery is 
prematurely ruined by the injudi- 
cious use of supporters or garters, or 
whatever you call them. It is a 
very common practice on the part 
of women who find their hosiery a 
little too short to stretch them up 
by tightening their supporters. This 
creates a ruinous strain on the hose. 
It may merely make them lose their 
shape on the leg or it may start a 
run or a hole in the top part. 

When stockings are a bit short, 
a woman can adjust her supporters 
to a comfortable length. When 
they are too long or too loose around 
the top, she can double them over 
and thus have two thicknesses of 
fabric to resist the pull of the sup- 
porter. In no case should supporters 
be tightened up to such an extent as 
to stretch the hosiery. 

It is doubtful whether many 
women realize how much the proper 
adjustment of their supporters has 





to do with the life of their hose. 


Phrases for Easter-Time 
Advertising 


From last 
Easter’s adver- 
tising portfolio 
we select the 
following 
phrases: 

“Soft as Sun- 


“Revelations of the Short Skirt.” 

“You Have ALL Spring’s Colors 
to Choose From.” 

“The Very Hosiery You Want.” 

“It’s Fun to Select from Such 
Stocks as These.” 

“Many Folks are Giving Hosiery 
This Easter.” 

“Boulevard Smartness in Easter 
Hosiery.” 

“Easy to 
Easter Here.” 

“See How Well the New Easter 
Hosiery Goes with New Gowns.” 
See Our Hosiery.” 

“If You Like Beautiful Things 

“Flowery Designs in Spring Ap- 
parel Equalled by Colorful Hosiery.” 

“Color as Exquisite as a Spring 
Flower—Endurance Possible Only 
in Fine Silk.” 


* * * 


Select Hosiery for 


Buying Your Hosiery on the 
Budget Plan 


In apportioning your hosiery buy- 
ing budget, keep four things con- 
stantly in mind: 

First—Sales for the same period 
of last year. 

Second—Sales by styles for the 
same period last year. 

Third—What you have left over. 

Fourth—tThe style trend. 

For instance, if your sales for the 
last year period under discussion 
were $1,000, then with that as a 
basis, estimate your probable sales 
for the corresponding period of this 
year. Take into consideration 
whether general business conditions 
are better or worse; whether you 
are better equipped to sell more 
hosiery than you were then; whether 
new competition is likely to cut into 
your sales or whether the elimina- 
tion of competition during the year 
will prove a help. 
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woMoreWonderful Values 
to Retail at 


FO¢and 756 


Immediate 
Delivery 


No. 307 Three- color combination of 
rayon and mercerized with a 
narrow circular stripe of pure 


silk. 


Colors—Navy, Tan Bark, 
Grey, Poudre Blue, Orchid 
and Crash. 


Two-color combination of pure 
silk and rayon with mercerized 
top, heel and toe. 


Colors—Grey, French Tan, 
Poudre Blue, Tan Bark and 
Navy. ; $5.75 


Put up one half dozen of size and color to a box. 
Sizes 9 to 12 


Cooper Wells & Company 


250 Broad St. 
St. Joseph, Michigan 


Mills at Albany, Alabama, 
and St. Joseph, Michigan 


pera 


KY 

a’. 
Pon Gad 
/ ¥ ~ 


& 
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Children Want 


Boys’ domestic sport hose in new popular woven 
patterns. Shown by courtesy of Allied Knitting 


Co 


HOSIERY SECTION 


‘Em Fancy Too 


An attractive assortment of children’s imported 
full fashioned socks. From Krueger Tobin Co. 


Men’s Hose More Artistic 


one of such distinction as fairly to 
leave the rest of the fancies, admir- 
able as they were, in apparent 
mediocrity. 

This particular department, which 
may be accepted as a fair index to 
the finer class of patronage, counts 
on doing its volume business for 
April in such lisles at $2 per pair, 
with a summer change to silks and 
rayon—silk mixtures at $1 to $1.50 
per pair, summer demand being for 
greater volume at lower price levels 
because the average customer then 
requires a larger supply of socks but 
does not wish to increase his total 
outlay for this item of his attire. 
The April merchandise here is made 
up of high priced lisles 35 per cent; 
silks, 25 per cent; rayon-plated lisles, 
30 per cent; and straight rayon, 10 
per cent. It is expected that, with 
May, the demand for lisles will drop 
off rapidly until, with full summer 
weather, they will be practically eli- 


[CONTINUED FROM PAGE 145] 


minated and the proportions will run 
to silks, 45 per cent; rayon-plated 
lisles, 45 per cent; and straight 
rayons, 10 per cent. 

In this field of finer hose, the mar- 
ket in March was suddenly assailed 
by many offers of quite good mer- 
chandise—although not quite up to 
the quality of the regular supply— 
which was offered at distress prices, 
no more than one-half the $11 to $15 
per dozen ruling for the superior 
lisles which retail at $2 per pair. 
The offerings came from Germany 
chiefly and were in popular colors, 
and full assortment of sizes. Hosiery 
buyers were satisfied at the lowness 
of price in view of the intrinsic 
merit of the goods until they realized 
that their assumption of distress 
merchandise was essentially correct. 
The foreign manufacturers, in their 
anxiety to secure real American dol- 
lars, had satisfied practically every 
requirement of the market, except 


one—time. Had they submitted their 
offerings a few months earlier, when 
American hosiery buyers for large 
stores were making their commit- 
ments for the finer grades of men’s 
hose, they might have secured volume 
business. As it was, the big buyers, 
with their deliveries imminent, re- 
luctantly passed up the belated op- 
portunity and the import supply re- 
quired hard pushing to jobbers and 
to retailers of smaller volume. 

The vast mass of men consumers, 
of course, is set apart from these 
elegancies by price and, of their own 
volition, by preference. In popular- 
priced socks, the louder the fancy the 
bigger it is expected to go, with 
solid colors relegated to the discard 
by most of the hosiery departments. 
Body colors in these less expensive 
lisles, rayons, fiber-plated lisles and 
silks are mostly browns, tans and the 
blues. The patterns of checks, plaids 
and stripes are in contrasting colors. 
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One Twenty Five 


Ladies’ Pure Thread Silk 
Spring Needle Stocking. 
Every inch of silk guaran- 
teed “run-proof” and free 
of all irregularities. Rein- 
forced lisle tops and feet. 
Dozen, $9.00. 


Style 1487 


Misses’ Silk and_ Rayon 
Spring Needle Hosiery. 
Made flat like ladies’ hos- 
iery. Mercerized lisle tops. 
Size 7% to 10. Packed 
%-dozen in a box, ‘Colors: 
Mauve Taupe, Zinc, Blue 
Fox, French Nude, Beige, 
Champagne, Dove Grey, 
Black and White. A sensa- 
tional new number. Has 
the appearance of a thread 
silk fashioned stocking but 
wears like iron. Silk to 
the welt. Dozen, $8.00. 


RAY-MOND HOSIERY CO. 


373 Fourth Avenue, 


Turn Your Hosiery Stocks 
Six to Eight Times 


—WILL YOU DO IT? 


And if you do, what will it mean? Will 
you get your average markup and will 
the goods you use to do it with add any- 
thing to your good-will assets in the com- 
munity where you do business? It’s no 
trick to get a quick turnover if you waive 
profit and good-will. 


Providing hosiery to meet the specific 
problems of the buyer, as we appreciate 
these problems, is one ci ui things that 
is attracting country-wide attention to the 
Ray-Mond Hosiery Company as a house 
of service intelligently rendered with fine 
merchandise. 








New York City 





Style 595 

Ladies’ Fine Service Weight 
thread silk stockings. Wide 
mercerized flare tops and 
reinforced mercerized feet. | 
Every wanted shade. A big 
$1.49 number. Dozen, 
$12.00. 











Style 551 


Ladies’ High Grade CHIF- 
FON. Silk to the welt. 
Mercerized feot and lisle 
welt top. An _ excellent 
number with which to meet 
the growing demand for a 
longer boot. Available in 
all popular new Spring 
shades. Dozen, $14.50. 
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How the Other Chap Does It 


Lots of Colors but Few 
Prices 


Denton, Texas, is a good town 
some forty miles north of Fort 
Worth and Dallas on hard roads. 
The most outstanding thing about 
this city of 9000 people, is that it 
has a department store that does a 
$25,000 hosiery business. Travel- 
ing men claim that this is the 
largest hose business done in any 
small town in the State. And Texas 
is some sized state. To hear J. H. 
Russell of the Russell-Sledge Co., tell 
of it, one would presume that the 
business just grew, a la Topsy, but 
he finally came through with a little 
inside dope, as follows: 

“T had a hunch for some time that 
the way to do a big volume in stock- 
ings was to carry every color that 
a customer would wish in a limited 
range of prices, but did not have the 
nerve to put it in practice until a 
year or so ago. Then we concen- 
trated on a chiffon at $1, a full 
fashioned service weight at $1.50, a 
lisle top chiffon at $1.75 and an all 


silk chiffon at $2. At least 90 per 
cent of our volume is done on these 
numbers, which we garry in every 
possible color. One girl has charge 
of the stock, doing most of the sell- 
ing, too. Every morning she runs 
through the stock to see if anything 
is needed, but gives it a thorough 
sizing once a week. Two things are 
accomplished by this frequent sizing, 
the stock is kept fresh and it is 
turned every sixty days. 

“A sizable box trade has been de- 
veloped through the medium of of- 
fering three pairs at a slight dis- 
count, usually ten cents a pair less 
than the regular prices. We at- 
tribute a good percentage of this de- 
partment’s increase to these box 
sales, coupled with the fact that we 
are in a position to give our trade 
what they want, at prices that they 
are willing to pay.” 


Getting Window Variety 
with Few Styles 


Larger stores, .£ course, have the 
advantage of being able to afford 


more variety of pattern and color 
than smaller ones. It is a simple 
matter for them to change their 
hosiery displays frequently. This 
holds true for the reason above given 
and for the additional reason that, in 
many cases, being in a large city, 
they are close to the wholesale sup- 
ply and can buy frequently. 

Assuming, for instance, that you 
handle nothing but women’s hosiery, 
it might be advisable to show only 
three colors on the first day and 
then add a color a day until the 
cclor line-up is complete. Or all 
the colors could be arranged in a 
certain, predetermined order on one 
day and kept there for two or three 
days. Then the order could be re- 
versed, giving it the appearance of 
freshness. The next arrangement 
could be to group in the center all 
those colors which had formerly 
been at the ends, etc. 

In the case of men’s fancy hosiery, 
one merchant displayed a different 
pattern every day until his pattern 
range had been exhausted, then he 
repeated the process and ended by 
showing them all in a group. 


@ Fosizry MARKET TALK && 


Stockings Should Match 
Background of Prints 


With few exceptions, the grounds 
of the fashionable prints are of light 
shades, natural, beige or gray, and 
if this is borne in mind, there will 
‘be no difficulty in selecting the cor- 
rect stockings. If, for instance, the 
ground of your printed silk is beige 
with a rose tint, a nude stocking 
with the same touch of pink is cor- 
rect, according to the ‘‘ordon Style 
Service. But to try and use a flesh 
colored stocking with a gray, or 
taupe cast world produce a lack of 
harmony. Conversely, printed ¢‘‘ks 
which have a mauve gray background 
demand hosiery of the same tone to 
complement it. 

* * * 


Pastel Shades Invade 
Hosiery Field 
The pastel principle is also strong- 
ly present in printed silks this sea- 


son. There are lovely designs, in 
crépe, and chiffon, which are devel- 


oped entirely in the soft pastel 
shades, with backgrounds tinted in 
green, blue, rose or lilac. These de- 
mand a stocking with the same touch 
of color in its nudeness. Fortunate- 
ly the color urge has also invaded 
the field of hosiery, and ‘there are 
delightful pastel shades in stock- 
ings, such as new greens, bois de 
rose, tangerine, corals, pale pinks, 
blues, lilac, nude and orchid, which 
may be matched to these printed 
silks or te plain silks in pastel 
shades. 
* * * 


Chiffon Stockings Lead 
in Demand 


Chiffon hosiery continues to lead 
the market. According to reports 
from all parts of the country, 
women are buying more chiffon 
hosiery than ever before, the chif- 
fons, in fact, displacing much of the 
service weight business. In many 
cases, the older women, who at first 
frowned on the airy weight stock- 
ing, are now adopting it. 


Boosting Lisle Hose for 
Sports Wear 


In well informed quarters of the 
hosiery trade, lisle is being more 
generally favored for sports wear 
this year than is silk. The newest 
patterns in women’s lisle sport hose 
are less bold than those seen pre- 
viously and run strongly to white 
backgrounds with widely spaced pat- 
terns in color. 


* * * 


Keeps Stockings Clean 


Wellington boots are worn by a 
few of the younger generation this 
spring. “You see,” explains one of 
them, “these boots help to keep one’s 
stockings clean. When I walked 
along the streets, on a wet spring 
day, an automobile splashed mud 
on my stockings so that they looked 
like a leopard skin covered with 
spots. I had to wash those spots 
right off, because the oil in the mud 
would make a stain on the silk if I 
left it there. 
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We make this statement with 
conviction. 














The smartly attired woman al- 
ways turns to Centemeri for 
the very latest glove and ho- 
siery creations and we have 
never failed to please her in 
over fifty years of style lead- 
ership. 





Naturally any merchandise 
branded with the internation- 
ally famous name—Centemeri 
—carries a promise of high 
quality which is borne out in 
the colorings and wearing 
qualities of our full fashioned 





hosiery. 


A Centemeri Hosiery Depart- 
ment will bring you the pat- 
ronage of the well dressed 
woman. 





We carry a large hosiery stock in the latest colorings 
for immediate delivery 


C900—A popular selling hose (semi-chiffon), C500—42 gauge chiffon, full fashioned with 
full fashioned with lisle top, per doz. ..$12.50 silk plaited sole and lisle top, per doz. .$15.00 


C700—Medi ight ice h heavi 
a en Se Sechaeeeed catenin kom, C400—Heavy weight, 42 gauge, full fashioned 


than C900, full fashioned with lisle top, 
OO MR 6 3 tess wa 0b bobo ws5e es wee $13.75 
C600—42 gauge chiffon, silk from toe to top. 
Top reinforced on inside with lisle, per 


with lisle top, per doz 


Orders shipped promptly. Terms 2% ten days or net 30 days. 
Send for YOUR copy of our new spring color card. 


P. CENTEMERI & CO. 


334 Fourth Ave., New York 
Manufacturers of the famous Centemeri Gloves—Grenoble, France 


ooo o 2526252552525 e5e5e52 
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Galbraith Heads Hosiery Ass’n 


HE annual meeting of the Na- 

tional Association of Hosiery 
and Underwear Manufacturers was 
held in conjunction with the Knit- 
ting Arts Exhibition at the Com- 
mercial Museum, Philadelphia, on 
Wednesday, March 24. Apart from 
a speech on the business out- 
look by Theodore H. Price, editor 
of Commerce and Finance, the meet- 
ing was confined to a brief address 
by the president, Gustav Oberlander 
of the Berkshire Knitting’ Mills, to 
reports from the different commit- 
tees of the association, and to the 


Mr. Oberlander stated that last 
year was the first successful year in 
their branch of the knitting indus- 
try since 1920, and he believes that 
1926 will be as good, since there has 
been no dangerous over-production 
during the first quarter of the year 
and prospects for a sustained de- 
mand are bright. American indus- 
try in general, he said, suffers from 
an overexpanded producing capacity, 
but consumption of hosiery has 
been stimulated by the vogue of 
colors, and so long as colors remain 
so much in the public eye, so to 


The following officers were elected 
for the coming year: President, D. 
L. Galbraith of the American Tex- 
tiles, Inc., Bay City, Mich.; first 
vice-president, J. O. Wells of Cooper, 
Wells & Co., St. Joseph, Mich.; sec- 
ond vice-president, J. B. Lesher of 
the Unrivalled Hosiery Mills, Wil- 
liamstown, Pa.; treasurer, Ernest 
Blood of the True Shape Hosiery 
Co., Philadelphia; secretary, John 
Nash McCullaugh, New York; di- 
rectors, R. C. Aycock of the Aycock 
Hosiery Mills, South Pittsburgh, 


in al- election of officers. speak, demand will continue large. Tenn.; Thomas W. Buck of the 
S for Mr. Price laid stress on the recent The association, according to re- Thomas W. Buck Hosiery Co., Phila- 
7; trouble over the admission of Ger- ports from the different committees, delphia; George F. Dickson of the 
have jy many to the League of Nations as had a very active and successful Minneapolis Knitting Works, Min- 
or in (g likely to have an unfavorable effect year, accomplishing much valuable neapolis; C. S. Kincaid of the Mag- 
i on business eventually. By shaking work for its members and for the net Knitting Mills. Clinton, Tenn.: 
ead- the confidence of American capital indust hole. Th w . ’ ta 
: A pita! industry as a whole. e year SAW John Wyckoff Mettler of the Inter- 
in the stability of European condi- an increase in both the membership , , 
z ig. Eager 2 woven Stocking Co., New Brunswick, 
2 tions, he said, it will stop the flow of and the cash balance of the associa- ‘ 
ndise * . ‘ N. J.; W. Park Moore of the Han- 
: loans to Europe, thereby increasing tion. k Knitti Mills. Philadelphia: 
‘tion- @ our present over-supply of money The meeting closed with a lunch- COC “DMnne eee ae witiag we 


meri 

high 
ut in 
aring 
ioned 


and leading probably to inflation. 
In addition, he believes, it will have 
an unfavorable effect on our export 
trade to Europe. 


eon which drew a capacity attend- 
ance. A feature of the occasion was 
an entertainment by the Happiness 
Boys, radio favorites. 


Clarence H. Taubel of William F. 
Taubel, Inc., Riverside, N. J., and 
R. E. Tillis of the Gotham Silk Ho- 
siery Co., New York. 





Edward Freschl, president of the 


part- Holeproof Expands - Posner Hosiery, Inc.. 
at- 2 . . 
fa d MILWAUKEE—In order to increase “Full fashioned hosiery is the Showing New Line 


production to supply the increasing 
demand for full fashioned hosiery, 
the Holeproof Hosiery Co. is build- 
ing an additional story to its large 
factory building here. Plans for 
the addition call for steel construc- 
tion, and the new story will be 150 
by 150 feet. The addition will cost 
approximately $50,000, according to 


coming thing and our business in 
this line is showing a steady in- 
crease,” stated Mr. Freschl. ‘The 
demand for all silk hosiery is also 
growing, due to short skirts. A 
variety of colors are moving, and 
new ones are being brought out con- 
stantly. At present, our biggest 
shades are shadow and atmosphere.” 


Posner Hosiery, Inc., 25 West 
Nineteenth Street, New York, is now 
showing a full line of Luv Bird chil- 
dren’s hosiery. Mrs. Posner and the 
entire staff, including A. L. Pantell, 
were formerly with Dr. A. Posner, 
Shoes, Inc. 





“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO 


“HOSIERY” 











started to preach that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


Boston, Mass. 


: pyright 








SIS FOURTH AVE. 
war Yortt, 
TEL. GRAMERCY. 6866 
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Real Spring Profit Makers! 


This array of new styles is offered to meet the growing demand 
for smart patterns at a popular price. These patterns are indelibly 
printed by the Weber process and cannot be washed out. A 
sample order of these splendid wearing novelties will convince you 
and send you back for more. 


STYLES BASE COLORS PATTERN HARMONIES 
No. 900 Rayon and Mercerized French Tan Fr. Tan Base Blue or Purple 
No. 800 High Grade Mercerized Grain Grain Base Blue or Brown 
No. 700 Combed cotton Grey Grey Base Blue or Purple 


No. 3.85 per dozen 
No. $2.75 per dozen 
$2.15 per dozen 


The Weberkni (ompany 


3635 North Smedley St. 
Philadelphia, Pa. 


Special Concessions to Case Lot Buyers 
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DUO-TOE and HEEL 


Reg. U. S. Pat. Off. 


It’s so much easier to sell a 
stocking with real selling features. 


Made in lisle top silks. Sesanee they - oP - 
ceptionally natura look- 
: : ; j ing, i med and in 
Medium, extra service and chiffon weights. =. om ee par tay Pee 
1 Ik hiff ane. Above. 4 a ce For 
1 n. they are practical, adjust- ee A 
Also silk to top chiffo able, interchangeable, 44 Wax Figures, 
washable and can be eas- Forms and 


ily dressed without dam- Fixtures 


ELLIOT HOSIERY CO. age to hosiery or ony part “Consult 


258—Sth Ave., New York J. R. PALMENBERG'S SONS, Inc. 
Creators of Display Equipment for Over 70 Years 


‘é a tur e”’ 
The stocking of the fu ” 63-65 West 36th Street, New York 


SAN FRANCISCO 


CHICAGO LOSTON 
204 W. Jackson Blvd. 11 First Street 26 Kingston Street 
Boot and Shoe Recorder 




















